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How We Got This Way 


Stories of the Week 


Our friends often ask: “Who ori- 
ginates funny stories, anyway? 
Where do they come from?” Answer 
is, they come from The People them- 
selves. They just happen. Some of 
the hoariest old gags, in fact, are 
acted out in real life over and over 
again by persons who don’t dream 
that they’re being funny. 

The following story is a matter of 
court record in Detroit, and was re- 
ported with a straight face by the 
Detroit News in these words: 

“Testifying concerning the extent 
of his injuries when he was struck 
by a Checker Cab two years ago, 
Samuel Weissman, 2900 Pingree Ave., 
painfully lifted his right-arm ear- 
high to show why the jury should 
give him $15,000. 

“‘And how high could you raise it 
before the accident?’ Attorney Ed- 
ward N. Barnard blandly inquired. 

“‘Oh, like this!’ said Weissman, 
shooting the arm straight at the ceil- 
ing. 

“Visiting Circuit Judge Clifford A. 
Bishop directed the jury to deny 
Weissman’s claim.” 

That gag has been enacted in 
burlesque show “blackouts” for three 
decades. But here it is again—in 
real life! People are wonderful. 


And here’s another ancient joke 
which “came true” the other day. 
Happened to a pair of our best 
friends, in fact. 

Among those who attended the re- 
cent ASRE up-the-river cruise were 
Ken Newcum of Remco and Tecum- 
seh’s Larry Larsen. During the ship’s 
14-hour layover in Quebec, these two 
hail-fellows-well-met went sightsee- 
ing in that historic city. Upon com- 
pletion of the scenic tour, Ken and 
Larry wandered around looking for 
something to do. 


“Let’s take some photos on the 
boardwalk in front of the Chateau 
Frontenac,” suggested Larry, an ar- 
dent camera fan. Ken agreed. 


While Larry was sighting his 
camera upon an imposing statue, 
Ken spotted three attractive “native” 
girls. Ken introduced himself to the 
gals and suggested that they pose at 
the base of said statue for Larry’s 
picture. They giggled their assent 
enthusiastically. 

The photograph was duly posed 
and snapped. 

“This picture,” announced Ken with 
Satisfaction, “will be a perfect me- 
mento of Quebec—the statue rising 
regally in front of the Chateau—and 
those three colorful French Canadian 
girls. Let’s ask the girls if they’d 
like us to mail them prints.” 

Larry readily agreed, whereupon 
the vital question was asked. 

“My name,” beamed the oldest of 
the gals, “is Anne Goldberg, and I’m 
from Atlantic City.” 


Greg Is Overwhelmed 


“Dope’s” six-year-old son, Gregory, 
Sincerely believes that subscribers to 
AIR CONDITIONING & REFRIGERATION 
NEWS are the finest and nicest people 
in the world. 


(Concluded on Page 10, Column 1) 


Air Conditioning 
Equipment Sales 
Jump In 1948 


WASHINGTON, D. C.—Shipments 
of components and accessories for 
air conditioning and commercial re- 
frigeration equipment and shipments 
of complete air conditioning equip- 
ment during 1948 were valued at 
$216 million (manufacturers prices), 
a decrease of 8% from the $234 mil- 
lion figure of this equipment shipped 
during 1947, according to figures just 
released by the Bureau of the Census. 

(There is a question as to whether 
total industry sales in these classi- 
fications actually declined, or whether 
the decline was simply that recorded 
by the firms reporting to the Bureau 
of the Census. No indication was 
given in the 1948 report on the per- 
centage of the industry producers 
represented in the report.) . 

The big decline, according to the 
Census Bureau figures, came in sales 
of condensing units. The 1948 total 
on commercial size condensing units 
of all types was 818,862, with a value 
of about $72 million. This compares 
with 1,039,772 units with a value of 
more than $98 million in 1947. 

However, the 1948 figure for com- 
pressor units (reported separately 
from condensing units) totaled 459,- 
390 units, as compared with a 1947 
total of 328,197. 

The Bureau of Census figures did 
reveal substantial gains on sales of 
air conditioning equipment proper 
(Concluded on Page 26, Column 1) 


May Refrigerator 
Sales Beat April 


(See table on page 4) 


NEW YORK CITY —A total of 
341,933 household electric refrigera- 
tors was sold during May by 12 pro- 
ducing companies reporting to the 
National Electrical eemmmenciiaen * sia 
Association. S) 

The total for May was slightly 
higher than the 335,092 reported by 
13 companies in April of this year, 
and also revealed a slight gain over 
the 335,411 units sold in May, 1948. 

For the first five months of 1949 
the total sales of those companies 
reported to Nema was 1,804,754, as 
compared with 1,626,550 for the first 
five months of 1948. 

Sales in the 8-cu. ft. category were 
still in the lead by a fair margin. 


There’s Good News Tonight! 
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Industry Manufacturers Stepping Up 
Production To Meet Rising Demand 


Frigidaire Recalls 
2530 to Dayton 


DAYTON, July 19—Frigidaire Div. 
of General Motors Corp. is recalling 
approximately 250 laid-off employes, 
the reason for the recall being the 
increased demand for certain models 
and sizes of refrigerators brought 
about by the hot weather that has 
prevailed across the nation, company 
officials announced. 

This increased demand made it 
necessary to step up production on 
needed models so as to balance out 
factory and dealer inventories. An- 
other reason is increased production 
of a new model of Frigidaire’s auto- 
matic clothes washer, just being in- 
troduced. 


Washer Sales Seen 
Passing May Figure 


MACKINAC ISLAND, Mich.—H. 
P. Nelligan, president of the Ameri- 
can Washer & Ironer Manufacturers 
Association, reported at the group’s 
annual meeting here that factory 
sales of washers in June may reach 
250,000 units, compared with 214,000 
in May and a monthly average of 
215,000 in the first six months of 
the year. 

He said the June figure was based 
on preliminary estimates. 

Nelligan, who is head of Easy 
Washing Machine Corp., also said 
figures cited recently by the Federal 
Reserve Board regarding sales of 
washers from 1946 through 1948 were 
in error. 

The board said 1,300,000 units were 
sold in 1946, 2,500,000 in 1947, and 
3,000,000 in 1948. Actually, the in- 
dustry sold 2,023,981, 3,783,632, and 
4,311,000, respect¥vely, ia the three 
years, according te.a statement by 
Nelligan. 

Nelligan also commented on cut- 
backs in production this year by the 
industry. He said: 

“We could not keep on indefinitely 
breaking our own sky-topping post- 
war records, yet we are manufactur- 
ing for a market which is increasing 
by 2,000,000 wired homes yearly, with 
a population 16,000,000 greater than 
in 1940.” 


The Boy Friend May Soon Get That Posy 
For His Date from a Self-Serve Case 


LOS ANGELES—Come September, 
the boy friend in certain cities 
around the country will be able to 
drop into the leading department 
store and select a California or 
Hawaiian orchid, gardenia, or camel- 
lia for the girl friend from a refrig- 
erated, self-serve display case. 

Or, if plans now under study by 
many California wholesalers mate- 
rialize, he will one day be able to 
pick up a pre-packaged corsage or 
bouquet from that state at such 
retail outlets as grocery stores. 

The plan to sell flowers through 
department stores was conceived by 
Flowers of Hawaii, Inc., here, which 
tested the serve-yourself idea in an 
Indianapolis store. The company 
plans to ship fresh flowers daily by 


air express to the 100-odd depart- _ 


ment stores with its open-top cases, 
which will measure about 41-ft. 
high, long, and wide. 

Edwin Kanner, sales manager of 
the firm, points out that the problem 
is to minimize spoilage. He explained: 

“Flowers are among the most 
perishable of commodities. They’ll 
keep in saleable condition only three 
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to four days (occasionally longer de- 
pending on the flower and weather 
conditions) once they’re delivered to 
a store, which means it’s impossible 
to keep any kind of inventory.” 

With the stores ordering daily and 
receiving shipments by air, the com- 
pany hopes to be able to estimate 
stocks so losses will be small. 

Air shipment of flowers—hundreds 
of plane loads of them leave Cali- 
fornia every year—is profitable be- 
cause of the ratio of weight to value. 
For example, Flowers of Hawaii can 
get 72 small orchids into a box about 
half the size of a man’s suit box 
and weighing only 2 Ibs. 

Members of the $20,000,000 indus- 
try in‘this state hope to make flowers 
a common item on shopping lists by 
expanding retail outlets, increasing 
volume,” and -bringing about lower 
prices.: Flowers of Hawaii’s plan— 
aimed.at making flowers easy to buy 
—is seen as a step in this direction. 

Wholesalers are also looking into 
the idea of shipping bouquets and 
corsages directly to retail outlets 
after cutting and packaging them at 
the cutting site. 


Remington Vacation 
Is Postponed by Sales 


CORTLAND, N. Y.— Remington 
Corp., manufacturer of room air 


.conditioners, has found it necessary 


to postpone shutting down its plant 
for annual vacation due to the vol- 
ume of orders it is now receiving. 

Announcements sent last month to 
Remington’s distributors, dealers, and 
vendors stated the plant would be 
closed for vacation from July 29 
to Aug. 8. 

“Because of the large volume of 
new orders still being booked—pre- 
sumably due to the long continued 
hot spell in many parts of the coun- 
try—it has just been decided to post- 
pone the annual vacation shut-down 
to the period beginning on Aug. 12 
and ending Aug. 22,” according to a 
new announcement which has just 
been received. 

“Although the sales, service, order, 
shipping, and other departments will 
be closed, and no shipments will be 
made during the vacation period, the 
switchboard will remain open and 
telephone messages will be accepted,” 
according to the company. 


Deepfreeze Adds New 
Shift on Freezer Line 


NORTH CHICAGO, Ill. — Deep- 
freeze Div. of Motor Products Corp. 
plans to add a second shift of about 
200 men to its production lines Aug. 
1, company officials report. 

Sales of the firm’s line of home 
freezer units have improved consid- 
erably in recent weeks, it was said. 


Carrier May Acquire 
Citrus Juicer Firm 


SYRACUSE, N. Y.—Carrier Corp. 
plans to expand its operations 
through the acquisition of control of 
a California company responsible for 
the development of a new means of 
concentrating citrus juices for freez- 
ing and other purposes. 

This was announced by Cloud 
Wampler, president of Carrier, in 
reporting plans for the formation of 
a new concern, the C. E. Howard 
Corp., in which Carrier proposes to 
be the controlling stockholder, and 
take over the business of C. E. 
Howard & Co., Southgate, Calif., 
manufacturer of the recently de- 
veloped Kelly-Howard concentrator. 

For years, the Howard company 


(Concluded on Back. Page, Column 1) 


Jones, Knighton Get New 
Servel Executive Posts 


EVANSVILLE, Ind.—George S. 
Jones, Jr. who has been vice presi- 
dent in charge of sales at Servel, Inc. 
since 1936 has been named vice 
president and assistant to the presi- 


(Concluded on Back Page, Column 2) 


Excise Tax Cut Is Termed 
Unlikely In This Session 


WASHINGTON, D. C.—Authorita- 
tive sources here say that there is 
no chance of an excise tax reduction 
bill passing this session of Congress 
because of the opposition of Chair- 
man Doughton of the House Ways 
and Means Committee. 

Doughton is said to have told Sen- 


(Concluded on Page 4, Column 3) 


Addition of 350 
Set by Kelvinator 


DETROIT, July 19—In response 
to increased consumer demand for 
its household refrigerator models, 
Kelvinator Div. of Nash-Kelvinator 
Corp. today announced the addition 
of a night shift to the final assembly 
line at its Grand Rapids plant. 

Approximately 350 employes will 
be added, the announcement stated. 

C. T. Lawson, vice president in 
charge of Kelvinator sales, said cur- 
rent demand for Kelvinator refriger- 
ators has exceeded even the normally 
strong seasonal trend. 


Overtime Schedule 
Is Planned at G-E 


“ERIE, Pa.—A sharp upswing in 
customers’ orders for certain models 
of General Electric refrigerators of 
which there are currently no sub- 
stantial stocks in warehouses, will 
make necessary some overtime work 
in the refrigerator division at the 
Erie G-E Works until the August 
vacation shutdown of the plant, offi- 
cials announced. 

The increased working hours will 
affect a majority of the employes of 
the division, it was stated. 

It was pointed out that during the 
past month the buying trend of G-E 
refrigerator customers has swung to 
models which previously had not been 
in such great demand, with the re- 
sult that at present there is an 
appreciable backlog of orders for 
these models. 

To meet the needs of customers 
it has been necessary to adjust up- 
ward the production schedule of the 
models affected, it was said. 


Dealer Ad Offers Trade-In as 
Payment on New Model 


FRESNO, Calif—‘“Now you may 
use your pld refrigerator for the 
down payment on a new one,” the 
appliance department’ of Hockett- 
Cowan Music Co. here advised the 
public through a newspaper adver- 
tisement. 

The department, which handles 
Philco, Crosley, General Electric, and 
Admiral refrigerators, allows buyers 
24 months in which to pay the bal- 
ance. 


| IN THIS ISSUE | 


Is your home freezer business 
slow? It isn’t at Webber Appliance 
Co. in Indianapolis, where freezers 
are selling like hot cakes and at list 
price. There’s no gimmick to it, 
either, just some extra special selling. 
On page 8, Wébber explains how. 

* * * 

A large air conditioning or refrig- 
eration installation could turn a 
financially sound purchaser into an 
unsound credit risk, warns a Dun & 
Bradstreet representative. How to 
avoid such a situation is outlined on 
page 15. 


* * * 


A little different ending to a rather 
old promotion brought a 100% in- 
crease in washer sales for a West 
Coast dealer, who also credits scores 
of direct appliance sales to his 30-ft. 
parts counter. Turn this page to get 
the details. . * 
* * * 

Some additional information - on 
factors influencing operation of motor 
relays and overload protectors is pro- 
vided on page 21 by J. A. Bagnall. 
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New Twist to Old Promotion, Parts Counter 
Prove Profitable for One Appliance Dealer 


CHICAGO — How an _ appliance 
dealer increased sales of washing 
machines by more than 100% merely 
by adding “a little different ending 
to a rather old promotion” was re- 
lated at the recent mid-year meeting 
here of the National Appliance and 
Radio Dealers Association. 


The speaker was Phil Urner, head 
of the retail organization in Bakers- 
field, Calif., bearing his name, who 
also told about his firm’s 30-ft. parts 
counter which “has brought us scores 
of direct appliance sales and no 
doubt many more indirect sales.” 

Urner first listed some of the pur- 
poses of sales promotion. 


WHAT PROMOTIONS SHOULD DO 


“Tt seems to me,” he said, “that 
appliance promotions should call at- 
tention to the dealer because of the 
unusual methods used. They should 
tie the dealer’s name to the products 
which are promoted. They should 
result in increased sales of the pro- 
duct, during and after the promotion. 


“While the cost of the promotion 
may be higher in some cases than 
strict advertising persentages may 
allow, the over-all advantage of the 
promotion must be weighed to deter- 
mine the success or failure of the 
project. 

“Surely a dealer needs continual 
new and fresh promotional ideas to 
help set his store apart, to bring in 


By John O. Sweet 


” 


PLIANCE 
— CENTER 


. + Hs something new in appliance retailing! 


oan HE front thee ademnsspilaere Joven 


7 URAERS APPLIANCE CLNTER sae soe 
A recent Urner’s advertisement 
stresses that the Center is “some- 
thing new in appliance retailing 
. . . Showroom, parts, and service 
are combined under one roof like 
big, successful automotive agency.” 


new customers, and keep the old 
ones entering his doors. 

“We added a little different ending 
to a rather old promotion when we 


conducted our ‘Oldest Maytag Con- 
test.’ There was a lot of interest 
aroused by our contest from owners 
all over our county. 

“This promotion consists in adver- 
tising for the washer with the oldest 
serial number, the owner to receive 
a brand new machine in exchange. 
We received well over 500 entries 
from all parts of the county. 

“As the time drew near for the 
contest to close, we thought quite 
a few of the contestants might like 
to be presenti at our appliance center 
when the winner’s name was an- 
nounced. So along with newspaper 
and radio advertising, we sent out to 
all contestants a card inviting them 
to come to our store on ‘Maytag Day’ 
between the hours of 1:30 and 4:30 
p.m. 


WINNER GOES ON AIR 


“The new washer was to be pre- 


_ sented to the winner at 3 p.m. during 


a radio broadcast from our store. 
Refreshments were to be served and 
attendance prizes drawn every hour. 


“We thought quite a few would 
like to come, but we didn’t dream 
we would have an attendance of over 
500 people. They did come and 
jammed into our store, filling every 
part of our showroom and overfiow- 
ing to the outside. 

“We served 30 gallons of coffee 


and about 1,750 cookies. We had 
—¢ 


SERVICE 
MEN... 
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in addition to your time and service charges 


% PROFIT 


YOU MAKE 
ON HARDWA 


There’s a big market for hardware re- 
placement business right in your own 
city. Worn locks, strikes, and hinges 
mean poor refrigeration... you can 
replace them quickly, easily, profit- 
ably with Grand Rapids Brass pack- 
aged units. In addition to your time 
and service charges, every $20.00 sale 
of Grand Rapids Brass replacement 
hardware means $8.00 profit for you! 

Be sure of satisfied customers. Beau- 
tifully designed chrome-plated hinges 
operate smoothly on self-lubricating 
oilite bearings and stainless steel pins. 
Install these units and insure complete 
customer satisfaction. Take advantage 
of this profit opportunity. See your 


jobber today. 


GRAND RAPIDS 4, 


HARDWARE REPLACEMENT 


means more sales...easy sales... good profit 


MICHIGAN 


DIVISION OF CRAMPTON MANUFACTURING COMPANY 


“THE LOCK WITH LIVING ACTION” 
— WHEN IT TRIPS IT GRIPS. 


Packaged hardware 
complete with chrome- 
plated brass screws. 


Canadian Representatives—RAILWAY ENGINEERING 
SPECIALTIES, LTD., Montreal — Toronto — Winnipeg 


Export Representotives — MELCHIOR, ARMSTRONG 
AND DESSAU, Ridgefield, New Jersey 


Assembly 
No. 4722-10 
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entertainment at frequent intervals 
by local amateur musicians. 

“At first we thought the big crowd 
and confusion would cause some ill 
will as we didn’t begin to have 
enough chairs or room to handle the 
crowd. But everyone seemed happy 
to attend our party and many stayed 
for the whole afternoon. Many came 
from distances of 20 to 50 miles and 
all enjoyed themselves. 

“All in all, this promotion met all 
the tests which I have mentioned—it 
called attention to the dealer’s name, 
tied the dealer’s name to the product, 
and increased sales of the product in 
this case by over 100%. 

“The registrations have given us a 
valuable contact list for future sales 
and we have made many friends. 

“And now I want to tell you about 
a different kind of promotion... . 
It is more of a long term or perma- 
nent type of sales effort which goes 
to the basic fundamentals of the 
appliance business. 

“During the war, our service and 
parts business had expanded so 
greatly in a rented location that it 
was impossible to fit it back into 
our Gowntown store when our lease 
expired. So we built our Appliance 
Center. 


LIKE AUTO AGENCY 


“This building was designed more 
like an automobile agency than a 
store, with a display floor, a 30-ft. 
parts counter on one side, and a 
900 sq. ft. parts bin area and large 
repair department easily visible 
from the display floor. This long 
parts counter, which is really a part 
of our display floor, is lined with 
customers many times a day. 

“Here we have a parts manager 
and two men selling parts for appli- 
ances as well as washing powders, 
freezer supplies, copper tubing and 
fittings, and many items too numer- 
ous to mention. Here we receive ap- 
pliances for repair in our repair de- 
partment as well as those which 
must be shipped away to other sta- 
tions. 

“There is a lot of work in deveop- 
ing and maintaining this parts de- 
partment. We have found it necessary 
to maintain a perpetual inventory of 
some 4,000 items. Almost all the 
parts items must be tagged with a 
stock number and price when re- 
ceived. Inventory control is always 
a problem, especially as new models 
of merchandise come from the fac- 
tories. 

“But we are serving the public at 
our parts counter. And we are pro- 
moting sales of major appliances. 

“We have many contacts every 
day with users of appliances, some 
of them become our regular custom- 
ers because they got the habit of 
trading at our parts counter. We feel 
that this counter is the biggest traffic 
builder we have ever had in our 
business. 

“Some may say that’s building the 
appliance business the hard way. 
Yes, it is a hard way. There are 
many headaches in handling parts. 

“On the other hand, there are 
many headaches in the appliance 
business if you don’t have a parts 
department. 

“It would appear that the parts 
business should have dropped since 
the war time years as people dis- 
carded old machines for new. For 
various reasons the sale of parts over 
our parts counter has increased every 
year. 

“The month of June just past 
was a record breaker for us. More 
parts were sold over our counter 
than any other month in our his- 


tory. 
STOCK CONTROL VITAL 


“One point is important; they are 
not the same part numbers which 
were best sellers four years ago. As 
I said before, stock control is very 
important in this department. 

“(The counter] has brought us 
scores of direct appliance sales and 
no doubt many more indirect sales. 
It has tied our name to the pro- 
ducts we handle, and to the appli- 
ance business as a whole. We have 
been of service to the public and to 
other dealers as well. 

“It has required considerable in- 
vestment and a lot of hard work to 
set up this department. We have 
had to solve most of the problems 
ourselves, since there was no com- 
plete system for us to follow. We 
have borrowed more from the auto- 
mobile agency set-up than from any 
appliance business that we knew. 

“I do not doubt that this system 
can be applied successfully in many 
suitable locations. It has worked for 
us, and should work for others who 
are willing to promote the appliance 
business the hard way.” 


Coolerator Demonstrating 
Products for Distributors; 
Dealers To Get ‘Package’ 


CHICAGO—A home freezer-refrig- 
erator-electric range demonstration 
program for distributor home econ- 
omists, which later will be offered 
free to retailers as part of a package 
promotion, was launched here re- 
cently by Coolerator Co. 

Conducted by Mary L. Schwin, 
home economics consultant for Cool- 
erator, the program staged at the 
LaSalle hotel with the help of the 
audience was spread over two days. 
However, it was pointed out, the 
demonstrations can be condensed into 
an evening program for _ special 
groups (women’s clubs, etc.) if de- 
sired. 

In the next few weeks, the pro- 
gram will be conducted for all com- 
pany distributors. Then it will be 
made available to dealers, along with 
an instructional guide for those who. 
do not have home economists. 

Every phase of the demonstrations 
are designed to impress prospects 
with a particular advantage of the 
product under discussion. 

It was reported that one dealer 
sold six home freezers in one eve- 
ning as the result of a single demon- 
stration. 

At another company session here, 
it was announced that the second 
“Coolerator Conclave’ will be held 
Oct. 24-25 at the Edgewater Beach 
hotel, Chicago. At that time, Cool- 
erator’s 1950 lines will be introduced 
to distributors, company sales execu- 
tives, and others. 


‘EAT ON US’ 


Store Pays Week’s Food Bill 
For 25 Refrigerator Buyers 


BUFFALO — Management of the 
B. F. Goodrich store here came up 
with a new idea in refrigerator sell- 
ing. 

The store made this offer: ‘To the 
first 25 people who purchase a new 
refrigerator from us, we will pay 
the complete normal food bill for 
the entire family for one week. You 
can eat on us absolutely free.” 

The promotion got immediate re- 
sults. Management of the store said 
customers were honest and fair 
about estimating their food bills. 
Typical of customers was a woman 
who estimated the weekly food bill 
of her family of four at $25. 


Brock, Scaife Appointed 
Merchandise Managers 


For G-E Appliance Dept. 


BRIDGEPORT, Conn.— Albert J. 
Brock and Arthur L. Scaife have 
been appointed major appliance and 
traffic appliance merchandise man- 
agers, respectively, for the Gener™’ 
Electric Co., it has been announced 
by A. H. Sweeney, general sales 
manager of the G-E Appliance & 
Merchandise Department. 

I. P. Pruitt succeeds Brock as 
manager of sales services for the 
department. 

Brock joined General Electric in 
1936, and since the war has served 
successively as manager of _ the 
Home Bureau, assistant manager of 
construction materials sales, and 
manager of sales services. 

Scaife, who was formerly man- 
ager of merchandising for the Appli- 
ance & Merchandise Department 
came with the company in 1928, anc 
has held a number of positions i 
advertising, sales promotion, and 
merchandising. 

In his new position, Pruitt is re 
sponsible for the operations of the 
company’s Home Bureau, Consumer 
Institute, retail development, ani 
sales service sections. He also con 
tinues as manager of the Hom: 
Bureau. 


Buffalo Forge Reports Drop 
In Net for Quarter, 6 Months 


BUFFALO—Buffalo Forge Co. anc 
subsidiaries reported net profit afte? 
taxes of $569,131 for the quarte? 
ended May 31, compared with $588,- 
405 for the quarter ended Feb. 28. 

For the six months ended May 31, 
net profit was $1,157,537 compared 
with $1,221,157 for the six-month 
period ended May 31, 1948. 
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The butcher, the baker, tle candy stick maker —¢hey’re all byying the Selb $4—and the florist, the 
dairy store, the delicatessen, and the druggist too—they all need this popular refrigerated display 
case. It’s important equipment for every size of business, frorfl the confectioner to the largest super- 
market. fhe Selb S-4 sells more —nd it fits any store. . ° 


The Selb S-4 brings added display and expansign facilities to retail outlets. Besides compactness and 
high utility, it pro@ides the flexibility of all-purpose pecan” ap well as porfability—in the Selb 
-4 self-contained unit. Gleaming white efiamel with glistening chromium é¢rim.. . fluorescent 
*illuminated .. gnon-fogging, cfystal clear, glags front. The finest equipment... wagthy of the Selb 
, ¢ quality name...engineered gnd manufactured in one of the largest most modern specialized plants 
oo « in the country. ‘ ” oT ® 
.°*” Dimensiorts: Case 48” long x 30” wide (23” at top) 50” highp side unit 24” x 28” (24” at 
top) x 34” high. Over 22°®cubic feet capacity. . 
Shelves: 10%" x 42V2"9 132" x 42”, 176’ x 42’. Bottom area 24” x 42” ' 
S-4 complete with cooling coils and expqnsion vaive. XS-4 cémplete with Vs h. perefrigera- 
sion unit ready to plug in—no special wiring or tubing insjallation necessary. Illuminated 
e with cold cathode fluorescent lighting. ® | . 
e Construction: Rustproofed, heavy gauge, sheet steel inside ant outside, gleaming white baked 
6 enamel finish trimmed with glistening chrome. Alumilite finigh shelves. Display front is crystal 
re ee non-fogging, high strength glass 38 1/2 i x 3812" (equivalent to average 
6 ft. case). » ee a ee = : — , 
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THE SELB SELLS FOR YOU BECAUSE IT SELLS FOR RETAILERS— 
SEND FOR DEALERS’ DETAILS. 


MAN U FACT U RING” € oO. 
1541 SALZMAN AVE. ST. LOUIS 20, MO. 
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G-E Wringer Washer 
To Retail for $99.95 


BRIDGEPORT, Conn.—A General 
Electric wringer washer designed to 
retail for $99.95 is now in produc- 
tion, it has been announced by C. E. 
Anderson, manager of the company’s 
home laundry equipment division. 

The new model, designated the 
AW-011, provides top value G-E 
washing features including activated 
washing action and a permanently 
lubricated mechanism at a _ price 
which makes it attractive to budget- 


“minded consumers, Anderson said. 


The new washer is also available 
as model AW-012 with a pump which 
empties the tub in approximately two 
minutes. The AW-012 carries a re- 
commended national retail price of 
$109.95. 

The two washers have adjustable 
wringers; drainboards can be tilted 
in either direction, and rolls can be 
adjusted for varying pressure, it was 
indicated. 


Cahenzli Resigns Wabash Post; 
Caplan to Succeed Him 


* CHICAGO—Martin T. Cahenzli, Jr., 

vice president and sales manager of 
the Wabash Mfg. Co. here, has re- 
signed, E. W. Mack, president, an- 
nounced recently. 

Robert E. Caplan, Cahenzli’s form- 
er assistant, will take over his duties. 
Caplan has been with Wabash about 
three years. 

Cahenzli is taking his family to a 
drier climate in the west, according 
to Mack. 


Carrier Promotes Fenn, 
Gray To New Sales Posts 


SYRACUSE, N. Y.—Charles V. 
Fenn, formerly in charge of direct 
sales for Carrier Corp. in the south- 
eastern section of 
the United States, 
has been appoint- 
ed Carrier’s man- 
ager of direct 
sales with head- 
quarters in Syra- 
cuse, it was an- 
nounced by O. W. 
Bynum, general 
sales manager. 

Russell H. Gray 
has been named 
Charles V.Fenn manager of direct 
sales in the Atlanta district to re- 
place him, Bynum reported. Gray 
was assistant manager of direct sales 
in Syracuse. 

A graduate of the Stevens Insti- 
tute of Technology in 1929, Fenn 
started work in the construction de- 
partment and was later put in charge 
of construction in the east. 

During the war years, he headed 
a special order department in Syra- 
cuse which concentrated on govern- 
ment contracts. From 1944 until his 
present appointment,* he was in 
charge of Carrier’s direct sales in the 
Atlanta district. 

Gray has been with Carrier since 
his graduation from the University 
of Kentucky in 1933, except for a 
four-year period in which he operated 
his own air conditioning and refrig- 
eration dealership in Indianapolis. 
He has had wide experience in the 
construction and engineering depart- 
ments and in dealer and direct sales. 


Westinghouse Cuts Prices 
On Some Small Appliances 


MANSFIELD, Ohio—The Westing- 
house Electric Appliance Div. has 
announced a 33144% price reduction 
on two models of electric irons on 
which production has been discon- 
tinued. In addition, price cuts on the 
Westinghouse food mixer and two 
models of waffle bakers were also 
reported. 

The two discontinued models of the 
electric iron each has been reduced 
$4 from $11.95 and will retail at a 
fair trade price of $7.95. 

The food mixer has been cut $2 
and will retail at a fair trade price 
of $35.50, while the two waffle baker 
models have been cut $1 each to a 
fair trade price of $16.95. 

In addition to these price reduc- 
tions, there is reported a special mid- 
summer campaign offer on the West- 
inghouse roaster oven, effective be- 
tween July 15 and Aug. 31, in which 
both roaster and broiler grid are 
offered for the fair trade price of 
the roaster alone, $39.95. 


No Excise Tax Cut-- 


(Concluded from Page 1, Column 4) 
ate leaders that such a measure 
would be pigeonholed in the House 
of Representatives if the Senate 
should pass it. 

Measures have been proposed in 
the Senate which would eliminate 
some excise taxes and roll back 
others to pre-war levels. Doughton 
is said to oppose tackling the excise 
tax issue until Congress is in a posi- 


tion to act on all excise tax levies. 
re 
”, 


341,933 Household Refrigerators Sold 
In May by 12 Companies 


Complete Refrigerators Only 
(Lacquer and Porcelain Exterior Cabinets) (Advertised Sizes) 


MAY (12 Companies) 


> 


Domestic 
(48 States Other 
Sizes and D. C.) Canadian Foreign Total 
1. Less than 4 cu. ft.... we dies 
ee Se, rer rrr 2,209 2,209 
OO Be bre caanees aes eis — jai 
a 2 ee err 42,232 3,335 45,567 
Ee ee re 72,730 2,442 75,172 
Oe Fhe ekki ck sas 116,820 2,555 119,375 
7 © ae 10 OU. Th ia. 82,773 2,473 85,246 
S 32 one 19 cu. T%% ..... 13,989 375 14,364 
9. 13 cu. ft. and up..... oe on -_ 
Be UN. whe obec esses 330,753 11,180 341,933 
FIRST FIVE MONTHS (12-18 Companies) 
Domestic 
(48 States Other 
Sizes : and D. C.) Canadian Foreign Total 
1. Less than 4 cu. ft.... 994 - 994 
SS Sees oo , 8,857 588 9,445 
OD OM, Bee i tivieesins ‘te — al 
a OO Be Svraaevecanes 188,382 wea 14,456 202,838 
DS Ok Oh h ieciciacictes 330,733 i 13,640 344,374 
a a ee eee 591,091 4 18,627 609,722 
7. Gene 26 ou. TH inks 523,305 12,294 535,599 
&. 12% and 12 cu. ft. ...:. 99,220 2,527 101,747 
9. 13 cu. ft. and up..... 34 — 1 35 
Ber. WE Sa eaeh esau 1,742,616 5 62,1383 1,804,754 


Participating companies: Admiral Corp.; AVCO Mfg. Corp.; The Coolerator 
Co.; Frigidaire Div., General Motors Corp.; General Electric Co.; Gibson 
Refrigerator Co.; Hotpoint, Inc.; International Harvester Co.; Kelvinator Div., 
Nash-Kelvinator Corp.; Norge Div., Borg-Warner Corp.; Sanitary Refrigerator 
Co.; Westinghouse Electric Corp.; Seeger Refrigerator Co. (Out 1-1-49) ; 
Stoddard Mfg. Co. (Out 5-1-49). 


McGraw Electric, Line 


Eundyweld* 
hits the mark. 


r 
nigeration 


Bundyweld hits the mark as a better tubing for refrig- 
eration applications. 


An examination of its exceptional features will 
quickly reveal why. First of all, Bundyweld and only 
Bundyweld is double-walled from a single strip of 
metal, This exclusive Bundyweld construction means, 
to you, a thinner-walled, faster-cooling, extra-strong 
tube at low cost. 


Second, Bundyweld is easy to fabricate because of 
its unusual ductility combined with the strength of 
steel. Its extra strength permits bending to short- 
radius turns without fear of collapsing. 


WHY BUNDYWELD 


Bundyweld Tub- 2 This strip is con- 


mw, 1 ing, made by a ) tinuously rolled 
patented process, is — twice laterally into 
entirely different from any other tubular form. Walls of uniform 
tubing. It starts as a single strip thickness and concentricity are 
of basic metal, coated with assured by close-tolerance, 
a bonding metal. cold-rolled strip. 


1S BETTER TUBING 


Many makers of better refrigeration equipment use 
Bundyweld for evaporator and condenser coils, for 
compressor and connector lines. Why not join them in 
using this tubing for your refrigeration equipment, too? 


No matter what your need—steel, Monel, or nickel 
tubing—your nearest Bundy distributor, among those 
listed below, can help you. Or write directly to: 
Bundy Tubing Company, Detroit 14, Michigan. 


BUNDY, TUBING 


YOUR EXPECTATIONS 


ENGINEERED TO 

@ REG. U.S. PAT. OFF. ® 
3 Next, a heating 
process fuses 


—s 
ty) 
si bonding metal to 


basic metal. Cooled, the double 
walls have become a strong 
ductile tube, free from scale, 
held to close dimensions. 


@ 4 Bundyweld 


comes in stand- 

ard sizes, up to 54” 

O.D., in steel (copper or tin 

coated), Monel or nickel. For 

tubing of other sizes or metals, 
call or write Bundy. 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES 


Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. ¢ 


Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg. 


Chicago 32, Ill.: Lapham-Hickey Co., 3333 W. 47th Place © Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 © Philadelphia 3, 
Penn.: Rutan & Co., 404 Architects Bldg. * San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. * Spokane 6, Wash.: Eagle Metals Co., 
E. 330 Trent Ave. * Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. 

BUNDYWELD NICKEL AND MONEL TUBING IS SOLD BY DISTRIBUTORS OF NICKEL AND NICKEL ALLOYS IN PRINCIPAL CITIES. 


Meterial Plan Merger 


CHICAGO—The merger agreement 
between McGraw Electric Co., manu- 
facturer of “Toastmaster” electric ap- 
pliances, and Line Material Co., 
provides for converting each share 
of Line Material capital stock into 
two-thirds of a share of McGraw 
common stock, it is revealed in a 
proxy statement mailed to McGraw 
stockholders. 

McGraw stockholders will vote a 
special meeting Aug. 4 on the mer- 
ger. In a letter to stockholders, Max 
McGraw, president of McGraw Elec- 
tric, said the merger will diversify 
the company’s business. Line Ma- 
terial is principally in the capital 
goods field, one in which McGraw 
has not participated importantly up 
to now. McGraw will have a con- 
trolling interest’ in Line Material, 
whether or not the merger is con- 
summated. 


Union and G-E Recess 
Wage Negotiations 


NEW YORK CITY—A spokesman 
for General Electric Co. stated here 
last week that wage negotiations 
with the United Electrical Workers 
(CIO) have been recessed indefi- 
nitely at the union’s request. 

The spokesman said union negotia- 
tors asked for time to report back to 
their locals. 

Some observers believe that the 
CIO will press its fourth-round wage 
demands against the automotive and 
steel industries before pressing too 
hard against the electrical manufac- 
turers. 


Adnmiral Sales and Earnings 
For First Half Set Record 


CHICAGO —In mid-year earnings 
statement to stockholders, L. C. Park, 
treasurer of Admiral Corp. & Sub- 
sidiaries reported that sales and 
earnings for the first six months of 
the current year hit an all time 
high. 

Sales for the second quarter of 
1949 were $29,597,308, as against 
$15,382,176 for 1948, an increase of 
$14,215,132 or 92%. Net earnings 
were $1,619,472, as against $706,887, 
an increase of $912,585 or 129%, 
Park reported. 

Sales for the six months ending 
June 30 were shown as $53,110,405, 
as against $27,386,344, an increase of 
$25,724,061 or 94%. Net earnings 
were $3,155,689, as against $1,237,- 
297 or an increase of 155%. 

Earnings per share (on 1,000,000 
shares outstanding) for the first 
half of 1949 were $3.16 as compared 
with $1.24 for last years first half 
or an increase of $1.92. 


Founder of French Nestor 
Distributing Firm Dies | 


JACKSONVILLE, Fla. — French 
Nestor, founder and head of the 
French Nester Co., long-established 
appliance distributing firm here, died 
here early this month. 

The business will continue to op- 
erate upon the same policies estab- 
lished by the founder, under the 
supervision of G. E. Hendry and O. 
H. Landgren. 


Refrigeration Sales Corp. 
Named Norge Distributor 
For Northeastern Ohio 


CLEVELAND—Announcement has 
been made of the appointment of 
Refrigeration Sales Corp. here to be 
exclusive distribu- 
tor of all Norge 
appliances in the 
northeastern Ohio 
distributing terri- 
tory.. 

The announce- 
ment was made by 
Howard E. Blood, 
president, and gen- 
eral manager, 
Norge Div., Borg- 
Warner Corp. 

Coincident with 
Blood’s announcement, Warren W. 
Farr, president of the newly-appoint- 
ed distributorship, has sent out in- 
vitations to all Norge dealers in the 
territory to visit the company’s 
offices at 1127 Carnegie Ave. during 
the week beginning July 25 to meet 
members of the Refrigeration Sales 
organization and to learn about re- 
cently-introduced Norge models. 


Refrigeration Sales was established 
by E. W. Farr, Sr. in 1921 and was 
taken over by his son, Warren W. 
Farr, in 1929 as a refrigeration serv- 
ice company and sales agency for 
commercial refrigeration. 

In 1938, the company was moved 
from its west side location to a build- 
ing on the site of its present Carne- 
gie Ave. building. In 1945, because 
of the growth of the business and, 
according to Farr, with the ultimate 
objective of expanding its distribu- 
torship activities, the company’s fa- 
cilities were completely rebuilt. 

Today, Refrigeration Sales _ is 
housed in a modern, well-equipped 
building complete with display room, 
service facilities, and offices. 

Officers of Refrigeration Sales, in 
addition to Farr, are: William M. 
Brewer, vice president in charge of 
engineering; Samuel E. Trackman, 
vice president in charge of sales; and 
Curtis Blair, comptroller and treas- 
urer. . 

A staff which will have charge of 
Norge sales in the territory is being 
completed and will be announced 
soon. 


Warren W. Farr 
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lowa Firm May Centralize 
Pre-Packaging Work To 
Supply Small-Town Outlets 


BURLINGTON, Iowa—It may be 
possible to give small stores in out- 
lying communities and villages the 
advantages of pre-packaged fresh 
meats and vegetables through setting 
up a central pre-packaging plant at 
headquarters, if current plans at 
Banner Tea Co., here, are ultimately 
realized. 

Banner Tea Co. which operates 
many stores through its section of 
Iowa, has set up complete plans for 
“centralized” pre-packaging, which 
will include large capacity storage 
refrigeration, air conditioned meat 
cutting and packaging rooms, trained 
crews of packaging girls, refrig- 
erated transport trucks, and self- 
serve open display cases in each 
store. The firm has been very suc- 
cessful in self-service meat opera- 
tions in Burlington and other larger 
cities, and sees no reason why the 
same features will not work out ef- 
fectively in small outlets. 

“Naturally, the smaller _ store’s 


volume would scarcely make it wise © 


to install packaging equipment, re- 
frigeration and other features,” it 
was indicated by Milton Sandell, 
company president, “but if there 
were a regularly scheduled source of 
supply with refrigeration protection 
all the way, this could be carried out 
with maximum economy.” 

Sandell reported that the firm is 
investigating all possibilities before 
setting up the plant, but that space 
and equipment is already available. 
Pre-packaging will eliminate much 
waste and increase sales volume in 
Banner’s small stores, he firmly be- 
lieves. 


Drugstore Setup Allows 
Cooling To Concentrate 
On Heavy Traffic Area 


UNIVERSITY CITY, Mo. —A 
fifteen-ton central General Electric 
air conditioning system is one of the 
outstanding features of the new 
Glaser Drug Co. store completed 
here recently. 

Located at North & South Rd. and 
Delmar Blvd., the drugstore features 
“glass walls” on two sides rising 
from sidewalk to ceiling. The 70 by 
40-ft. building interior is designed 
for “traffic flow” at a diagonal angle 
from front entrance to rear prescrip- 
tion department, and _ incorporates 
some of the widest aisles of any 
retail drugstore in the city. 

The G-E cooling system delivers 
cooled air at 65° F. into the interior 
by means of 27 anemostats, spaced 
to discharge air at the points where 
traffic congregates most heavily, as 
well as along the interior of the 
window panes. 

Thermostats are located over the 
prescription counter, over the foun- 
tain, and at the front to switch cool- 
ing capacity by means of dampers 
to where it is needed most. 

Since the 17-stool fountain on the 
left wall represents the heaviest 
traffic area, ceiling anemostats are 
spaced four feet apart, over the 
fountain rail. A booster blower pro- 
vides an extra 1,200 c.f.m. to keep 
the fountain area at 78° F., con- 
trolled by an overhead thermostat. 


Houston Air Conditioning Group 
Elects A. J. Natkin President 


HOUSTON, Tex.—The Air Condi- 
tioning Association of Houston has 
re-elected A. J. Natkin president and 
L. C. Way, vice president, it has been 
announced. 

Also, the association elected W. C. 
Timmerman secretary and Eli Schaf- 
fer treasurer. Gregory-Edwards Co. 
was accepted as a new member of 
the group. 


"To give you better 
service faster... all 
RSI service men are 

experienced and 
trained to give 
you service 
as you like 
it—fast and 
to the point. 


TRAINED 
TO 


Send us an order today 


Use your letterhead, please 


REFRIGERATION SERVICE, INC. 
West Coast Wholesaler since 1928 
3109 Beverly Bivd., Los Angeles 4, EX. 3111 


Jam Session Heat Load 


Studio Requires 20-Ton System To Cool Off 


HOLLYWOOD, Calif.—Designed to 
meet not only the requirements of 
comparatively low temperature and 
relative humidity because of occa- 
sional high latent loads, the 20-ton 
air ccnditioning system installed in 
the new studios of Radio Recorders 
here is also soundproof and vibra- 
tionproof. 

These latter qualities are essen- 
tial because Radio Recorders cuts a 
large number of records and trans- 
scriptions. The high latent loads often 
result when large groups of musi- 
cians or other performers from the 
motion picture world or the theater 
assemble in the studios. At these 
times there are also numerous engi- 
neers on duty. 

As installed by Temperature Engi- 
neering Co. of Los Angeles, the sys- 
tem for Radio Recorders is set to 
operate from 68° to 78° dry bulb 
and maintain a relative humidity of 
38%. 

Two dual sets of Recold air con- 
ditioning coils were employed by the 


contractor for this job. Each set of 
coils, which consists of a four-row 
cooling coil with a face area of 25% 
in. by 36 in. and a single row steam 
coil of the same face dimensions, is 
installed in a different section of the 
ductwork. 

Although only one fan system is 
used, the duct and coil arrangement 
provides two separate air condition- 
ing zones. This makes possible inde- 
pendent control of the temperature 
in various parts of the recording 
studio. 

Ductwork, coils, and condensing 
unit are located overhead in an out- 


‘Hot’ Recordings 


of-the-way ceiling area, which con- 
serves considerable space. 

To keep noise levels at a minimum, 
8 in. of rock wool insulation is used 
in studio walls and ceiling. To cut 
down vibration and noise from the 
air conditioning system itself, how- 
ever, the entire installation is sus- 
pended on a platform which is 
mounted on Lord rubber mounts. 
These, it is claimed, absorb all vi- 
bration of the system. 

Additional cushioning effect is 
achieved by using canvas connections 
between the blower housing and the 
ductwork. 


Air Conditioning Helps Albany Jeweler 


ALBANY, N. Y.—Air conditioning 
is proving its worth in the John J. 
Naughter Jewelry store here by mak- 
ing it more comfortable both for cus- 
tomers and employes. 

Says John J. Naughter, store pro- 
prietor: 

“In addition to healthful and com- 


fortable temperature, our atmosphere 
is more clarified than heretofore. It 
is a great relief to shoppers as well 
as our sales personnel and we hear 
many cheerful remarks from the men 
in our repair department as we have 
a duct constructed which connects 
this room to the air conditioner.” 


Ohio Instalment Sales 
Law Set To Take Effect 


COLUMBUS, Ohio—A new state 
retail instalment sales contract law 
enacted by the 1949 Ohio Legislature 
is scheduled to become effective Aug. 
10. 


Under the new law, the finance 
charges are divided into three parts 
as follows: 


A base charge at a rate not ex- 
ceeding $8 per $100 per year on the 
time balance. This charge may be 
computed proportionately for peri- 
ods greater or less than a year and 
on amounts greater or less than $100. 


A service charge of 50 cents per 
month for the first $50 unit or frac- 
tion thereof of the time balance for 
each month of the term of the con- 
tract, and 25 cents per month for 
each of the next five $50 units or 
fraction thereof for each month of 
the term of the contract. 


Late charges for payments which 
are not less than 10 days late at the 
rate of five cents per dollar, but not 
more than $3 for any single instal- 
ment. 


SUNISO CUTS SERVICE CALLS 


; Distributor Switches to Suniso Oil, 
Now Makes Only Routine Inspections 


The different grades of Suniso 
Oils have extremely low pour 
points and low wax-separation 


Servicing units in the retail outlets 
of a big dairy was proving costly 
for a refrigeration equipment dis- 
tributor. Gum and sludge formed, 
progressively lowering the effici- 
ency of the compressors and in- 
creasing the load on the motors. As 
this condition built up, the belts 
slipped and eventually wore out. 
Finally, it became necessary to 
overhaul the compressor units. 
Acting on the advice of a Sun 
Engineer who was called in to study 


SUNISO REFRIGERATION OILS 


the problem, the company changed 
to a policy of charging and servicing 
the units with Suniso Refrigeration 
Oil. In 10 years, no mechanical dif- 
ficulty traceable to lubrication has 
developed in these units, and serv- 
ice calls have been reduced to 
ordinary routine inspections. 

Such fine performance explains 


why Suniso Oils are the predomi- 


nant choice of original equipment 
manufacturers in the refrigeration 
and air-conditioning industry. 


“JOB PROVED” THROUGHOUT THE INDUSTRY 


points. All have exceptionally high 
dielectric strength and high resist- 
ance to chemical change when 
mixed with Freon or any other 
modern refrigerant. 

Ask your Suniso jobber for a 
free copy of the illustrated booklet 
“Lubrication of Refrigeration and 
Air-Conditioning Equipment” or 
write Department RN-7. 


SUN OIL COMPANY - Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 
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Courtesy Car 


It Helps Commercial Firm 
Bring In Customers 


BALTIMORE —It requires more 
than the usual amount of selling ef- 
fort to make a success of commercial 
refrigeration prospecting, according 
to Marine Refrigeration Co., York 
commercial refrigeration dealer here, 
who has recently placed in service a 
“courtesy car’ primarily to bring 
storekeepers, restaurant owners, 
supermarket operators, etc., to the 
company’s showroom for refrigerator 
demonstration. 

Marine Refrigeration Co., off the 
beaten track by a few blocks, has 
found that commercial refrigeration 
sales dropped off sharply immediately 
after the turn of the year—primarily 
because commercial prospects, al- 
though in serious need of new refrig- 
eration, were not familiar with the 
firm. 

To compensate for the out-of-the- 
way location, the company developed 
its courtesy car, a 1949 station 
wagon, which is available to any 
salesman who wishes to rush a pros- 


| Refrigerated Container Shows Pie Storage, Display Cabinets 


“Pie-Life’"’ display cabinet. 


Albany Appliance Store Opens 


ALBANY, N. Y.—Two Albany 
businessmen have opened a new ap- 
pliance shop at 289 S. Pearl St. and 
formed a new corporation, Albany 
Household Furnishings, Inc. They are 
Harry M. Segal and Michael J. Betor. 
The corporation is authorized by the 
state to issue a total of 200 shares 
of stock. 


Cabinets Keep Dessert, 
Salad Crisp for 24 Hours 


WASHINGTON, D. C.—‘Pie-Life”’ 
refrigerated cabinets for the storage 
and transportation, and also the dis- 
play of bakery pies, have been intro- 
duced by Refrigerated Container 
Corp., 1028 Connecticut Ave., N.W., 
here. 

The cabinets are refrigerated with 
dry ice, and a method of air circula- 
tion is provided in the cabinets. 

The storage and _ transportation 
cabinet is constructed entirely of 
steel, is double-walled and insulated, 
and contains two separate food com- 
partments. It has a capacity of 12 
plates to each compartment. Over-all 
it is 29% in. wide, 13 in. deep, and 
34% in. high.. 

The display cabinet is constructed 
of glass and steel, having a food 
display compartment that is com- 
pletely insulated. Over-all the dis- 
play cabinet is 23% in wide, 17% in. 
deep, and 22% in. high. 


eat crn 


“Pie-Life”’ 


storage and 


transportation 


cabinet. 


The Pie-Life cabinets are claimed 
to keep pies or salads crisp and 


fresh anywhere 
hours. 


from 24 to 48 


Summer Trade Stimulant 


Dealer Sale Awards 
Camp Trip to Children of 
Refrigerator Purchasers 


BUFFALO—Frank Meyers Appli- 
ance Department Store gave summer 
refrigerator business a boost with a 
novel promotional plan in which the 
store offered two weeks at camp 
with all expenses paid for 100 Buffalo 
boys and girls. 

To the first 100 customers buying 
refrigerators at regular prices, the 
store offered to send a boy or girl 
member of the family to a summer 
camp for two weeks and pay the bill 
up to a total of $40. 

If the customer didn’t have a boy 
or girl in his own family, the offer 
could be extended to include a friend 
or neighbor’s child. The offer was 
limited to the first 100 customers 
interested in the deal. 

The offer was heavily promoted 
with radio and newspaper advertis- 


ing. 


pect down to the showroom. Outside 
salesmen, contacting potential com- 
mercial accounts, merely telephone 
in for the courtesy car when an in- 
terested prospect is found. 

Proof that the courtesy car will 
soon repay its cost lies in the fact 
that of each 10 sales made since 
adoption of the system, at least 8 
have been made to prospects who 
were originally brought to the show- 
room via the courtesy car, according 
to the firm. 


Roster of Entertainers 
Draws 20,000 to Dealer’s 
Opening-Day Promotion 


CHICAGO — The opening of the 
new store of DeVale, Inc., at 5701 W. 
Belmont Ave. here, drew a crowd 
estimated in the neighborhood of 
20,000 persons. 

Arrangements were made with 
neighborhood police and officials to 
rope off the street for traffic to 
permit entertainers like Evelyn 
Knight, Jim Ameche, Ruth Evans, 
and other recording stars to make 
appearances at the opening. 

Erected at a cost of around $200,- 
000, the building occupies 12,000 sq. 
ft. and is air conditioned by two 
15-ton Frigidaire air conditioning 
units. 

DeVale handles a wide line of 
“name brand” major appliances. To 
promote the opening, a 16-page sup- 
plement was used in a neighborhood 
newspaper, and direct-mail pieces 
were sent to nearly 100,000 people. 
Special premiums were given with 
all purchases made on the opening 
day. 

Walter Bernario, advertising and 
sales promotion manager of the firm, 
has also been named as buyer and 
manager for the radio and television 
departments. 


C. Milton Wilson Becomes 
Anemostat Sales Manager 


NEW YORK CITY—C. Milton 
Wilson has been appointed sales 
manager of Anemostat Corp. of 
America, it was announced by 
August Rust-Oppenheim, company 
president. 

Wilson, formerly manager of sales 
of the Ingersoll Div. of Borg-Warner 
Corp., was also associated for many 
years with Clyde R. Place, consulting 
engineer, on major New York build- 
ing projects, including the Waldorf- 
Astoria hotel, Rockefeller Center, and 
the Metropolitan Life Insurance 
buildings. 

During the war, he was a produc- 
tion engineer for the Army Ajir 
Forces at Wright Field. He was later 
transferred to the Manhattan Dis- 
trict Project as an executive engi- 
neer. 


To Reach All Key Men... 


in the Refrigeration and Air Condi- 
nme 8 industry throughout Canada, 
use e 
covering 


only Canadian publication 
the field. ... 


JOURNAL 


A “National Business” Publication 


2 


137 Wellington St. W., Toronto, Ont. 


Model RIL-27. 27 cu. ft. storage capacity. 
- Dimensions: height 6876", width 45”, depth 


3614" including hardware. 


NOW —For the First Time — 


All Frigidaire Reach-Ins 


Are Powered by the 


Famous Frigidaire Meter-Miser! 


Over 400 Frigidaire Commercial Refrigeration and 


Air 
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James E. Miller Co. 
To Distribute Philco 
Line In Philadelphia 


PHILADELPHIA — Appointment 
of James E. Miller Co., Inc., Pitts- 
burgh, as distributor of all Philco 
products in the Pittsburgh area was 
announced by John M. Otter, vice 
president and general manager of 
sales, Philco Corp. 

Before forming the distributing 
company, James E. Miller, Jr., presi- 
dent, was previously sales manager 
for Frigidaire in the Pittsburgh area. 

Irving Herschorin, vice president 
and treasurer of the Miller firm, for- 


merly had many years of experience © 


as a newspaper advertising executive. 

Charles E. Anthony, secretary, 
who will supervise matters‘of inven- 
tory and credit, has had 27 years of 
experience in the field. 


Spartanburg Shop Is Chartered 


SPARTANBURG, S. C.—The Sec- 
retary of State has issued a charter 
to Good Housekeeping Shop, Inc., 
here, to deal in electrical appliances. 


‘Tribune’ Issues First In 
Series of Pamphlets with 
Data on Chicago Dealers 


CHICAGO—More than 2,000 appli- 
ance dealers in Chicago and suburbs 
recently received from the Chicago 
Tribune the first issue of the “Chi- 
cagoland Radio and Appliance Dealer 
News,” a six-page pamphlet devoted 
to activities in the appliance field. 
Publication of additional issues at 
regular intervals is now being 
charted by members of the Tribune 
staff. 

Featured on the cover and in the 
lead article of the first issue is Clyne 
Chambers who “parlayed one elec- 
tric refrigerator into a $250,000-a- 
year appliance business.” 

The Chicago Tribune pamphlet 
story of the Elmhurst, IIl., appliance 
dealer’s early enthusiasm for elec- 
tric refrigeration and his switch to 
the hardlines field in 1931 when the 
depression washed away his earnings 
as a journeyman printer is related 
by Frank Viola, general manager 
of the Chambers firm. Also outlined 


are Chambers’ selling principles, in- 
cluding his participation in the 
Tribune’s selective area advertising 
formula. 

Other articles in the pamphlet 
cover such items as television sales, 
refrigerator sales by months, and 
some of the details about types and 
locations of appliance stores which 
have been disclosed by the Tribune’s 
census of retail outlets in Chicago 
and suburbs. 


Burd Manages Cutler-Hammer 
Sales Office In Gary, Indiana 


MILWAUKEE—Opening of a sales 
office at 504 Broadway, Gary, Ind., 
was announced here by Cutler- 
Hammer, Inc. 

F. J. Burd, Cutler-Hammer sales 
representative in this area, will man- 
age the office as a branch of the 
company’s Chicago district sales 
office. 

H. Kolar, formerly in the electrical 
engineering department of the Car- 
negie-Illinois Steel Co.’s South Chi- 
cago Works, will assist Burd in 
handling the sales work in this terri- 
tory. 


Plan Gives Freezer Buyer 
‘Unlimited’ 10% Discount 
On Frozen Foods 


WASHINGTON, D. C.—An ar- 
rangement has been made with Food 
Fair, Inc., chain store operators here, 
to provide purchasers of home freez- 
ers with a letter entitling them to a 
10% discount on all brands of frozen 
foods purchased at one of the chain’s 
stores, William C. Hills, executive 
director of the Electric Institute of 
Washington, informed local dealers 
recently. 

That information was confirmed by 
W. Carlton Eacho, president of Wash- 
ington Frosted Foods, Inc., who 
added that there was no time limit to 
the offer. 


35 Markets Buy Ice Cream Units 


LINCOLN, Neb.—Some 35 Safe- 
way supermarkets in the Lincoln- 
Omaha area have installed reach-in 
type, refrigerated vending fixtures 
for frozen foods and packaged ice 
cream for the first time in Safeway’s 
Nebraska history. 


db 
Ww 


makes these the handsomest commercial refrigerators you’ve ever 
seen. And they’re as practical as they are good-looking. Beneath 
their smartly modern lines is the rugged strength of heavy-gauge, 
all-steel construction. Behind their smooth-working, full-length 
doors there’s more storage space than ever before. And the interior 
is protected by tough Lifetime Porcelain. 


over-All” Cooling 


is a special Frigidaire design —does away with the warm spots that 
cause costly food losses in ordinary refrigerators. From top to 
bottom, this new kind of forced air cooling system always keeps 
everything covered with a uniform blanket of cold—keeps all foods 


much fresher much longer. 


powers these new reach-ins—and what a big difference it makes! 
This famous self-contained unit has set records for low-cost, 
trouble-free operation in millions of Frigidaire products. And no 
wonder, for it’s the simplest refrigerating mechanism ever built— 
carries its own special 5-Year Warranty. 


There’s just one thing that isn’t new about these wonderful Frigid- 
aire Reach-In Refrigerators—the same overall high quality that’s 
made Frigidaire a famous name in refrigeration. And now that all 
Frigidaire Reach-Ins are powered by the famous Meter-Miser, 
Frigidaire dealers have still another exclusive feature to help them 


Soe 


still another big profit opportunity . . 


. one of the many 


opportunities that make the Frigidaire franchise so valuable. 


FRIGIDAIRE =3 


Reach-In Reftigerators | 


by os: 
See BONEN 0b 


Model RIL-17C. 17 cu. ft. storage 
capacity —equipped with a Super- 
Freezer ice-making cooling unit, plus 
air-circulating fan. Dimensions: 


height 67%6”", 
33%«" including hardware. 


a rs 


Model RIL-44. 44 cu. ft. storage 
capacity. Height 687s", width 67%”, 
depth 3634” including hardware. 


depth 364” including hardware. 


Air Conditioning products—most complete line in the industry 


width 38%”, depth 


Model RIL-62. 62 cu. ft. storage 
capacity. Height 68%", width 90’, 


Ranges, Water Heaters, 
Refrigerators Set Pace In 
West Penn Area for May 


PITTSBURGH — Refrigerators, 
ranges, and water heaters turned 
over in greater volume last May in 
southwestern Pennsylvania than in 
either April or the preceding May, 
a report issued by the West Penn 
Power Co. revealed recently. 

Refrigerator sales were up 20% 
from April and 6% from last May. 
Range sales were up 8% and 5% re- 
spectively, and water heater sales 
were better by 23% and 17%. 

Home freezers showed a 55% gain 
over April but were still 3% behind 
their May, 1948 performance. Ironers 
were up 14% from April but 12% 
under last year. ., 

Clothes driers were 300% ahead of 
last year, though slightly (3%) 
short of April volume. Room coolers 
were 14% better than May, 1948, but 
33% under April. Garbage disposers 
were selling 10% faster than last 
year though 13% slower than in the 
preceding month. 

Dishwashers, both automatic and 
conventional clothes washers, and 
vacuum cleaners were behind both 
April, 1949, and May, 1948, in unit 
yolume. 

The comparative unit. volumes of 
these appliances were as follows: 


May, April, May, 


Appliance 1948 1949 1949 
Refrigerators ...... 2,246 1,987 2,388 
Home and 

Farm Freezers .. 194 120 187 
Room Coolers ..... 7 12 8 
Dishwashers ...... 48 38 33 
Garbage Disposers. 31 39 34 
Ranges .....: Rankin wes 846 822 887 
Clothes Driers .... 8 33 32 
Po ar oe ee 245 188 215 


Washers, Automatic 326 229 = 215 
Washers, . 


Conventional .... 1,343 1,392 1,297 
Vacuum Cleaners... 807 718 643 
Water Heaters..... 446 425 523 

Guarantees 


More Care Needed In Wording 
Them, Bureau Advises 


NEW YORK CITY—Guarantees or 
warranties that promise to make 
good losses not connected with quali- 
ty of goods or services are open to 
challenge as violations of insurance 
laws in at least 10 states, officials 
of the National Better Business 
Bureau warned manufacturers re- 
cently. 

A survey, made by the bureau, of 
insurance laws in the various states 
show that in Massachusetts, New 
York, New Jersey, Ohio, Michigan, 
Illinois, Kentucky, Tennessee, Louisi- 
ana, and Oregon agreements that go 
beyond what the guarantor is really 
capable of guaranteeing constitute 
contracts that can be made only by 
a licensed insurance company. 

Allen E. Backman of the bureau 
noted, however, that such guarantees 
can be made if backed by a surety 
bond. But, he said, the risks involved 
in some extreme and loosely worded 
forms of guarantee probably would 
not be accepted by a surety com- 
pany. 

K. B. Willson, operating manager 
of the bureau, expressed the opinion 
that this situation was serious be- 
cause most businessmen did not 
know of these legal pitfalls. 


Dealer Offers Prizes for 59 
Oldest Operating Refrigerators 


NIAGARA FALLS, N. Y.—Hysen 
Supplies, Inc., Hyde Park at Seneca, 
stimulated refrigerator business by 
offering 59 gift awards to the 59 
owners of the oldest operating house- 
hold refrigerators in this area. 

Participants were invited to clip a 
newspaper coupon and send it in to 
enter the contest. 


W ANTED- 
MACHINES 


4 H.P. up. Expansion Valves 
Ete. Mfrs. surplus stock and 
others. Will act quickly. 


Reply Box 3232, 
Air Conditioning & 
Refrigeration News 


| — ; is 
: 
e 
| ; 
= 
e | 
‘] ee 
ir 
ll ~ 
r z 
d . 
s | : 
: Q 
3 | 2 
po A er | 
ee o 
, = 
| fa |= ! Z | | | ee | 
HK. Superb Raymond Loewy Styling | Beil 
7) | Al eam 3 
: . 
. 
, 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 25, 1949 


Letter-Questionnaire Goes to Owners 


TRADE MARK 
FREEZERS 
THE ONLY FREEZER WITH THE 
PATENTED HEAT EXCHANGER 


Freezers 


Freezer Supplies 

Freezer Information 

Commercial Cooking 
ft 


P — see how you are enjoying your Freezer with its store of ever- 

Relrigereters ready foods. 

Commercial , 

Water Coolers Won't you drop me a line and tell me how you use it, which of the 
Retrigerators many advantages you like best, what your favorite frozen foods are, 
Ranges what sugcestions you have to better the operation or use of the 
Water Heaters Freezer, etc.? 

Laundromats 
trons Perhaps these questions will bring to mind some of your convictions 
*itieeehoce on regarding the Freezer and its use: 
av a 
Is it entirely satisfactory? 

Roasters oo a Pay Trt tT tt 
pono Is it large enough for your family?” ““" Fug 
Since Do you find it simple to use? 
didi ttioees Do you practice wholesale or quantity buying? _ FO «<a 
Stet Mates Are you saving on food costs by its use? = = 7 _ 
Wattle irons Does your family eat better since you om a 
Milk Coolers Wome resem ews 
Light Bulbs Are your meals more varied and appetizing? =§ = 
jie Is it easier to prepare meals? 9 = eI ae rnd 
tails Does its use increase yéur electric binik excessively? Pee _ 
Clocks Have you ever had to defrost? _ _— If so, how 
Pin-Up Lamps ) ae a 
Saunas Have you ever had ANY trouble witl/the Freezer?_ Dyq __ _ _ 
orem Would you reconmend it to a friend? _ SGM oneesncs 
Table and Floor Lamps 

par I would appreciate a frank letter, telling me just what you think 

Light Fixtures of your Webber Freezer. Any comments, any criticisms, any experiences 
Door Chimes or any sugrestions will be welcomed. An addressed, stamped envelope 
Electric Room Heaters is enclosed for your convenience. 

Heating Pads 
Electric Blankets Many thanks for your help : 
Electric Razors . . ’ paw” 4 pee es 
lroners wW Sincerely yours 
ean ay Za 
lroning Boards 
ee Goong olin Relist C. Welle 
Water Sof é a . 
Oil Space Heaters eft ay 
24 Hour Appliance Service ra (2) Robert C. Webber 


COMPLETE WESTINGHOUSE APPLIANCE LINE @ EVERY HOUSE NEEDS WESTINGHOUSE 


WEBBER APPLIANCE CO., Inc. 


2740 MADISON AVENUE 
INDIANAPOLIS 3. INDIANA 
December 1, 19,8 


Dr. and ifs. 
Indiaapolis, Indiana 
Dear Dr. and lirs. 


You have had a Webber Freezer for some time now and I got to 
thinking the other day that it was about time I checked up to 


This is a typical questionnaire sent to Webber freezer users. 


Users Help To Sell Record Volume of Home and Farm Freezers 
As Manufacturer-Dealer Promotion Exploits Customer Reaction 


INDIANAPOLIS — Home freezers 
are selling like hotcakes at the 
Webber Appliance Co. showroom here 
these days and Robert C. Webber is 
not filling them up with free frozen 
foods or giving them away either. 

He is selling them at full list 
price, which is from $25 to $200 
above that of competing brands. And 
the customers love it. They took 
away about 50 freezers—from 18 cu. 
ft. and up—during the month of 
May, some 15 units more than the 
company’s previous high of 35 sold 
last August. 

And business is getting better all 
the time. 

Yes, it’s true and this 
Webber and his staff do it: 

First, as inventor and manufac- 
turer, Webber has complete confi- 
dence that his freezer will do every- 
thing he says it will do. 

Second, to show his confidence, he 
backs up his statements with solid 
down to earth guarantees. 

Third, convinced that he has a top- 
quality freezer, he sells that quality 
to farm and city folks who are more 
than willing to part with their money 
when convinced that they are getting 
a good product worth the dollars 
they are paying. 

Fourth, he uses the user in all the 
conventional ways and then adds 
some more of his own that have paid 
rich dividends. 

Fifth, he promises and gives 24- 
hour, seven day a week service on 
his units. 


is how 


© 


Kelvinator Open Type Condensing 
Units (Ye H. P. to 1 H. P.) 


Kelvinator Water Coolers 
(Pressure and 
Bubbler Types) 


. 


— products . . . priced competitively . . . backed by the 
name that wins immediate acceptance! On these three counts 


experienced refrigeration men choose Kelvinator—the name that 
always sells . . . always satisfies. See these quality products at your 
nearest Kelvinator depot. All types and sizes available for immediate 
shipment. Write, phone or stop in for quick service or helpful inform- 
ation in solving your installation or service problems. Kelvinator. 
Division of Nash-Kelvinator Corporation, Detroit 32, Michigan. 


Get your copy! 


a: Kelvinator Stainless Stee! 


Silica Gel Driers 


ve Evaporetors 


DEPEND ON KELVINATOR For ALL YouR REFRIGERATION NEEDS 


fraseator 


on all three counts! 


it’s Kelvinator’s new catalogue for the 
quick, easy way to buy refrigeration 
parts and supplies. Hundreds of items 
to choose from. Ask for it at your nearest 
Kelvinator Distributor’s or Zone office. 


Kelvinator Sealed Type Condensing 
(Units (Ye H. P. to Yo H. P.) 


By George M. Hanning 

Webber, a one time refrigeration 
serviceman, made his first freezer— 
for a California fishing boat—back in 
the early 1930’s and invented and 
started to build his present home 
freezer during the early 1940's. 

Out of his work on freezers he has 
also invented a heat pump (formerly 
called the Terra-Temp) and a heat 
exchanger that permits a freezer to 
hold temperatures as low as -125° F. 
at a comparatively low cost. 

Webber started his appliance 
store, from which he merchandises 
his home freezer over a radius of 10 
to 15 miles around Indianapolis, in 
1946 and since that time has built it 
up to a $500,000 per year business. 


DEMONSTRATES CONFIDENCE 


Webber’s supreme confidence in 
the quality of his product is demon- 
strated by his standard offer of $500 
to anyone who can find all the fea- 
tures of his freezer in any other 
freezer on the market. He has voiced 
the offer in newspaper advertising 
and in all his direct mail promotion. 

His confidence is further expressed 
in a guarantee that operation of his 
freezer will not cost the user more 
than $1.25 per month in power-bills. 
Any time the bill is greater than 
that, Webber will pay the difference. 

Webber learned from one of his 
users that she had kept pork in her 
freezer for more than two years and 
found it still appetizing. So now he 
guarantees that his freezer will keep 
pork for 18 months without develop- 
ing a rancid flavor or spoiling. He 
offers to pay for any that goes bad. 

Although he manufactures his 
freezers in sizes ranging from 9 to 
35 cu. ft., Webber holds to the theory 
than an 18-cu. ft. freezer is a small 
one even for a family of two. He and 
his sales staff consider it a disservice 
to the customer to sell her a freezer 
smaller than that. However, if the 


customer is leary of the large freezer _ 


and insists that all she wants is a 
12-cu. ft. unit, Webber has a mer- 
chandising trick that has never yet 
failed to change the customer’s mind. 

Webber will make a deal with the 
doubting customer to install an 18- 
cu. ft. freezer in her home and let 
her pay for a 12-cu. ft. unit. At the 
end of six months, if she decides that 


she still wants the 12 cu. ft., he will 
exchange freezers with her. 

If she wants to keep the 18-cu. ft 
unit, she will then pay the difference 
in price between the two. To date, 
Webber stated, he has never taken 
back an 18-cu. ft. freezer. 

“The reason is_ simply this,” 
Webber explained. “A freezer is 
something new to the housewife and 
she doesn’t have the slightest idea 
of how she is going to fill one. 

“But once she starts using it, she 
will find that she is putting more 
and more food into the freezer and 
placing more reliance on it. By the 
time she has worked with it for six 
months, that 18 cu. ft. won’t look 
so large to her. In fact, to some 
customers it has become too small to 
meet their requirements.” 

Webber has found the best way to 
sell home freezers is to use the user. 
To Webber, however, that does not 
merely mean calling up the user and 
asking her for the names of friends 
that might be interested. He goes far 
beyond that. 

First of all, he knows that every 
owner of a Webber freezer is satis- 
fied with her unit and is enthusiastic 
about it. He found that out by simply 
asking every one. 

He did this by sending out a ques- 
tionnaire that asked if the unit was 
entirely satisfactory, if it was large 
enough for the family, was.it simple 
to use, did it increase electric bills 
excessively, did it ever need defrost- 
ing, had it caused any trouble, and 
would the customer recommend it to 
a friend. 

It also inquired whether the owner 
practices quantity buying, was sav- 
ing on food costs, finding meals 
easier to prepare, eating better since 
owning the freezer. 

Results from this questionnaire 
provided Webber with a _ valuable 
fund of information. First of all, he 
discovered that nearly all of the 
freezer owners were completely sat- 
isfied with their unit and would 
heartily recommend it to a friend. In 
addition he had positive proof that 
the units were living up to the claims 
he made for them. 

A few of the questionnaires, how- 
ever, indicated that some users were 


(Concluded on next page) 


ANSUL WHOLE- 
SALERS are ready 
and equipped to 
render an_intelli- 
gent, co-operative 
service to refriger- 
ation service engi- 
neers on problems 
which arise, from 
time-to-time, in the 
operation of re- 
frigerating systems. 


Kelvinator Compressors 
(1/6 H. P. to 5 H. P.) 


ANSU 


REFRIGERANTS 
The Quality Standards of the Industry 


ANSUL REFRIGERANTS are the undisputed quality 
standards of the Refrigeration Industry . . . and this en- 
viable recognition is protected and maintained by strict 
laboratory control of every step in the manufacture of 
Ansul Sulfur Dioxide and Ansul Methyl Chloride. 
Every cylinder of Ansul refrigerants is individually an- 
alyzed and carefully inspected to safeguard the rigid 
standards of purity and dryness and to insure maximum 
safety in handling. 

For more than a third of a century, Ansul has both 
pioneered and led the field in the production of sulfur 
dioxide for refrigeration purposes. 


.. . Ansul methyl 


chloride has gained universal recognition in the in- 
dustry for its unsurpassed quality. 


~ 


CHEMICAL COMPANY 


REFRIGERATION DIVISION, MARINETTE, WISCONSIN 


ANSUL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OFL, KINETIC’S “FREONS” 
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Producer-Dealer’s Home Economist Was 
Only a Freezer Customer 6 Years Ago 


(Concluded from preceding page) 
having little troubles that they had 
not bothered to call the company 
about, but which were irking them 
just the same. 

To these persons, Webber immedi- 
ately sent a serviceman who promptly 
put the unit into proper working 
order. One customer was particu- 
larly annoyed about the performance 
of his unit. But after the serviceman 
had set it to rights, he became so 
enthusiastic that he provided leads 
that resulted in two more sales, 
Webber reported. 

“We would rather have them tell 
us their troubles than tell them to 
other people,” Webber observed. 

Thus, knowing that every owner is 

now completely . satisfied with his 
freezer, Webber has had owner lists 
$ made up for the use of salesmen. 
| Whenever a salesman gets a pros- 
pect, all he has to do is to note the 
Webber owners in the _ prospect’s 
neighborhood and either take or send 
the prospect to call on these owners. 


FRIENDS AND NEIGHBORS 
HELP SELL 


Being a neighbor and very prob- 
ably a friend of these owners, the 
prospect readily believes what they 
say about the freezer and gets first 
hand information on how it can be 
used to their advantage. 

From there on, the path to a 
closed order is comparatively smooth. 

Another way Webber uses the 
users is to keep in touch with them 
and find out what they have learned 
from their own experience in freez- 
ing foods in their freezers. 

Learning about keeping pork for 
two years was one example. Another 
was the case of a woman who had 
kept a large turkey in her freezer 
for more than a year before having 
it for a holiday dinner. She said 
that the turkey was as fresh and 
tasty as any she had ever enjoyed. 
Incidents like this Webber has had 
| written up, with pictures, for use in 
his monthly direct mail promotion 
pieces. By giving the woman’s name 
| and address, the story carries con- 
vincing weight to others who live in 

that same general area, he has 
4 found. 
Webber’s prize instance of using 
the user, however, occurred just re- 


WL KEE 8 Ha ae Tee eae MSine & Weaete Paceree, 


Testimonial-type, direct-mail pro- 
motion has proved successful for 
Webber Appliance Co. Inc., In- 
dianapolis. The company manu- 
factures and retails home freezers. 


cently when he hired a woman as a 


prospects over to the sales staff for 
follow up. 

Webber said that he pays the 
woman $5 per demonstration plus 
five cents a mile travel expense plus 
1% commission on all leads that are 
turned into sales. In just the few 
weeks that she has worked for the 
firm she has average between $75 
and $100 per week, he declared. 

“She has proved to be a very valu- 
able asset to the firm and has turned 
in a surprising number of leads that 
have resulted in sales,” he noted. 


DEMONSTRATOR LIDS 
STAY OPEN 


Webber uses two units at the store 
to demonstrate the advantages of his 
freezer. One, set up inside the store, 
has operated for more than two 
years with the lids open and has 
never been defrosted, he claimed. 
Yet the gathering of frost on the 
inner liner is slight and at certain 
spots around the top opening is only 
a maximum of 2 in. thick. 

A thermometer mounted behind 
the unit shows a steady -15° F. 

The second unit is set up outside 
the store and has been out there in 
all sorts of weather—heat, rain, 
snow, and cold—for a similar length 
of time. It looks like a new unit and 
shows no signs of rusting or wear. 

This unit, according to Webber, is 
particularly convincing to farmers 
who may have to put their freezers 
out on the back porch, or in a 
chicken coop. 

Webber has 32 persons in his or- 
ganization. This includes manufactur- 
ing freezers and low temperature 
cabinets, plumbing and electrical con- 
tracting, and appliance selling and 
servicing. 

Partner C. M. Shelburn, vice presi- 
dent of the organization, works par- 


home economist who had been using @— 


his freezer for six years. The 
woman had told him about many of 
the experiments she had tried in 
freezing and so he decided to cash 
in on her extensive knowledge and 
enthusiasm. 

He has arranged that she will call 
on new freezer owners for a demon- 
stration a few days after the freezer 
has been installed. Before holding 
the demonstration, she will have the 
new owner invite several of her 
friends that are interested in home 
freezing to attend. 

The home economist then gives the 
women the benefit of her experience 
and points out the advantage of that 
particular brand of freezer. She then 
turns the names and addresses of hot 


ticularly in the appliance end of the | 


business and guides the three inside 
and three outside salesmen. 

The salesmen, according to Shel- 
burn, get a $200 per month drawing 
account based on 10% commissions. 
Claiming that they are now making 
about $400 per month, he declared 
that he thinks they could double 
that if they would work harder. 

All of the salesmen, he said, own 
their own freezers and are enthusias- 
tic about them. 

Though each makes his best show- 
ing in freezers, he handles the entire 
line of appliances sold by the store, 
which is a Westinghouse dealership. 

Asked whether the salesmen alter- 
nated by working some days in the 


store and others outside, Shelburn © 


shook his head. 
OUTSIDE MEN WON’T COME IN 


“You can’t get the outside men to | 


come into the store,’ he declared. 
“They insist that they can make 
more money in the field.” 

Webber expressed complete confi- 
dence in the future of the home 
freezer and underlined his feelings 
by noting that he planned to expand 
his freezer manufacturing facilities— 
again—next year. 

He said that he hasn’t yet gone 
into the idea of selling his freezer on 
nationwide basis very thoroughly, 
though he has licensed several men 
in other parts of the country to make, 
service, and sell his freezer. 

“There is plenty of business right 
around Indianapolis yet,’ he de- 
clared, “I still can’t make freezers 
fast enough to meet the local demand. 

“Not only is the freezer business 
hot right now, but we sold $1,000 
worth of freezer supplies in one week 
recently. We are looking forward 
to a good business this summer.” 


HAJOCA 


FIRST CHOICE 
of 


AIR CONDITIONING 
AND REFRIGERATION 
CONTRACTORS 


There’s real meaning to Hajoca’s reputation 
for prompt service and top-quality materials. 
This reputation is built on Hajoca’s expert per- 
sonnel and extensive facilities ... on “know- 
how" ... on a sure knowledge of air con- 


ditioning and refrigeration problems. More 
than that Hajoca stocks a wide variety of fa- 
mous name parts and equipment (Alco, Min- 
neapolis-Honeywell, Bonney Tools and others) 
plus pipe, valves and fittings, to keep your 
going 


installation and maintenance jobs 


smoothly, rapidly, efficiently. 


HAJOCA 
CORPORATION 


Pennsylvania: Georgia: New Jersey: 
Philadelphia Camden 
(Erie Ave. Branch) Cohenibus ax 
Lansdowne Florida: Tennessee: 
Reading Jacksonville Chattanooga 


Maryland: Baltimore 
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AlL-WUYs... 


There’s a challenge in twelfth- 
hour changes—a challenge that 

Delco Products takes pride in 

meeting. 


Delco Products’ sense of re- 
sponsibility extends far beyond 
the mere filling of orders. Each 
customer is regarded as a part- 
ner on a project. His individual 
needs are recognized . . . his 
problems solved through un- 


stinting cooperation. 


All of Delco’s resources are 
geared to the tempo of today’s 
manufacturing. Delco has the 
years of experience in the appli- 
ance field needed to combine 
quality and quantity production. 


THE Yew SUPERIOR Type 1281 Valve - Delco has the ability .to work 


on your service cylinders 


fast. And when occasion arises, 
Here's another SUPERIOR “‘First’—a small service cylinder Delco has the flexibility to make 
valve, incorporating a spring-loaded safety device—set to 
relieve excessive pressures caused by heat or overfilling— 
reseals at normal pressures, saving refrigerant and reducing 
hazard. 

Recommended for 5 and 10 pound cylinders, for use with 
any type of refrigerant. 

Why not specify SUPERIOR type 1281 valves when you 
order service cylinders from your Wholesaler . . . and be 
sure to use them for all replacements. You'll be SAFE all-ways! 


Ask your Wholesaler for further details 


CPIOL itiings co. 


LIBERTY 


schedule changes without 
seriously breaking stride. 


DELCO MOTORS , 


lo 
DELCO PRODUCTS /moover\ 
Division of General Motors Corporation, Dayton, Ohio 


Sales Offices: CHICAGO . CINCINNATI - CLEVELAND «. DETROIT - HARTFORD 
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INSIDE DOPE: 


by GEORGE F. TAUBENECK : 
a : ’ : : 


i wil ca TUS ad 


er ere ee ere 


(Concluded from Page 1, Column 1) 


Not long ago we mentioned casu- 
ally, in this column, that Greg’s 
hobby was collecting picture post- 
ecards from various cities, and that 
he’d acknowledge personally every 
picture-card sent him by subscribers. 


Greg is the happiest little boy in 
the world, he says, because you won- 
derful people responded so wonder- 
fully. Every mail brings more post- 
cards for his collection. Please be 
patient with him while he labori- 
ously scrawls out his thanks to each 
and every one of you. God bless you 
all! 


Quotes of the Week 


“It must occur to sensible people 
to ask themselves how it is, if 
the American system is wrong, that 
the American democracy of 140 
million hard working people are able 
to keep themselves at a far higher 
standard of life than we are and are 
able to lend us a helping hand and 
give us so much aid and bear so 
large a part of our burden.”—Winston 
Churchill. 


“Life is easier to take than you 
think,” writes novelist Kathleen 
Norris. “All that is necessary is to 
accept the impossible, do without 
the indispensable and bear the in- 
tolerable.” 


Doctor Peter Schlumbohm 


Several years ago “Dope” took a 
poke at a then-obscure inventor who 
is saddled with the preposterous 
name of “Schlumbohm” (pronounc- 
ed: “Slum Bum’). zs 

Since then we’ve learned to admire 
and love this amiable character, and 
we’re happy to report that he was 
right and we were wrong about a 
lot of things. 

In the July 4 issue of Life maga- 
zine this colorful Dr. Schlumbohm is 
pictured and storied gloriously on 
pages 35-39. It couldn’t happen to a 
nicer, happier fellow. Congrats Peter! 


The Other Taubeneck 


Almost simultaneously with Dr. 
Schlumbohm’s honors, another Luce 
Publication (Time Magazine) took 
note of another Taubeneck—a cousin 
of “Dope” who used to be called 
“Ignatz” in our home town. 

Our name, Taubeneck, may not be 
quite so unique as Schlumbohm, but 
it’s equally preposterous. So far as 
we can determine, Cousin “Ignatz” 
and the writer are the only Taube- 
necks listed in any city telephone di- 
rectory. And we doubt if any name is 
misspelled so often and so badly. 
Latest example noted here at the 
NEws: ‘“Tanbuncle.” 

Cousin Ignatius, a history profes- 
sor and conductor of public opinion 
forums, has quite a reputation in 
New York and environs, and de- 
servedly so. Back home, though, 
he’s just one of the boys. We quote 
the following from our home-town 
newspaper, the Marshall Herald: 

“Time Magazine this week carries 
a picture of Ignatius D. Taubeneck, 
brother-in-law of Atty. Grendel F. 
Bennett of Marshall, who grew to 


manhood on a farm south of Mar- 
shall. 

“Mr. Taubeneck appeared before a 
Senate investigating sub-committee 
in Washington, and did not mince any 
words in telling the committee what 
he thought of the mammoth bureau- 
cracy in Washington and the money- 
spenders there. 

“There is one Democrat who can 
see the light. We wonder if Mr. Ben- 
nett will still claim him as a brother- 
in-law ?” 

Time quoted cousin Ignatius as 
follows: 

“‘After all,’ the witness pleaded, 
‘it is we little guys, we consumers, 
who ultimately pay all of the taxes. 
Lots of us small fellows are becom- 
ing more and more alarmed about 
the increasing rate at which our Fed- 
eral Government is spending our 
money. We have heard that almost 
all who come before you do so with 
hat in hand and tin cup held out. ... 
We come to strengthen the hand of 
those of you in both houses of the 
Congress who are concerned with 
the mounting cost of Government.’ ”’ 

There'll be no family quarrel over 
that statement. 


Hot, Ain’t It? 


Scientists who study weather 
cycles insist that the United States 
of America is getting warmer and 
warmer. Eventually, they say, our 
country will be in the Torrid Zone. 

Recent events seem to bear out 
their predictions. We have enjoyed 
a warm autumn, a temperate winter, 
and a luxurious spring. And now 
we’re sweating through an unprece- 
dentedly hot summer. 

Air conditioning should benefit. 


So should “Dope’s” perennial cam- 


engineered? 
merchandising? 


advertising? 


producing? 


is no obli 


Is it designed for efficient modern 


Is it backed by good, adequate 


We would like to ha 
questions about 
We would like th 
ing them complete 
you let us? Just m 


and we'll give you 
gation, of course. 


Super-Cold equipment. 
e opportunity of answer- 


That is the all important question to ask about the Refrigerated 
Display Equipment you handle. 


You can answer that question by asking 8 more... they are: 


Is it well made, and properly 5 What selling aids does the com- 
pany offer? 


Ask these questions of any equipment before you handle it. Ask them of 
your present equipment. If there is a weakness in the answers, then there is 
a weakness in the ultimate answer to the main question. ..WILL IT SELL? 


ve you ask these 


ly and truthfully. Will 
ail the coupon below, 
full information. There 


| 
| The Super-Cold Corporation 1 
| 1020 E. 59th St., Los Angeles 54, Calif. 1 
NOTE: Inquiries from out of \ 
U.S.A. should be addressed to: | Gentlemen: | 
Internati 1 Division, . ° e 
a see | Please furnish me with details on | 
Cable Address, “Supercold. " your new Super- Cold franchise. 
| | 
—| Name 
d 
4 
4 


@) Is it competitively priced? 


7 Who are the people at the head of 
the company... reputable? expe- 
rienced? friendly? 


Is the producing company sub- Do | have to supplement the line or 


stantial financially and capable of will the one company furnish most 


types of equipment and parts? 


Address —_— <oemmnahitea-duaastnca’. 
City __ 


- salesmanship’s 


paign for cool, comfortable attire for 
men in summertime. 

Dr. Bruce Douglas, Detroit’s health 
commissioner, is eloquent and torrid 
on the subject of men’s clothes in 
hot weather. “We shouldn’t stand 
on such ceremony,” he said. “Why 
men wear coats and ties in this heat 
is beyond me. Women are way ahead 
of us in the matter of coolness of 
clothes.” 

Dr. Douglas also rattles off a few 
helpful tips to fellow suffers from 
the heat. Since the body loses fluids 
and salts at a high rate, it’s almost 
impossible to drink too many liquids. 
Water is best but milk and fruit 
juices are also good. Nothing wrong 
with iced drinks, but don’t gulp 
them. If you’re a manual worker or 
take part in sports, make sure you 
get more salt than usual. 


Why We're In the Doldrums 


“The other day I was in one of 
Detroit’s big appliance chains,’ Bob 
Price of our organization relates. 

“My specific purpose was to pay 
off the balance on an appliance I had 
been buying on time. After an un- 
necessary wait to get the details of 
paying off arranged, I thought 
I’d look at some of those new refrig- 
erators. As you know, they have all 
the leading makes displayed in this 
store. 


“I walked over to the refrigerator 


section, slammed a few doors, and 
gave several models a pretty close 
examination. During this time I was 
completely ignored by at least three 
so-called salesmen. Finally I asked 
one guy: ‘Who can give me the de- 
tails?’ He shrugged, and told me that 
‘the refrigerator man was busy but 
that he would be around soon.’ 


“At last I cornered one of these 
Joes and asked him if he would 
please give me price details, etc. He 
allowed as how he could. I asked him 
a great many questions, took note of 
the unit which interested me most, etc. 
I was not exactly in rags, and think 
I looked like the kind of buyer who 
might be able to purchase one of his 
refrigerators ... at least, on time. 


“Matter of fact, I told this guy 
I was very interested in one particu- 
lar model. Know what he did? Gave 
me his card! Did he take my name? 
Not him. Did he try to sell me on 
the features? No. He probably com- 
pletely forgot me the minute I 
walked out. 


“Further, during the time I was 
paying for the appliance I bought 
(about 9 months) not one piece of 
literature on other appliances did I 
get. Not one inquiry if I was in the 
market for a refrigerator, range, etc. 
Even on completion of payment no 
note of usual thanks was forthcom- 
ing, no attempt to get me back on 
the hook. 

“Now, I ask you.” 


Ayers Is Right 


Walter C. Ayres, who is executive 
vice president of Brooke, Smith, 
French, and Dorrance, Inc., advises 
the nation’s 3,000,000 job hunters to 
check opportunities in the sales field. 


“Continued prosperity and full em- 
ployment depend not on lower prices 
nor increased production, but on an 
adequate national sales force, which 
is now woefully undermanned,” Mr. 
Ayers asserts. 


He foresees “a crying need for at 
least two thirds of the nation’s 3,000,- 
000 unemployed to join the ranks of 
the country’s salesmen. 


“It takes an adequate sales force 
to keep the consumer buying enough 
goods to maintain high level produc- 
tion and employment. 


“Today, the country is in the midst 
of what economic experts prefer to 
call a ‘mild recession.’ Whether this 
so-called recession takes a turn for 
better or for worse depends upon 
our ability to keep goods flowing 
from production line to consumer— 
not from production line to ware- 
house.” 

Good salesmen have been hard to 
get lately. Men just aren’t sold on 
selling as a profession. But maybe 
great opportunities 
will seem more attractive as more 
men are laid off in other occupations. 


He Can Say That Again 


Salesmen, supported by the fire- 
power of advertising, will have more 
effect upon peace than all the diplo- 
mats and more effect on prices than 
all the negotiators, according to 
David S. Austin, vice president of 
the United States Steel Corporation 
of Delaware. 


The salesmen of America will de- 
cide whether the future will bring 


depression or prosperity, inflation, de-. 


flation or a return to sound economy, 
and whether we shall be able to sup- 
ply the jobs required to insure pros- 
perity for our country. They will de- 
cide these things, not by what they 
say, but by what they accomplish, 
according to Mr. Austin. 

“Unless every salesman in the 
country, in the years which lie ahead, 
succeeds in his effort to sell the pro- 
ducts of the looms, of the rolling 
mills, of the forges, of the presses, 
of the farms and mines and factories, 
that version of America which our 
generation holds so closely to heart, 
will remain a mythical hope based 
on wishful thinking.” 


Mr. Austin expressed the opinion 
that too many people believe that 
production is the key to the solu- 
tion of economic troubles. 

“But you know, and I know,” he 
said, “that we can produce from now 
until the end of time, and unless the 
output is sold, the result is an un- 
healthy inventory and a sales-liquida- 
tion problem entailing frightful 
losses. This is not a visionary pic- 
ture. It has happened before and it 
can happen again. 

“It has always been true that too 
many people go into business because 
they know how to make a product, 
while too few know how to sell a 


_ product. 


“It is much more important for a 
business to own a market than a mill. 
Anyone with capital can erect the 
nearly perfect source of supply. This 
constitutes a tangible asset, but, un- 
less the product can be sold at a 
profit, the physical property repre- 
sented by the producing unit becomes, 
overnight, a heavy liability. 

“The sellers—the commercial men, 
the market development men—are 
once again to become the prime 
movers in the economic picture.” 


Production will continue to decline 
or lag and prices will be adjusted, 
mostly downward, until distributors 
have worked off high-priced inven- 
tories. 

As industries approach satisfactory 
levels, buyers will resume buying for 
current needs. If no _ deflationary 
pressures are imposed upon the 
economy, this resumption of buying 
might occur before or near the end 
of 1949. 


If the actual trend of business does 
not follow this rather reassuring pat- 
tern, it will be because leaders in 
Government, in labor unions, or in 
industry, have interfered unduly with 
the functioning of natural corrective 
influences. 


Does the Shoe Fit? 


General Dwight Eisenhower, presi- 
dent of Columbia university, may 
have hit directly at some members 
of his own faculty when he stated 
publicly: 

“False teachers, who magnify 
acknowledged errors in the practice 
of democracy, attempt to destroy our 
faith in man’s right to self-govern- 
ment. Millions of us, today, 
seem to fear that individual freedom 
is leading to social chaos . . . that 
we have reached the point where 
the individual is far too small to cope 
with his circumstances; that his life- 
long security against every risk is 
all that matters. More than this, 
we hear that such security must be 
attained by surrendering to central- 
ized control the management of our 
society. 

“On every count the fearful men 
are wrong. More than ever before, in 
our country, this is the age of the 
individual. . . . The free individual 
has been justified as his own master; 
the state as his servant... . 


“The modern preachers of the pa- 
ternalistic state permit themselves 
to be intimidated by circumstances. 
Blinding themselves to the inevitable 
growth of despotism, they—craven- 
like—seek, through government, as- 
surance that they can forever count 
upon a full stomach and warm cloak 
or—perhaps—the sinister-minded 
among them think, by playing upon 
our fears, to become the masters of 
our lives.” 


Amen! Hit ’em again! 


How We Got This Way 


“We in the United States have out- 
stripped the world in productiveness 
because our economic system sub- 
jects us to pressures that have made 
us, as individuals, work hard, think 
hard, and work together quite well. 
We have worked hard and thought 
hard because there have been rich 
rewards for so doing, and mild 
penalties for inaction.”—Paul G. 
Hoffman. 


eh Ae tw 4 het UPA 


mma TA *.4 ee ee ee eee a 


os #* rp 1 ht 


ay ore wm me ft 


QO ct @® cf ot m =f wa. 


P 
a 


—————— 
— 


sess , ee : Ee - 2 a : 2 3 ~ - Sipe ¥ : es rs cee a5 spare tg 3 3 x - o : : reas - es ' i s ¥ PE oe ne a a 
= | a 
ee ee SS SS Se TT 
: a 
ne | | 
ee “ * . 1 | 
ee 
tha : | 
sean 
Pet po 
E 
ms snenmmannes 
ee = | 
oi a | 
| 
: a 
7 ee Po 
ADE a 
ay ? } 
q a 
i Oi 7 4 
w e Fd : 
BS Cc 
bal 
a3 ne t 
‘Eee P| . 
ae gts k 
baal a sag 
sl 
ee oe | a 
m 
Q : 
tc 
| in 
| a 3 
ae ‘Ww 
= li 
a , om 
Fe ™ 
. | de 
| al 
| a | & 
| | di 
ee al 
vay ' | sa 
ting: 
ad th 
pier ch 
ee in 
ae oh sp 
a to 
os be 
Se. 9 be 
y in } we 
cag | to 
: a : 
ai 
hp, GUARDIAN OF {... . : 
a oy a : | 
ae put hiciccs Mae oo | 
- a KG ee 
"a oe ca te ;  ~ m %< oe ie a ® “sk Z. os _ ee Des ee he P* _ 


_ =e oreo Ww Fw 


—\ 


=> _ 


’ 


Ls 
323 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 25, 1949 


11 


Grille Patron Picks Steak 
Directly from Mobile 


Display Refrigerator 


KANSAS CITY, Mo.—A portable 
sharp-freeze refrigerator, which dis- 
plays famous Kansas City steaks in 
various cuts, has proven a potent 
merchandising asset for the Pioneer 
Grille, famous restaurant in down- 
town Kansas City. 

The custom-built box is mounted 
on rubber-tired wheels for easy mov- 
ing from booth to booth in the res- 
taurant and contains a 24-hp. con- 
densing unit, with a long cord, which 
permits the units to be rolled from 
point to point without constant re- 
plugging. 

The case stands 3% ft. high by 
3 ft. wide, 12 in. deep. At the top, a 
slanting panel of double panes of 
glass permits a view of the refrig- 
erated compartment. 

Below the glass, the restaurant dis- 
plays tenderloin chops, T-bone 
steaks, sirloins, rib steaks, chops, 
short loin chops, and many other cuts 
of meat, which are calculated to whet 
the guests’ appetites. 

Maintaining a temperature of 0 to 
-10° F., the display refrigerator per- 
mits the restaurant thus to “sample” 
each type of steak cut which it fea- 
tures, so that guests unsure of what 
to order may select from the actual 
cut itself. 

Normally, the display refrigerator 
is kept at the front of the restaurant, 
just inside the main entrance. When 
guests ask for “Kansas City steaks” 
however, and are unsure of the de- 
sired cut, it is a simple matter for 
the headwaiter or waitress to wheel 
the refrigerator directly to the booth, 
extoll the virtues of various cuts, and 
thus help the customer to make a 
choice. 

Increased steak sales quickly re- 
paid the cost of the custom-built box, 
according to statement by the man- 
agement. 


Heat Is Taboo 


Cosmetics, Toiletries 
Kept In Cool Section of 
Store Net Added Sales 


DENVER—Installation of a 5-ton 
Carrier package air conditioning sys- 
tem at the front of the store, directly 
to the side of the cosmetic depart- 
ment, has helped to increase cosmetic 
and toiletries sales at Walgreen’s, 
16th and Glenarm here. 

A cool atmosphere during the hot 
summer months is much conducive to 
sales of powder, lipsticks, liquid 
makeup, and such merchandise, ac- 
cording to the management. Cus- 
tomers who spend long periods select- 
ing colors and brands appreciate the 
comfort of the cool atmosphere, 

‘while such problems as melting of 
lipstick or clouding of perfumes and 


““ various colognes are thereby done 


away with. 

Many cosmetic items, too, are 
demonstrated over the counter here, 
and if the customer’s face is damp 
with perspiration, it is, of course, 
difficult to make the right kind of 
application that is required to create 
sales. 

The package unit is sunk flush in 
the wall at the front of the store by 
channeling out shelving, and insert- 
ing the machine in the remaining 
space. Instructions to salespeople are 
to wear jackets if the atmosphere 
becomes too cool for them, keeping 
the entire cosmetics department a 
welcome haven of coolness for down- 


town shoppers. 
REFRIGERATION 


SHANK PRODUCTS 


BEST QUALITY 
DUST-FREE SILICA 


used in all 
a SHANK 
DEHYDRATORS 


Always fresh, highest quality 

Silica Gel for better drying—will 

not powder. Leakproof. 

Copper tubing—brass_ fittings— 

felt filter. 1” & 2” O.D. 

LESS COSTLY TO REPLACE 
THAN REFILL 

Users find the low cost of Shank 

Dehydrators makes it more prac- 

tical to replace than to refill. 


Stocked by leading 
jobbers. Write us 
for details. 


CYRUS SHANK CO. 


631 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 


Gayman, Shepperd Take 
Posts at Johnson Service 


MILWAUKEE—Promotion of two 
veteran employes to higher executive 
positions was announced recently by 
Johnson Service Co. here, manufac- 
turer of and contractor for automa- 
tic temperature control systems. 


Paul D. Gayman, manager of the 
Cleveland branch since 1938, has been 
appointed manager of the company’s 
western district with headquarters at 
Milwaukee. Succeeding him in Cleve- 
land is Parker D. Shepperd. 


In his new post, Gayman will di- 
rect branch operations in the Pacific 
coast, mountain, and northwestern 
areas. His district is one of three 
geographical sections into which the 
Johnson organization is divided. 

The others are the central district 
and the eastern district, headed re- 
spectively by vice presidents O. G. 
Ward in Chicago and M. F. Rather 
in New York. The western district 
formerly was under the immediate 
direction of J. A. Cutler, president 
and general manager. 


Gov’t Urged To Supply More Data 
On Costs of Distribution, Wholesaling 


NEW YORK CITY — Broadened 
services to wholesalers by the U. S. 
Department of Commerce and a 
thorough study of all aspects of fair 
trade legislation were urged by the 
Wholesale Trade Advisory Committee 
at a meeting here with department 
officials recently. 

The National Electrical Wholesalers 
Association was among the groups 
represented at the meeting. Joseph 
Kolodny is chairman of the Whole- 
sale Trade Advisory Committee, 
which represents the $165,000,000,- 
000 annual wholesale trade. 

The committee recommended that 
the Department of Commerce: 

1.—Prepare official pamphlets deal- 
ing with the economics of wholesaling 
and the essential nature of the func- 
tions performed by wholesaling as 
well as its contribution to the free 
enterprise system. 

2.—Expand_ special studies of 
wholesaling as studies have been 


completed for such industries as food, 
drugs, tobacco, and dry goods. It 
was asked that other industries be 
given similar opportunities for more 
complete information. 

3.—Make an over-all study of 
methods by which wholesaling gen- 
erally can- effect economies in ware- 
housing materials handling. 

4.—Recognize that certain informa- 
tion obtained through the business 
census is of much greater value to 
businessmen than other information 
and that efforts be made to determine 
what information is most desired and 
then arrange for release in a sequence 
based on this. 

5.—Collect more comprehensive 
data on distribution costs because 
of public misunderstanding of whole- 
sale charges, to present the true pic- 
ture to the public and thus create 
better public relations. 

Kolodny declared in an address 
at the meeting that “the foremost 


need of the moment is for greater 
selling efforts.” 

“Merchandise must be presented to 
consumers so as to stimulate and 
create maximum sales,” he _ said. 
“Too many wholesalers and retailers 
have reduced their inventories so 


‘sharply they are out of goods wanted 


by consumers.” 

The Department of Commerce was 
represented at the meeting by Nelson 
A. Miller, chief of the marketing di- 
vision, Office of Domestic Commerce, 
and John Brommell, wholesale spe- 
cialist of that office. 


Utah Firm Will Rebuild Both 
Commercial and Domestic Units 


LOGAN, Utah—Fred B. Sjoberg, 
refrigeration engineer, who recently 
graduated from the Refrigeration and 
Air Conditioning Institute, has 
opened a new service, and appliance 
sales organization at 263 E. 3rd St. 
here. 

Titled Fred’s Refrigeration Serv- 
ice, the firm will specialize in rebuild- 
ing and reselling of old refrigerators, 
both commercial and domestic, ac- 
cording to Sjoberg. 


PRODUCTION LINE 
RESEARCH 


Evansville 20, Indiana 


ENGINEERING 
ASSEMBLY 


Servel’s extra service helps you build 


your business —H Ho Kila COST / 


Servel hermetically sealed Supermetic units are available in 
all sizes from Y% HP through 3 HP. Also available is a full 
line of belt-driven units built around Servel ‘“‘Superpact”’ 
compressors for direct current, odd frequency, and mobile 


refrigeration applications. 


Servel Supermetic Features 
That Build Sales Profits 


® Compact—Simple to Install 
@ “Pull-Out” Rail Edge Base 
@ Fully Wired 

@ No Oil “Slugging” 

@ Forced-Feed Lubrication 

@ No Belts—No Seals 


@ Low and Medium Temperature 
Models—% HP thru 3 HP 


° You get more than a 


condensing unit when you buy 


a Servel Supermetic 


Ke 


Supermetic 
Ye HP Model 


These calling cards are symbols of Servel service. They represent a policy 
team of assistance that has helped many customers build a better fixture 
product, and a more successful refrigeration business. 


This extra service can be yours, as a Servel customer, at no additional cost. 


personnel. 


Servel’s team of refrigeration experts is ready to help you. If you have a 
problem, they will come to you, or you can come to us. Servel will test your 
fixtures in a specially equipped “thot room.” Production or assembly experts 
will help you iron out a bottleneck that may exist in your plant. Sales and 
service experts are available to help you plan distribution and train your 


If we can be of service to your organization, then write, wire, 
or phone Servel, Inc., Electric Refrigeration Division, 1927 Ken- 
tucky Avenue, Evansville 20, Indiana. 


SUPERMETIC 


for every commercial 
refrigeration requirement 


Servel also manufactures the Servel Gas Refrigerator, Servel Ball-Type Gas Water Heater and the Servel All- Year Air Conditioner. 


ee = ss 
de-. . 
my, 
jup- “ 
rOs- 7 
de- " 
hey | % 
ish, | a 
ee es 
the - 
ad, a 
Tro- = 
ing 
ses, i 
ies, 7 
our 
art, 
ion 
hat 
u- 
he 
Ow 
the 2 
un- * 
da- * 
ful 
ic- 
it 
| 
LOO - 
ise aaa eae aaa aE eto a 
ct, — 
| i a cia , = ~ eco ee 
. { : ceca _— ee Neg a li 
a, ~~ on <— a : 
“a - . ee ~~ _— Apel TING > 2 ¥ ae / We a Sa ax 
. RE oe 2B av ~. cT TES 7 Th af & s adie _“ i . 
 . - - g & = No <a /er - (oo : " a 
re- — 4 | A i \ 4 prove CO i ae pe : 
™ ma ns — gee ee. a6 
>n, : a _ ae es x‘ \ a S a L. : 4 pve 4 . . ee ee = ‘ 
ne —, — a — 
he ee = re > ~~. a 
a - iii eee : . sesiataae PS eae se ae ‘ 8 S ; 
th ‘ Pe. MERCHANDISIN 7 si — !. _— a 
ve 1 ke iy E | E r eo i * _ —— r b 
4 bial ™ SALES and § oo leg ty sage 
| i no Oo el \ 
d . — 4 eee oe —— 
| . - ee oe , ' : “= er } 3 So ee Le Se oes te ces : . 4. "Niet 
: — 
. 
1- 
y, | 
m 
- | > re 
e 
e é 
= 
is 
S, 
aa 
l- | 40 = 
ir | 
ins 
| 
n | ee , 
2 
e Ai 
i] - i 
’ a re 
" 
a 
- a ae ay 
ila * d ae ae, om . . cr Pas 
f : / 4 ™ ~; ee _ : rr ) “S 
— fie SSS a meet 4 Me 
: te od BZ ee C 
‘ y % i WA : 
EEE ee eee x 
= ee 40) 
= a a a 
ee ne 
: ; " ie oF a ‘ 2 Sat ye ee ee “i eh x Bh : - ve “ ‘ a . ; ite ry f 


12 _ AIR CONDITIONING & REFRIGERATION NEWS, JULY 25, 1949 


DEALERS WANTED 


Here’s Easy Extra-Profit! 


Cr 


Sell these new 
TELESCOPE MARKET CARTS 


to your self-serve and supermarket 
customers—for full details contact the 


ia CAMPBELL-FRENCH 
: COMPANY 
13116 Fenkell 


The 1%-in. thick ice on which the skaters pose was formed in six hours 
by 3-hp. Servel “Supermetic” condensing units. Previously, it took bulky 
equipment 12 to 14 hours to refrigerate a portable rink. 


© 


> 


Detroit 27, Michigan 


Detroit Equipment Distributor 
Moves Into New Building 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


ae ll 


BESSEMER BLDG. 
PITTSBURGH 22, PA. 


DETROIT—The F. D. Stella Pro- 
ducts Co., distributor of food market. 
restaurant, and dairy equipment, 
formerly located at 15115 Livernois 
Ave. has moved to its new building 
located at 4011 Fenkell. 

This new location provides com- 
plete office facilities, a, Spacious sales 
display floor, and am “warehousing 
capacity for the company’s large 
stock of equipment, the company 
reports. 


La Crosse Protects Prices 
For Remainder of Year 


LA CROSSE, Wis.—La _ Crosse 
Cooler Co. has announced adoption 
of a price protection policy for the 
balance of 1949. 

The company said the move was 
made “in an effort to cope with pres- 
ent day uncertainties. .. .” 

The benefit of any price reduction 
during the balance of the year will 
be extended to cover any stock pur- 
chased between July 15 to Dec. 31 
and still in the dealer’s a 


o 


FOR THE FIFTH TIME IN 5 MONTHS PAR ANNOUNCES 
A NEW SERIES OF CONDENSING UNIT MODELS 


The ONLY SEALED UNIT: Designed < — 
For Distribution Through Rerigeition —_ = 


Equipiment Wholesalers | 


7 


| PAR presents PARweric 


We're proud to bring you for 
the first time in refrigeration 
history an exclusive wholesaler 
sealed unit with all the headaches 
removed. For example,take field servic- 
ing. PARMETIC’S three thoroughly 
field-tested Models, PM-1 (1/6 H.P.), 
PM-2 (1/4 H.P.) and PM-3 (1/3 H.P.) 
high and low temperature, can be quickly 
checked, disassembled and repaired on loca- 
tion without replacing the entire unit. Many other 
exclusive features, too, make PARMETIC the 
first sealed unit ideally suited for wholesaler dis- 
tribution since it gives customers the kind of 
trouble-free performance so typical with the 
PAR line. 


IF YOU'RE A_ REFRIGERATION EQUIPMENT 
WHOLESALER, GET IN TOUCH WITH US AT ONCE. 
WRITE, WIRE OR PHONE FOR COMPLETE DETAILS 
ON THE HOTTEST ITEM TO HIT THE INDUSTRY 
IN 10 YEARS. 


BY COMPARISON—YOU’LL BUY PAR 


Gives You These Features... 


@ Designed for distribution through Refrigeration 
Equipment Wholesalers. 


@ Easily serviced in the field. 
@ Capacitor motors (starts under all load conditions). 
@ Fan cooled condenser. 


@lLarge Receiver Capacity (operates on expansion 
valve or capillary tube). 


@ Internal spring mounted (vibrationless—silent). 
© Compact overall dimensions. 
@ Thoroughly field tested. 


© Models for low temperature as well as high tem- 
perature applications. 


CS @ There's NO ynit like PARMETIC 


Only PARMETIC 


Portable Ice Rink Manufacturer Uses Small Condensing Units To Effect Big Savings 


Equipment formerly used by a Los Angeles manufacturer to make portable 
ice skating rinks like this one weighed 14,000 lbs. By making use of small 
condensing units, weight of the equipment has been reduced. to 2,600 Ibs. 


* * * 


3-Hp. Condensing Units Cut 
Rink Freezing Time In Two, 
Enable Lighter Equipment 


LOS ANGELES—tThe Freezeking 
Co. of Los Angeles is now using 
Servel “Supermetic” condensing units 
to refrigerate the portable ice skat- 
ing rinks which they manufacture. 

Freezeking ice skating floors are 
made up of four units 21 ft. square. 
For normal indoor rinks, like those 
used in night clubs, two 3-hp. Servel 
Supermetic units will provide ade- 
quate refrigeration. For outdoor use, 
the floors require three units. 

Formerly, portable ice rinks were 
frozen by big bulky equipment at 
least 10-hp. in size. In addition, a 
water tower and a brine cooler had 
to be installed. The steel cooling coil 
in the floor was expensive and diffi- 
cult to install. 

Before the smaller units were used, 
ice rink owners had to lay a tar- 
paulin over the floor, pour in about 
6 in. of sand to hold the heavy steel 
pipes, and run long lengths of hose 
to the brine pump. They required 
12 to 14 hours to refrigerate. The 
equipment weighed 14,000 Ibs. 

With Servel units, ice may be froz- 


en on the floor in six hours. Freeze- 
king rinks use four reinforced alu- 
minum plates. Coils of aluminum 
tubing are strapped to the under 
side, and bolted together to make 
a flat refrigerated floor. The skaters 
perform on ice about 1% in. thick. 

This reduces the weight of the 
equipment to 2,600 lbs. Weight is an 
important factor where the rink 
equipment must be dismantled for 
shipping to the next point. 


Mills Treasurer Killed When 
Auto Rams His Stalled Car 


CHICAGO—Hayden R. Mills, an 
executive of Mills Industries, manu- 
facturer of refrigeration condensing 
units and coin operated devices, was 
killed last week when he was crushed 
between his stalled car and another 
auto that had rammed it. 

Mills was treasurer of Mills Indus- 
tries and a member of the family 
that founded the concern. He was 47 
years old. 


Shreveport Firm Incorporates 


SHREVEPORT, La. — Shreveport 
Refrigerator has filed articles of in- 
corporation with the secretary of 
state at Baton Rouge. 


‘The half round takes no storage space fr 
cooler. It mounts against the ceiling next to 
the wall with, he drai 
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No Limit to Window Air Conditioner Market for Hustling Dealer, 
Says Bratten, Listing Prospects and Ways To Make Them Buy 


DAYTON—tThe window room air 
conditioner market is described as 
being “wide open” to the aggressive 
specialty selling man by P. M. Brat- 
ten, general sales manager of Frigid- 
aire Div. of General Motors. 

Bratten stressed the fact that en- 
terprising dealers will find unlimited 
markets for window air conditioners 
if “they will seek them out.” He said 
that the aggressive selling man will 
sit down, pencil in hand, and rough 
out a blueprint of a general prospect 
list. 

One of the most important mar- 
kets is in the home and apartment. 
Window conditioners are well-suited 
for serving bedrooms, living rooms, 
nurseries, dens, invalid rooms, and 
deluxe tourist homes. Another im- 
portant group include the private 
offices in banks, stores, small sales 
agencies, and real estate offices. Yet 
another category is the professional 
offices of physicians, dentists, law- 
yers, optometrists, architects, and 
brokers. 

Music listening rooms where cus- 
tomers play recordings, fitting rooms 
in dress shops, watch repair shops, 
studios, barbershops, and other small 
enclosed departments can be air con- 
ditioned by window-type units. 

“These compact, _ easily-installed 
air conditioners are having wide- 
spread acceptance in hospitals, con- 
valescent homes, health clinics, and 
laboratories,” Bratten continued to 
state. 

In addition, the relief that room 
conditioners afford many sufferers of 
allergic diseases presents another 
large group of prospects. ‘While 
relief cannot be guaranteed because 
of the many varieties of allergic 
diseases,’ Bratten declared, ‘many 
users find relief—a relief that is gen- 
erally felt even after leaving the con- 
fines of the air conditioned room.” 

He urged a systematic and detailed 
check of propective users, suggested 
the classified section of local tele- 
phone directories or city directories 
as a starter toward building a “busi- 
ness and professional” list of pros- 
pects. 

“The majority of this class of 
prospects are financially able to pur- 
chase air conditioning equipment,” 
he emphasized, “yet many are en- 
during intolerable working conditions 
during hot weather months simply 
because they are of the opinion that 
air conditioning is expensive. Many 
are not aware of the comparatively 
small investment required for self- 
contained packaged equipment.” 


‘Don’t Wait for Pre-War 


Prices,’ Nourse Advises 


WASHINGTON, D. C.—A warning 
to consumers and _ businessmen 
against “going into the storm cellar,” 
or waiting for “pre-war prices,’’ was 
sounded here by Dr. Edwin G. 
Nourse, chairman of the President’s 
Council of Economic Advisers and 
formerly an economist for the Brook- 
ings Institution. 

“Prices are not going to get to 
that level,”’ he said in a radio inter- 
view. Dr. Nourse advised both busi- 
ness and consumers to “shop around 
but have willingness to spend as 
values are offered.” 

He called the business recession a 
case of “disinflation,’”’ rather than a 
depression. 

“I think it is clear that the ad- 
justment of prices has been well be- 
gun and is moving in an orderly 
fashion,” Dr. Nourse further de- 
clared. 


* 


ASK FOR 
YOUR 
FREE COPY 
ON YOUR 
LETTERHEAD 


* 


Let our new cata- 
log be a star per- 
| former for you, 
PP 7EMICO FUPPLY COMPANY too. List prices 

0 Ge cama eanenta © emma enema ete S shown caly with 


REFRIGERATION «: 


—_ a separate’ net 
price schedule for your confidential use, 
making it possible for you to use our 
catalog in your own selling. 


o 
TEMPCO SUPPLY COMPANY 
REFRIGERATION PARTS and SUPPLIES 
WHOLESALE 
1111 West Jackson Blvd., Dept. A, 
Chicago 7, Illinois 
Phone CHesapeake 3-4700 


He urged dealers to use direct mail 
to stimulate interest in window-type 
air conditioners, pointing out that 
this advertising method is both eco- 
nomical and effective in punching 
out the sales message. Use of the 
telephone as_ a follow-up and for 
arranging a personal call was de- 
scribed as “good strategy.” 

“The dealer’s sales campaign 
should be timed with the weather 
whenever possible,” Bratten stated. 
“Advance weather reports are avail- 
able through a number of sources. 
When an onslaught of summer 
weather hits a community, the dealer 
should be prepared to shift his. cam- 
paign into high gear. There is noth- 
ing like a hot, sticky day to get the 
prospect to visit your air conditioned 
showroom and see the unit in actual 
operation.” 

He emphasized that one of the 
most important steps in closing any 
room air conditioner sale is by offer- 


ing a “free trial demonstration” in 
the prospect’s home or place of busi- 
ness. “These demonstrations are most 
effective during periods of unusually 
warm, humid summer weather.” 

Bratten outlined a six-point cam- 
paign plan for dealer use: 

(1) Organize prospect lists; 

(2) Use direct mail, telephone 
follow-ups and personal contact; 

(3) Make sure sales force has list 
of follow-up calls and the order in 
which they are to be made; 

(4) See that salesmen know their 
products inside and out and the sell- 
ing story from start to finish; 

(5) Make certain that salesmen 
know all the answers to the prospec- 
tive buyer’s questions—from techni- 
cal queries right on down to financ- 
ing; 

(6) After sale is closed, call on the 
user to check on the installation and 
make sure he understands best op- 
erating methods. 


New ECA Booklet Gives 


Businessmen Details on 
Marshall Plan Operation 


WASHINGTON, D. C.—Publication 
of a new booklet, “Information for 
American Businessmen on the Mar- 
shall Plan,” has been announced re- 
cently by the Economic Cooperation 
Administration. 

One section of the booklet outlines 
ECA’s procedure in providing dollar 
credits for European economic recov- 
ery and again emphasizes that “The 
ECA does NOT buy or sell, book 
cargoes, route shipments, or engage 
in any other phase of the actual 
buying-selling operations.” 

Other sections of the booklet in- 
clude: 

Names and addresses of foreign 
government purchasing missions pro- 
curing goods with ECA financing, 
with lists of commodities and serv- 
ices procured; 

Names and addresses of foreign 
government missions engaged in the 
administrative details of the Marshall 


13 


Plan, but doing no buying; 

A list of U. S. government agen- 
cies which upon occasion have pur- 
chased commodities with ECA financ- 
ing, together with a list of commo- 
dities procured; 

A chapter on 
Exporter”; 

A list of “Some Basic Information 
Sources” for prospective exporters. 

Copies of the booklet are available 
upon request from the Office of Infor- 
mation, Economic Cooperation Ad- 
ministration, Washington 25, D. C. 


“The Prospective 


Salt Lake Firm To Distribute 
APS Glycol Vapor, Equipment 


NEWARK, N. J.— Tri-State Dis- 
tributing Co., Salt Lake City, has 
been appointed distributor for APS 
glycol vapor and glycol vapor equip- 
ment, according to. announcement 
made by J. W. Kelley, vice president 
of Air Purification Service, Inc., here. 

APS is marketing two units, one 
for commercial buildings and _ the 
other for use in the home, by which 
the air may be automatically treated 
with glycol vapor. 


® 


HERE ARE 8 REASONS WHY 
YOU'LL FIND EXTRA 
PROFITS WITH FEDDERS 


1. A FULL LINE of tested, proven, room air 
conditioners each a complete system of elec- 
trically refrigerated air conditioning. Easy 


Says Murray Albaum of 
L& P Electric Co., large 
New York Distributor 


. 


to install—fits in the window, plugs in stand- 
ard outlet. Console model (pictured above) 


34 h.p. all wood cabinet in attractive mahog- 
any finish. Window model (pictured at right) 
available in 14 h.p. and 34 h.p. Comes in ivory 


finish or bronze with burl walnut. 


2. NATIONAL ADVERTISING campaign in TIME, 
HOUSE BEAUTIFUL and other publications. 
Coupons produce red-hot leads which are 


turned over to you. 


3. TRIPLE-PUNCH DIRECT MAIL campaign. You 
simply supply the names, Fedders mails three 


broadsides, radio spots. 


outside selling. 


7. FEDDERS SPACE-SAVER DISPLAY ... A real 
attention-getter! With sales story on both 
sides! Occupies only 4 sq. ft. of floor space. 


sales producing folders. Costs less than if 


you did it yourself. 


4. ADVERTISING MAT SERVICE— Tested, proven, 
newspaper ads to build your prospect list. 


8. “LIFE WITH FEDDERS” SALES CLOSER. Con- 
tains finest collection of testimonials in the 
air conditioning industry. A sales aid that will 


help you close sales fast. 


5. 16-PAGE ILLUSTRATED BOOKLET telling com- 
plete Fedders story. Ideal for mailing to pros- 
pects. Also full line envelope invoice stuffers, 


CHL eCCee CEs 


‘ eqreee 


A GREAT NAME SINCE 1896 


GET THE FACTS! 


6. SET OF EXCLUSIVE PHOTOGRAPHS showing 
actual Fedders installations—excellent aid for 


MAIL COUPON TODAY 
FEDDERS-QUIGAN CORP., Unit Air Conditioner Division, 


Fedders line. 
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Dept. AC-7, Buffalo 7, N. Y. 
Let's have the full story on how I can make money on the 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 25, 1949 


Unrefrigerated Custard 
Can Lay You Out Cold, 


Scientists Warn Again 


WASHINGTON, D. C. — If you 
haven’t eaten that custard pie or 
fried chicken before it has been with- 
out refrigeration for four hours, you 
had better forget about it, scientists 
warn. “Digestive disturbances” (food 
poisoning, to you) may result if you 
persist. 

Bacteriologists of the U. S. Depart- 
ment of Agriculture point out that 
illness may result even when these 
foods show no signs of spoilage in 
taste, odor, or appearance. 

Dr. L. B. Jensen of Swift & Co. 
explains that staphylococci bacteria 
may develop in perishables that are 
left for more than four hours at 50 
to 120° F. The refrigerator is the 
place for sandwiches—especially 
those with mayonnaise-moistened 
fillings—soup stocks, cooked poul- 
try and stuffings, meat (including 
mild cured ham), and gravies, he 
said. That goes for custard-filled 
pastries, too. 


LARKIN TURRET HUMI-TEMP 


The acid test of any product is 
performance. That’s why you will 
find Larkin products used so 
widely for so many different re- 
frigeration and air-conditioning 
applications. Users know from 
past experience that they can count 
on Larkin for top performance— 
day in, day out—year in, year out. 
7 
Manufacturers of the original Cross-Fin 
Coil — Humi-Temp Units — Evaporative 
and Air Cooled Condensers — Air 


Conditioning Units and Coils — Direct Ex- 
pansion Water Coolers — Steel Vacuum 


Plate Coils — Heat Exchangers. t 
AN) 
2 4) 


ce 


Offer of ‘Free Survey’ Sells Room Coolers 


ST. LOUIS—Constantly offering a 
“free survey” on package air -condi- 
tioning which does not place the 
prospect under any obligation has led 
to an excellent sales volume in 44-ton, 
%-ton and 1-ton Frigidaire room air 
conditioners for Frigid Refrigerator 
Service Corp. at 3232 Olive St., here. 

Frigid Refrigerator Service Corp., 
a long-established domestic and com- 
mercial refrigeration service organi- 
zation, has been aggressively mer- 
chandising package air conditioners 
since the end of the war—with St. 
Louis’ general acceptance of air con- 
ditioning as a business “must” pav- 
ing the way for both home and 


small-scale commercial installations. 

Since the beginning of warm 
weather, the firm has run 2-column 
by 10-in. advertisements headed “Beat 
the heat this summer with room air 
conditioning!” 

In the center is a picture of a 
typical 4%-ton package units installa- 
tion, with copy below reading: 

“Don’t open your windows to dirt, 
dust, and noise this summer. Live 
and work in clean cool comfort. This 
new Frigidaire room air conditioner 
takes no floor space, needs no plumb- 
ing, fits into almost any double-sash 
window and plugs into the nearest 
electric outlet to cool, filter, de- 


humidify, circulate, and _ ventilate 
with fresh outside air.” 

A circular box in the center of the 
advertisement reads “Free survey— 
We'll gladly survey any rooms in 
your home or office for the type of 
Frigidaire air conditioner you should 
have.” 

Any six men trained to size up 
sun load, heat load, and other factors 
which enter into comfort cooling are 
qualified to answer telephone calls, 
asking for a free survey. 

Impressive printed forms are used 
for the survey, during which the 
total occupancy of the room, the 
number of cubic feet, amount of ven- 


tilation needed, etc., are figured, and 
a “profile’ drawn, which determines 
the size air conditioner needed. 
Through extremely close figure 
control, the firm has been able to 
make many installations of 1-hp. 
units function efficiently—and does 
so whenever the opportunity arises. 
Enthusiasm from users who find 
that electric bills are not tremen- 
dously increased and a lower initial 
price has proven an extremely valu- 
able merchandising asset, it has been 
found. Installations by the firm range 
all the way from small retail hard- 
ware stores up to multiple installa- 
tions in larger St. Louis homes. 


Hawaiian Hotpoint Distributor Honored 


Hotpoint's oldest distributor, 
Hawaiian Electric Co., recently 
was awarded the two-millionth 
Hotpoint range as it came off 
the assembly line. The range 
was presented to Leslie Hicks 
(left), president of Hawaiian 
Electric, by James J. Nance 
(right), president of Hotpoint, 
Inc. The special gold-plated 
range will be flown to Hono- 
lulu for an electric living pro- 
gram sponsored by the Hawai- 
ian firm. Gold-plated ‘‘two- 
millionth’ models have been 
shipped to more than 100 key 
distribution points throughout 
the country. 


DISTRIBUTOI 
FOR 40 YEARS | 


Hawaiian Electric fie. 


2 Catalogs Describe Features, Uses of New 
Emerson-Electric Exhaust Fans, Circulators 


ST. LOUIS — “Emerson-Electric 
Exhaust Fans for Business, Indus- 
trial, and Institutional Buildings’— 
a new catalog illustrating and de- 
scribing the complete line of Emer- 
son-Electric direct-drive and belt- 
drive exhaust fans as well as window 
and ventilating fans is offered by 
The Emerson Electric Mfg. Co. here. 

The 16-page catalog contains in- 
formation on where and how to use 
exhaust fans, how to determine size 
fan required, and methods of installa- 
tion. Details of design, construction, 


specifications, and performance data 
is given for all fans. 

The complete line of Emerson- 
Electric air circulators is pictured 
and fully described in another new 
Emerson catalog. 

Included in this 8-page catalog are 
suggestions on selection and installa- 
tion of air circulators, and details of 
design and performance data. 

Copies of the catalogs (units x6259 
and x6258, respectively) will be 
mailed to those requesting it on their 
company stationery. 


— * 


How to S-T-R-E-T-C-H your 


Room Air Conditioner 


You can stretch your room air conditioner selling season by pushing 
Remington's four exclusive year ‘round models. Here’s what you tell 
your Remington prospect: 


That’s what we mean by Year ‘Round Air Conditioning! 


Sold direct to Installing Distributors giving 
you the top profit. Send now for Booklet G-2. 


REMINGTON 


Air Conditioning Division 
CORTLAND, 


‘You not only won't simmer the rest of the summer; you won't have 
to put up with cold mornings in early fall or late spring . . . or suffer 
from too much or too little central heat in winter. 
Remington units, that heat as well as cool, automatically maintain the 
temperature you want, every minute of the day, every day of the year.”’ 


NEW YORK 


These luxurious 


New Wiring Policy of 
Western Utility Stresses 
Water Heater Installing 


LOS ANGELES —A new wiring 
reimbursement policy that concen- 
trates its funds on electric water 
heaters and withdraws financial sup- 
port from electric range installations 
was adopted effective July 1 by the 
Los Angeles department of water 
and power, it was announced here 
recently. 

The new policy provides: 

1. That the $10 range refund be 
discontinued. This was decided be- 
cause: 

a. Ranges will no longer need De- 
partment approval, 

b. Range wiring to “Code” stand- 
ards will hereafter be all that is 
necessary, 

c. Present day acceptance of the 
electric range no longer makes utility 
financial support necessary. 

2. Electric water heater reimburse- 
ments under the new policy remain 
the same. Water heaters will still be 
wired for submeters for application 
of the special water heating rate, but 
the size of the electric service need 
be only that required by the wiring 
ordinance. The features of the Policy 
are: 

*a. $25 water heater refund for 
the first “approved” water heater in- 
stalled in a single family accomoda- 
tion, and $10 for each additional 
similarly “approved” water heater 
installation, 

b. $25 refund for each water heater 
installed to supply multi-family ac- 
comodations on a controlled water 
heating service, 

c. $5 plumbing allowance for an 
“approved” electric water heater that 
replaces an unapproved heater or 
one of another type. Requirements 
as to sizing, metering, and approved 
specifications are retained. 


*An exception to above 2.A is such 
cases where a reimbursement has been 
paid previously for electric range wiring; 
then $10 will be paid for each such water 
heater installed. 


Fruit Concentrates May Keep 
Frozen Food Summer Sales Up 


NEW YORK CITY — Thanks to 
public acceptance of frozen fruit con- 
centrates as a summer drink, the 
sales of frozen foods are expected to 
ignore their usual summer dip caused 
by the abundance of fresh fruits and 
vegetables on the market, official of 
the National Wholesale Frozen Food 
Distributors, opined recently. Sales 
are expected to remain even with 
spring volume, they said. 


Now a Furniture Store Borrows 
Self-Service Gimmick from 
Supermarket Field 


NEW YORK CITY—If food stores 
can boost their sales by providing 
self-service, why can’t the furniture 
store? 


The Neptune Furniture Co. has 
decided to give the idea a whirl and 
has opened its New York Super-Mar- 
ket at 134th St. and Riverside Drive 
here. 

The company has devoted an en- 
tire floor of the warehouse to a wide 
variety of furniture and accessories. 
The customer is free to wander 
around the floor and select the pieces 
she wants just the same as she would 
in a food market. 


To assist her, all furniture is tagged 
with “self-selling” labels that de- 
scribe the piece and give construction 
details. The tag lists the price of the 
item and the cartage charge sepa- 
rately. Thus, the customer can take 
it with her if she is able or she can 
have it delivered. 


Salesmen are present on the floor, 
but they play a minor role, accord- 
ing to the management. They assist 
customers who might want a piece 
they cannot find on the floor or a 
different design or color from the 
piece displayed. These the customer 
can order for delivery within three 
weeks. 


Operations Begin In New $7 Million 
Fiberglas Plant for Western States 


SANTA CLARA, Calif. — Opera- 
tions at the $7,000,000 Owens-Corn- 
ing Fiberglas Corp. plant which has 
been under construction here since 
early 1948, was started early this 
month. 

With an initial group of 275 fac- 
tory and office employes, the plant 
is now turning out Fiberglas build- 
ing and industrial insulation mate- 
rials, and within a short time will 
be producing cold storage and air- 
craft insulation. At a later date it 
is planned to install additional equip- 
ment for the production of shipboard 
insulation, duct insulation, and acous- 
tical tile. 

The Fiberglas products manufac- 
tured in the Santa Clara plant will 
be marketed in all the states west 
of the Rocky Mountains. 


For a number of years Owens- 


Corning Fiberglas Corp. has had © 
. branch sales offices located in Seattle, 


Portland, San Francisco, and Los 
Angeles. To provide for new manu- 
facturing and expanded sales activi- 
ties in the Pacific Coast territory the 
company last fall established a sepa- 
rate Pacific Coast division under the 
direction of L. R. Kessler, a vice 
president. 


Sub-branch sales offices have now 
been established in Spokane, Wash.; 
Eugene, Ore.; Sacramento, Fresno, 
and San Jose, Calif.; Phoenix, Ariz.; 
Albuquerque, N. M.; and Salt Lake 
City. 

The new plant consists of the main 


factory, administration building, 
warehouse, boiler house, asphalt 
house, batch materials storage build- 
ing, binder mix building, fire protec- 
tion building, and well pump house. 
These nine buildings place under roof 
a total area of 346,000 sq. ft., nearly 
eight acres. 

The plant provides a_ graphic 
demonstration of the many uses of 
Fiberglas products in _ industrial 
buildings and their equipment. For 
example, Fiberglas duct insulation is 
applied on all air conditioning and 
heating ducts. Asphalt-covered Fiber- 
glas board insulates. refrigerated 
tanks and the refrigerated area in 
which materials used in the manu- 
facturing operations are stored. 

Fiberglas air filters strain dust and 
pollen from the air circulated by the 
heating, ventilating, and air condi- 
tioning systems. 


WILSON 


REFRIGERATION, INC. 


@ FARM AND HOME FREEZERS 

@REACH-IN REFRIGERATORS 

@WALK-IN REFRIGERATORS 
@FARM MILK COOLERS 


DIVISION OF WILSON CABINET CO., INC. 
SMYRNA + DELAWARE 
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Credit Analysis of Contractor's Customers 


Make a Check of Financial Condition Before Installation 
Is Made, Advises Dun & Bradstreet Representative 


CHICAGO—“You refrigeration and 
air conditioning men have a special 
problem in extending credit. 

“When you install a job, you in- 
crease your customer’s fixed assets 
and reduce his working capital. If 
your job is a large one, it may 
change his financial condition from 
a sound one to an unsound one and 
as a result, you may have difficulty 
in collecting from what was origi- 
nally a desirable customer. 

“May I suggest that in such a case 
it would be desirable to compile a 
‘giving effect’ financial statement of 
your customer, which will ‘give ef- 
fect’ to the installation and thus 
show beforehand what the condition 
will be after the job is completed? 

“If this condition appears unsound, 
it may be desirable to have the cash 
for the job placed in escrow or to 
persuade the customer to arrange 
adequate financing for the installa- 
tion.” 

This was the advice given by H. E. 
Kroll, regional specialized report 
manager of Dun & Bradstreet, Inc., 
at a recent meeting of the Refrig- 
eration & Air Conditioning Contrac- 
tors Association of Chicago. 

Kroll’s suggestion was made during 
a talk in which he discussed three 
fundamental principles to understand 
in the analysis of the financial con- 
dition of customers as a basis of 
credit. 

“Any concern which is in a sound 
financial condition will be found to 
have followed these principles, know- 
ingly or unknowningly,” Kroll said, 
“and any concern in unsound condi- 
tion will be found to have violated 
one or more of them, knowingly or 
unknowingly, or, perhaps, unavoid- 
ably.” 

He named and commented on the 
principles as follows: 

“1. A company’s investment in 
fixed assets should be in proper rela- 
tionship to its tangible net worth. 
Simply stated, this means that a 
company is unwise to invest too 
much of its capital in bricks and 
mortar and in machinery and equip- 
ment. If it does, it runs the risk 
of not having enough money left 


over with which to finance its current 
expenses. ... 

“What should this relationship be? 
There is no one answer. 

“At one extreme are such lines of 
business as wholesalers of dry goods, 
whose investment in fixed assets 
should not exceed 5% or 10% of the 
tangible net worth. At the other 
extreme, the utilities . . . frequently 
have fixed assets equivalent to 200% 
or even 300% of their net worth. 

“Most concerns, however, should 
have around 35% and preferably not 
over 50% of their capital represented 
by fixed assets. 

“2. A company’s working capital 
should be in proper relationship to 
its annual sales. Simply stated, this 
means that it takes money to do 
business and that while $5,000 might 
be enough to finance a small butcher 
shop comfortably, it takes a lot more 
working capital than that to finance 
General Motors Corp. 

“In other words, there is a rela- 
tionship between the amount of 
working capital available to a com- 
pany and the amount of sales that it 
can safely handle. 

“Working capital is that part of a 
company’s total invested capital with 
which it can finance its current oper- 
ations, as contrasted with that part 
which is invested in fixed assets. 

“As to the normal relationship be- 
tween working capital and annual 
sales, again there is no one answer. 

“Lines of business with rapid in- © 
ventory turnovers and quick collec- 
tions, like restaurants, produce deal- 
ers, and cigarette wholesalers, can 
safely finance $20 or more of annual 
sales for every $1 of working capital. 

“Lines characterized by slower in- 
ventory turnovers and slower collec- 
tions, like instalment furniture re- 
tailers, need more working capital in 
relation to sales and generally can- 
not comfortably handle more than $3 
of annual sales for each $1 of work- 
ing capital. 

“Most lines of business, however, 
have a relationship of between $4 
and $6 of annual sales for each $1 
of working capital. 

“When a company tries to handle 


Business Normal 


Fewer Accounts Pay When Due, More Discounting 


CHICAGO — Creditmen, too, are 
finding that “business is getting back 
to normal.” 

The Chicago Association of Credit 
Men took a survey of 300,000 ac- 
counts receivable at the end of May 
and found that, as compared with 
the same time last year, more of the 
accounts were discounting, more 
were past due, and fewer were pay- 
ing when due. 


dd 
i 
Retail 

Accounts 1948 1949 
Dincounting (9) ...csecscsccce 55.3 67.6 
Paying When Due (%) ...... 36.5 19.0 
ee: Se: TORE a vavascrsvcisnes 8.2 13.4 
Average Age of Account (days) 29.1 30.6 


However, the average age of ac- 
counts is the same as last year, 
which, according to G. T. Thomas, 
president of the association, “is posi- 
tive indication that credit executives 
are alert to the problems they face 
and that they are being consistent 
but conservative in their collection 
procedures.” 

The results of the survey were as 
follows: 


Industrial 
Whils.-Dist. (Whls.-Mfr.) Total 
1948 1949 1948 1949 1948 1949 
55.1 55.8 65.1 47.7 * §6.1 59.5 
36.3 34.3 37.8 41.8 35.6 28.7 
8.6 9.9 7.1 10.5 8.3 11.5 
27.7 27.4 28.2 28.2 28.3 28.3 
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more business than its working capi- 
tal will safely support, it ‘overtrades’ 
and becomes a less attractive credit 
risk because it is straining its re- 
sources. This is true even though 
‘overtrading’ may occasionally be 
highly profitable while it lasts. 

“3. A company’s’ merchandise 
should not be greater than its work- 
ing capital... . Briefly [this funda- 
mental] arises from the mathemati- 
cal truism that the moment an in- 
ventory exceeds the working capital, 
it immediately follows that cash and 
receivables no longer cover the cur- 
rent debt. 

“If times become tough, those con- 
cerns having cash and receivables 
covering their current debts will find 
themselves with sufficient cash on 
hand and coming in to meet their 
maturing debts but those concerns 
not in this desirable condition will be 
short of cash and will be directly de- 
pendent on sales of merchandise at 
a time when customers will not want 
to buy but will instead by concen- 
trating on liquidating their own in- 
ventories. ‘ 

“Actually, in practically every 
line of industry in which merchan- 
dise is a factor . . . the merchandise 
usually amounts to not more than 
65% of the working capital. The 
danger point, which should not be 
exceeded regardless of any tempta- 
tion or apparent justification for do- 
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ing otherwise, is 100%.” 
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2 Penny Stores Get Air Conditioning Despite 
Chains ‘Low Minimum Operating Cost’ Policy 


ST. LOUIS — Despite a long-con- 
tinued policy of “minimum store 
operating cost to give maximum 
savings to customers,” comfort air 
conditioning has been designated a 
“must” in the construction of two 
new J. C. Penney Co. department 
stores in the St. Louis area. 

The Penney organization has found 
that it is almost impossible to oper- 
ate in high-temperature areas such 
as St. Louis without comfort air 
conditioning. 

Therefore, when contracts were let 
for construction of two new stores, 
one in the Hampton Village shopping 
center, and the other in Wellston, 
Mo., Sears & Piou, St. Louis Carrier 
distributor, was given the job of 
installing heavy-tonnage comfort 
cooling systems in both. 

Both systems are expected to set 
a precedent for similar installations 
in forthcoming J. C. Penney stores 
of like size, according to Robert 
Nolan, chief air conditioning engi- 
neer of the Sears & Piou organiza- 
tion. 

Each conditioning system was de- 
signed to fit a standard Penney lay- 
out, which will be duplicated, with 
opening of new stores elsewhere in 
the country. 

Comfort air conditioning is pro- 
vided in the Hampton Village’ store 
by a 150-ton, 2-zone system, which 
incorporates both heating and cool- 
ing. Refrigeration is provided by 
two 75-hp. centrifugal Carrier units, 
installed in the basement, which are 


provided with two sets of blowers 
and coils. 

Each zone has its independent 75- 
hp. compressor unit, separate evapo- 
rative condenser cooling tower on 
the roof, and separate thermostatic 
controls. 

Zone No. 1 consists of the base- 
ment and the first floor, while zone 
No. 2 is the second floor and office 
area. Through a system of dampered 
ducts and by-pass valves, the system 
is so arranged that if one cooling 
circuit is out of order for any reason, 
it will be simple to transfer the load 
to thé other. 

Far more complex is the 200-ton 
Carrier air conditioning system 
which went into the new J. C. Penney 
store in Wellston. Here, with a brand- 
new building, it was possible to de- 
velop a 2-phase, 100-ton system, 
which through interchangers and 
zone control, will provide a smooth 
balance of comfort cooling over the 
entire interior. 

Direct-expansion refrigeration is 
provided for two 100-ton Carrier 
units, mounted side-by-side in a base- 
ment refrigeration room. One unit 
supplies a plenum chamber, contain- 
ing heating coil, refrigeration coil, 
and blower in the basement, which 
distributes 56,000 c.f.m. of cooled air 
through the main floor, basement, 
and the first-floor area under a mez- 
zanine balcony surrounding the first 
floor. 

The second compressor pipes re- 
frigerant gas directly to a refrigera- 


tion coil, heating coil, and blower 
unit installed in a penthouse atop the 
second floor, which delivers 29,000 
c.f.m. of cooled air over the second 
floor, and the balance of the first 
floor. 

The overlapping zones of the two 
separate systems mean that the first 
floor “traffic areas’? where shoppers 
are most heavily congested through 
the selling day, receives maximun: 
cooling benefit, with a concentration 
of cooled air immediately inside the 
entrance. 


Reversion to Pre-War 


No-Money-Down, Meter 
Plan Help Dealer Sales 


BUFFALO—With the end of Fed- 
eral credit controls, appliance dealers 
are going all out in a bid for business 
with pre-war type plans featuring no 
down payment and as little as 25 
cents a day. 

Refrigerators are being promoted 
under meter plans for the first time 
since before the war. Schwegler Bros. 
appliance store, which pioneered the 
meter plan in Buffalo and sold more 
than 15,000 boxes through this sys- 
tem, announced it was bringing back 
its meter plan, which costs custom- 
ers as little as 25 cents a day. 

Victor & Co. announced a no- 
money-down purchase plan on refrig- 
erators and special terms of 30 cents 
a day. 

These plans are helping to stimu- 
late the refrigerator business. It was 
reported that Schwegler Bros. sold 
nearly 100 boxes on the first day of 
its meter plan promotion. 


— * 


To Soothe Artistic Temperaments 


A view of one of the recently redecorated rooms on the 12th floor of the 

Algonquin hotel in New York City shows a newly installed Fedders 

window-type air conditioner. Units are placed on the window sills and 

plugged in. Other Fedders conditioners were installed in the administrative 

offices of the hotel, which is noted as a gathering place for celebrities 
of the theater and literary world. 


Better Business Bureau Drives Against 


Use of Fake ‘Survey’ 


NEW YORK CITY — Fraudulent 
use of the survey, or poll-taking, 
technique, as a ‘door-opener” in 
direct selling has been brought under 
effective control, according to the 
third quarterly report of the division 
of research practices of the National 
Better Business Bureau. 

The research division, which was 
created last year with the support of 
marketing research and other affect- 
ed groups, said that meetings with 
selling company officials, “case work” 
on individual instances of the decep- 
tive practice, and a_ substantial 
amount of publicity were major fac- 
tors in curbing this phase of current 
“racketeering” in door-to-door sell- 
ing. 

John Burke, head of the research 
division, declared that other decep- 
tive practices continue to be a serious 
problem requiring determined coun- 
ter-action by the bureau and business 
concerns likely to suffer public ill- 
will as the result of unauthorized 
claims used in the fraudulent selling. 

Now said to be used extensively, 
these other devices are largely of the 
“box-top” or special premium offer 
variety, it was pointed out. Victims 
are informed that large reductions 
of prices on such items as kitchen- 
ware, appliances, and books are ob- 
tainable if weekly payments are 
made with a number of box-tops 
from a _ well-known product. The 
premium approach is_ substantially 
the same, except that names of large 
companies are frequently mentioned 


In Outside Selling 


as sponsors of the “bargains,’’ which 
invariably are found to be of poor 
quality. 

It was noted that the survey ap- 
proach consists mainly of convincing 
the victim that the large price reduc- 
tions are obtainable in return for 
regular reports on radio listening 
habits, shopping practices, or product 
preferences. Such information is con- 
stantly being collected by legitimate 
marketing research workers, who 
now distribute informative cards 
emphasizing that genuine researchers 
never sell anything. 

The report warned that despite im- 
proved conditions, the deceptive sur- 
vey approach has not been elimi- 
nated. It also observed that some 
of the original users of the research 
technique have now taken up other 
variations of the basically deceptive 
system of selling. 

Burke said his division is now be- 
ginning to turn to what eventually 
will be its major activity, combating 
misuse of research data in advertis- 
ing. He said several cases have re- 
cently been referred to the bureau. 
As a general practice, he added, the 
complaints, or questions concerning 
possible misuse of research findings 
in advertising, will be taken up with 
the advertisers concerned, rather 
than research organizations that 
gathered the data. 

As to future work on the selling 
evils, the report emphasizes that 
constant vigilance is necessary to 
hold present gains. 


Buhl Sons To Handle 
Philco Line In Detroit 


PHILADELPHIA—Appointment of 
Buhl Sons Co., Detroit, as wholesale 
distributor of all Philco products in 
that area was announced recently by 
John M. Otter, vice president and 
general sales manager, Philco Corp. 

Otter explained that the selection 
of Buhl Sons Co. to replace the pres- 
ent Detroit branch of Philco Dis- 
tributors, Inc., a company-owned sub- 
sidiary, is in accord with the Philco 
policy of encouraging independently 
owned distributor operations. All ex- 
cept three of the 130 distributors of 
Philco products in the United States 
are independent concerns. 

Among the executives of Buhl Sons 
are Robert Sweeney, executive vice 
president, and Howard Pilbeam, gen- 
eral manager of the appliance divi- 
sion. Most of the present personnel 
of Philco Distributors, Inc., Detroit, 
will join the Buhl organization, Otter 
said. 


Dept. Store Sales In Week 
Of July 9 Below Year Ago 


‘WASHINGTON, D. C. — Dollar 
value of department store sales dur- 
ing the week ended July 9 dropped 
7% under that for the corresponding 
week a year ago, according to the 
Federal Reserve Board. 

Sales in the Richmond district 
were up 3% and those in the Atlanta 
district increased 1%. Sales in all 
other districts declined from 1 to 
11%. 

Reserve board statistics showed 
that sales in the four weeks ended 
July 9 were 8% below those for the 
like 1948 period and sales in the 
period from Jan. 1 to July 9 off 4%. 


COLOR IS BACK 


Bright-Red Refrigerators 
Win Buyer’s Attention 


BOONVILLE, Mo.—Bright-red re- 
frigerators, displayed in various re- 
tailer’s windows are a stunt which 
is helping Central Furniture & Appli- 
ance Co., manufacturer and distribu- 
tor here, to boost refrigerator sales 
through the territory between St. 
Louis and Kansas City. 

Lloyd Geiger, head of the firm, 
launched a similar promotion last 
year, when he arranged for range 
manufacturers to provide red porce- 
lain-finished ranges, for special de- 
monstrations and window display 
among his retailers. 

This plan worked out so well that 
he started out recently to utilize the 
same colorful attraction in refrigera- 
tor merchandising. 

Each of the refrigerators which 
are being sent from dealer to dealer, 
is separately finished to match a 
brilliant red tie which Geiger wears 
at all times, and to carry out “the 
all-red’” theme, which the firm, 
established in 1943, carries out in all 
its operations. 

The company’s building, its trucks, 
letterheads, invoices, books, and now, 
even the appliances themselves, are 
done in a bright shade of cardinal 
red, to match the brilliant red tie 
which Geiger has worn for 14 years. 


Salmini Gets WNHC-TV Job 


NEW HAVEN, Conn.—J. P. Sal- 
mini Co., Inc., franchised engineering 
distributor for Westinghouse air con- 
ditioning equipment in Connecticut, 
received the contract for installation 
of Westinghouse cooling equipment in 
Television Station WNHC-TV, New 
Haven. 
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Drugstore Uses Ice 
Maker To Spur Soft 


Drink Business 


DENVER—Freezing its own crys- 
tal-clear ice and telling the public 
of the fact with colorful selling signs, 
has helped H. U. Waggener, proprie- 
tor of Park Hill Drug Co. here build 
up a fountain volume of $40,000 a 
year in a small neighborhood drug- 
store. 

Waggener, a veteran of 30 years of 
drug retailing, has operated a foun- 
tain during most of that time. 

During the war, when it was diffi- 
cult to obtain sufficient ice for his 
fountain, Waggeners solved the prob- 
lem by installing his own ice-manu- 
facturing plant. The custom-built 
unit was constructed by Ludwig & 
Patterson, Liquid Carbonic fountain 
distributor in the Denver area, en- 
tirely from scrap parts. 

The unit resembles a home freezer, 
painted black, and has suspended in 
it 16 stainless steel metal compart- 
ments, 25 in. deep, 8 in. wide, and 
4 in. thick. These ‘‘cans” are sus- 
pended in a solution of brine, which 
is kept chilled to 0° by a 2-hp. am- 
monia compressor, located in the 
basement. 

Sealed off in a rear room, the unit 
can produce 450 pounds of ice each 
24 hours of operation, more than 
adequate for a heavy day’s volume 
on the soda fountain. 

A large sign, suspended over the 
fountain, reads, “At the Park Hill 
fountain we use high-pressure car- 
bonated water to insure sparkling, 
tasty drinks. Clean ice; we freeze 
our own ice—it goes into your drink 
clean with minimum handling.” 

This sign, coupled with the crystal- 
clear appearance of the ice, has gone 
a long way toward building up the 
reputation of the fountain for ex- 
treme sanitation and care. 

Along with the ice-making ma- 
chine, Waggener has installed several 
other varieties of refrigeration 
equipment. 

Included is a 6-compartment, stain- 
less steel backbar dry bottle box, in 
the center of the fountain. This has 
capacity for 40 to 50 cases of soft 
drinks, mixers, etc., as well as a 
dozen cases of beer. 

When beverages are taken out 
for consumption in the home, the 
containers are packed in waterproof 
bags with plenty of crushed ice. 

The fountain also has the capacity 
for 120 gallons of ice cream, with an 
8-hole ice cream box and two stain- 
less steel reach-in’ refrigerators, 
powered by separate 1-hp. condens- 
ing units in the basement. 


Worthington Pump & Machinery 
Obtains Loan of $15,000,000 


HARRISON, N. J.—A _ $15,000,000 
loan from an unnamed insurance 
company was recently obtained by 
Worthington Pump & Machinery 
Corp. here to retire a bank loan and 
increase working capital, the manu- 
facturer reported recently. 

The loan matures in 20 years. 


1942, 


Business Inventories Fall 
$1.2 Billion During May 


WASHINGTON, D. C.—A sizeable 
reduction in American business in- 
ventories was accomplished during 
May, the U. S. Commerce depart- 
ment reported recently. The depart- 
ment said that at the end of May 
inventories stood at $52,538 million, 
$1,224 million under the April figure. 

The department noted that a 
gradual reduction has been taking 
place since the post-war peak of 
$55,384 million was reached last 
November. Last May, business in- 
ventories were valued at $51,230 
million. 

Though lowering prices and sea- 
sonal fluctuations accounted for 
about a quarter of the May drop, 


physical inventories were cut by 
sizeable margins, the department 
said. 


It noted that manufacturing inven- 
tories accounted for $30,823 million 
of the May total (down $443 million 


from April), wholesale inventories 
for $7,884 million (down $268 
million), and retail inventories for 


$13,831 million (down $513 million). 


Installation of Milk 
Coolers Enables City 
To Enforce Old Law 


LINCOLN Neb.—Seven years after 
it was passed, the Lincoln grade A 
milk ordinance will be fully enforced 
for the first time after Jan. 1, 1950, 
it is announced by Dr. Fred Long, 
director of the city-county health 
department. 

Enforcement is being made possi- 
ble by the fact that enough dairy 
farmers in the Lincoln milk-shed 
now have been able to install me- 
chanical coolers and otherwise meet 
the grade A requirements. 

The ordinance, adopted in June, 
requires that all fluid milk 
sold within the city be produced, pro- 
cessed, and distributed according to 
set standards and be classed as grade 
A. <A shortage of grade A milk 
producers made full enforcement im- 
possible, however; although last April 
regulations were tightened to a 
degree when the health department 
required that all cream-on-top milk 
be grade A. 

A study just completed indicates 
that there will not be a shortage of 
grade A producers in the near future, 
Dr. Long stated. There are now 280 
grade A producers, who have added 
proper milk cooling equipment and 
similar facilities so as to be approved 
by the health department, he pointed 
out, and the number is expected to 
increase by January 1. This compares 
to a 1946 figure of 62. Grade A pro- 
ducers now certified are within a 
70-mile radius of Lincoln. 


After January 1, all milk, butter- | 


milk, cream, sour cream, skim milk, 
and cereal milk sold in Lincoln must 
bear the grade A label. The ordin- 
ance does not include ice cream, 
cheese, or butter. 


Also available with 
Stainless Steel Exterior 


Immediate Delivery 


READY TO USE — JUST PLUG IN! 


678 Broadway 


the NEW GENERAL 


DRY BEVERAGE COOLER 
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same UNBEATABLE 
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A perfectly engineered self-contained Dry Beverage Cooler of heavy- 
gauge steel over reinforced frame. Black crackle finish, with stainless 
steel top and stainless steel slide-up ‘‘disappearing’’ doors. Automatic 
inner lighting. Will hold approximately 18 cases. 


GENERAL REFRIGERATORS CORPORATION 


New York 12, N. Y. 


PRICE 


Model BSC-76 
SELF-CONTAINED 


$349.00 


(net, FOB N. Y.) 


GRamercy 3-1222 


Commercial Heating Market Stressed 
At National Warm Air Group Meeting 


CHICAGO—Nearly 400 warm air 
heating men representing 175 com- 
panies attended the mid-year conven- 
tion of the National Warm Air Heat- 
ing & Air Conditioning Association 
held here late last month. 

Robert W. Roose, special research 
assistant in mechanical engineering 
at the University of Illinois, discussed 
the results of research activities con- 
ducted in Research Residence No. 2 
during the heating season of 1948-49. 
The title of his talk was “Ceiling 
Panel Heating versus Conventional 
Forced Warm Air Heating with an 
Unheated Basement.” 

In his talk, Roose compared the 
performance with previous tests of 
the same system conducted with a 
heated basement. 

From the tests conducted, Roose 
concluded that the two heating sys- 
tems performed satisfactorily and 
had approximately the same char- 
acteristics with either a heated or 
unheated basement. In addition, the 
extra fuel required to heat the base- 
ment was relatively small compared 
to the additional space heated. 


In a talk on “Marketing Oppor- 
tunities for Warm Air Heating In 
Commercial and Industrial Applica- 
tions,’’ Larry S. Redford, vice presi- 
dent of Jackson & Church, pointed 
cut a new profitable sales field for 
warm air heating. Quoting Dow- 
Jones statistics Redford unfolded the 
facts that although total square foot- 
age of residential heating in 1949 is 
below 1948 level, the square footage 
of non-residential structures will be 


above the level which was registered 
in 1948. 

He stated that hospitals and insti- 
tution buildings are up 3%, religious 
buildings are up 19%, dormitory 
buildings are up 57%, and public 
buildings of all types are up 96%. 
Redford presented statistics to prove 
that warm air heating can properly 
heat these types of buildings, save 
the client money, and still prove very 
profitable to the contractors. 


Clarence Grandstaff of the C. A. 
Olsen Mfg. Co., Elyria, Ohio, report- 
ed on the actions of the Installations 
Code committee. Grandstaff told of 
revisions to Manual No. 9 and the 
new C.A.C. short form. He also an- 
nounced the proposed publishing of 
the new Form 5 for use as a guide 
for perimeter heating of concrete 
slab floor homes. 


In his address to convention at- 
tendants C. W. Nessell, Minneapolis- 
Honeywell Regulator Co., Chicago, 
chairman of the Low-Cost House 
Heating committee, reported the in- 
vestigations and testing conducted 


by this committee of the heating 


systems in 12 low-cost houses. This 
investigation led to the formulation 
of the new Form 5, which will soon 
be published for perimeter warm air 
heating of concrete slab floor houses. 
Nessell indicated the vast need for 
continued investigations since the 
problems faced by heating of low- 
cost houses are the same that ap- 
pear in more expensive houses of 
this type construction. He stated the 
desire to continue the investigation. 
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SPECIFY 


AMMONIA 
CONDENSERS 


OIL SEPARATORS 
LIQUID RECEIVERS 
HEAT EXCHANGERS 

PIPE AND FIN COILS 
DRY-EXWATER CHILLERS 

EVAPORATIVE CONDENSERS 

HI-PEAK WATER COOLERS 


FREON SHELL AND TUBE 
CONDENSERS 


FREON SHELL AND COIL 
CONDENSERS 


BLO-COLD INDUSTRIAL 
UNIT COOLERS 


ACME INDUSTRIES inc. 


JACKSON, MICHIGAN 


- Representatives in principal Cities 


*SINCE 
1919 
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D chee Cie of — 
FREE “rN. ise 


AUTOMATIC CATALOG ~ 


AUTOMATIC’£L new 164 page 
WHOLESALE Catalog is now off 
the press . . . yours on request! 
And, with it, you get our free price 
service, if you desire it. Write for 
your copy of the catalog now, on 
your business letterhead. 


Automatic Heating & Cooling 


Supply 
Div. of WEIL-McLAIN COMPANY 


647 W. Lake St., Chicago 6, Ill. 
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Precision made, time- 
tested, Mueller Brass 
Co. products, such 
as Valves, Driers and 
Liquid Indicators are 
now being furnished 
eee a a 


Permanently protected 
in INDIVIDUAL, strong, 
metal edge CARTONS. 
Units of these famous 
STREAMLINE quality 
products are shipped 
in clearly labeled 


Practical, sealed MUL- 
TIPLE CONTAINERS in 
quantities of 4, 6,8 and 
12. This method saves 
time and assures origi- 
nal quantities. Maintains 
neater stocks and better 
stock control. Provides 
a clean, dust-free prod- 
uct, eliminating damage 
from the factory to the 
job. Convenient for both 
the service engineer and 
the wholesaler to handle. 
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They'll Do It Every Time . . . . By Jimmy Hatlo 


FTER TEN YEARS, JOE FINALLY AW JHE PAINT WAS HARDLY DRY 
DECIDED To HAVE A BIG SIGN WHEN THINGS GOT HOT ON THE 
PAINTED ON THE SIDE OF HIS SHOP || VACANT LOT NEXT DOOR“ 
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SIGN« YES? COST 
BIG DOUGH, BUT, 
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EATURES SYNDICATE. inc., WORLD RIGHTS RESERVED. 
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+ PEAS ry 
‘ CORNONCOB 38, 
{ ASPARAGUS 9§. 


Model DC12-2D é ? 
The first requirement for 
With 3-Dimension Color Pictures profitable frozen food sales 


SPECIFICATIONS is customer satisfaction. The 
Capacity: 12 cu. ft. surest way to satisfy custom- 
Floor Space: 28” x 76” ers is to maintain frozen food 
Over-all Height: 62” quality with constant sub- 
Motor: 110-120 V. zero temperature and to dis- 
Compressor: ¥ hp. play the foods attractively 
Three Dividers included. for self-service. 


BTC Frozen Food Display Cases have the winning 
combination of exceptionally appealing 3-dimension color 
display and full capacity for correct storage of frozen foods. 


Also Model DC12-2M with standard mirror superstructure and 
Model DC12-2Vin. with lighted Vinylite color pictures. 


WER-TITCHENER CORPORATION | 
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Gazing Into the Economic 
Crystal Ball 


USINESS may get a little worse, and then it’s likely to get 

quite a bit better. That seems to sum up the opinion of 
the nation’s economic crystal ball gazers. 

According to Garfield V. Cox, dean of the School of Business 
of the University of Chicago: 

“The low for industrial production probably will come by 
the end of 1949, and for prices by the first quarter of 1950. Chief 
cause of the current slump seems to be that three years of record 
peace-time production have satisfied the more urgent accumulated 
demands. In one field after another supply has overtaken the 
amount demanded at recent high prices. 


“The approach of buyers’ markets has been clearly fore- 
shadowed by the behavior of national income and expenditure data 
provided by the Department of Commerce. For every dollar by 
which disposable personal income in 1945 increased over that of 
1944, consumers’ expenditures rose by three dollars. Families 
were spending accumulated funds and buying on credit.” 


Dean Cox points out that the ratio of increase in spending to 
the gain in income in 1946 over 1945 was $2.50 to $1. For 1947 
over 1946 it was $1.20 to $1. In 1948, for the first time since the 
war, the growth in spending fell below the rise in income; out 
of each $1 of gain in income, consumers increased their spend- 
ing only 70 cents. Price cuts have been necessary, in consequence, 
to liquidate inventories and move goods in many markets. 


“With some price declines under way and others in prospect, 
business has ceased the voluntary accumulation of inventories 
and is trying, instead, to reduce them,” asserted Cox. ‘The 
slump will end and give way to revival when businessmen and 
consumers conclude that price readjustments have gone far 
enough. 

“The chance is slim of predicting correctly the time and 
level at which such a decline will stop, but four sets of figures 
seem the most probable limit of the contraction now underway. 
These are: 


1. The Federal Reserve Board index of industrial production, 
which since November, 1948, has gone down from 195 to 179, 
will probably fall to 162. 

2. The Bureau of Labor Statistics index of commodity prices 
at wholesale, which since August, 1948, has declined from 169.5 
to 156, will probably reach a low of 145. 

3. The Bureau’s consumer price index, which since September, 
1948, has gone down from 174.5 to 169.7, will probably continue 
downward to 161. 

4. The Department of Commerce estimate of disposable per- 
sonal income, which for the fourth quarter of 1948, reached an 
all-time-high rate of $200 billion per year, will probably be around 
$186 billion for the last quarter of this year and the first quarter 
of 1950. 

“The low for industrial production will probably come by 
the end of 1949, and for prices by the first quarter of 1950,” ac- 
cording to Dean Cox. “The Federal Government’s large cash 
deficit for the fiscal year ending June 30, 1950, a deficit that should 
appear in the closing months of 1949, lends support to this timing. 
So do the latent demand for housing, automobiles, utilities, and 
other durable goods, the low ratio of private debt to income, and 
the abundance of cheap credit.” 

In other words, we’re now taking a healthy “breather.” Wise 
is the businessman who gears up for the higher volume which 
somebody is going to get when the upturn occurs. 

Wouldn’t surprise us to see signs of that upturn within a 
few short months. 
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Paramount Electrical Supply’s New Layout 
Offers Customer “Fastest Service Possible’ 


Domestic, Commercial, and Air Conditioning Lines Segregated 


NEW YORK CITY — Paramount 
Electrical Supply Co., 27-year old 
parts wholesaling firm that recently 
established itself in an eight-story 
building at 19-21 Beekman St. here, 
has laid out its new premises to give 
its customers the fastest service pos- 
sible, according to Harry Ralston, 
president. 

Ralston pointed out that the firm’s 
location is in itself a long step to- 
ward this aim. It is only about three 
blocks from New York’s city hall 
near the narrow tip of Manhattan 
Island. Within a few blocks are 15 
subway stations, the entrance to the 
Brooklyn bridge, and the entrance 
to the Hudson River tunnel leading 
to New Jersey. 

In addition, the firm is only a very 
short distance from both the Hudson 
river and East river piers, which 
gives its export department quick 
access to foreign bound ships. 


Parking Area Provided 


Customers who drive find a re- 


served parking area in the street and 


more parking facilities at a lot at 
the corner. 

Ralston states that his firm dis- 
tributes at wholesale refrigeration 
parts for both domestic and commer- 
cial units and air conditioning sup- 
plies for both small and large ton- 
nage operations. In addition Para- 
mount handles a full line of electrical 
supplies and lighting equipment. 

Ralston says that Paramount has 
mage special arrangements’ with 
leading compressor manufacturers to 
handle genuine parts and is the only 
supply house carrying such parts for 
most major makes. 

Principles of the firm, besides Rals- 
ton, are H. Hammersley, vice presi- 
dent, and Charles A. Kabat, trea- 
surer. 

The firm owns its present building 
and cccupies five of the eight floors. 
It uses 20,000 sq. ft. of floor space. 

On the ground floor are the offices 
of the company and the shipping de- 
partment. The former are air condi- 
tioned by two 5-ton G-E packaged 


will be air conditioned, according to 
Ralston. 

An elevator quickly transports cus- 
tomers to the floor above where the 
showroom and counter room are lo- 
cated. Behind the counter are long 
aisles containing small parts and 
adjacent to it is a sheet-metal chute, 
down which filled orders are slid to 
the shipping room. 


3 Principal Sections 


The parts are all arranged by 
categories. All domestic refrigeration 
parts are located in one section, all 
commercial parts in another, and all 
air conditioning supplies are in stil! 
another. 

Each of the six countermen are 
assigned to a particular section. He 
is required to be completely familiar 
with the location and status of all 
parts within that particular section. 

This system eliminates delays and 
confusion, according to Ralston. 

This way, the customer saves con- 
siderable time at the counter. He 
can come in, fill his order, and leave 
in a matter of very few minutes, he 
said. 

The other floors are used for stor- 
age, Ralston pointed out. The second 
basement is filled with solid goods. 
The first basement contains piping, 
tubing, heavy fittings, and condensing 
units. The top floor of the building 
is reserved for export shipments. 

The top floor also contains a large 


meeting room that Ralston uses for | 


trade gatherings. Manufacturers rep- 


resentatives take advantage of it to | 
explain their new products to service- — 


men in Ralston’s trade area. 

All floors are equipped with fluor- 
escent lighting and with a two-way 
call system for contacting employes. 


Twenty-Fifth Noah’s Ark |. 


BINGHAMTON, N. Y.—Featuring 


a complete line of appliances, Noah’s 
Ark has opened the 25th unit in its 
chain at 115 Court St. Arthur Heb- 
blethwaite is manager of the new 
unit. 


units. Eventually the entire plant 


AVAILABLE IN 
OVER 848 
MODELS 


"Seal with 


ROTARY SEAL 
REPLACEMENT UNITS 


for Commercial, Semi-Commercial, Air Conditioning and House- 
hold Refrigerator Compressors .. Tested by time, proved by 
performance over 18 years .. Simplicity in construction—easy in- 
stallation—efficient operation—economy—you get every one of these 
important features in ROTARY SEALS! 


mechanical 


UNIT 
NO. 4120 


AT All 
LEADING 
JOBBERS 


Certainty!” 


shafts 


2020 NORTH LARRABEE STREET 


CANADIAN AGENT: 2025 ADDINGTON AVENUE 
ss MONTREAL 28, QUEBEC, CANADA 


Detroit Wholesaler 
Adds Lines, Reveals 


Expansion Program 


DETROIT — Acquisition of new 
lines and the starting of a new con- 
struction program have been an- 
nounced by E. C. Lee, who heads Lee 
Equipment Co. here, wholesaler of 
air conditioning and_ refrigeration 
parts and supplies. 

The firm recently took on the lines 
of Hedeman Products Co. of New 
York City and Cornelius Co. of 
Minneapolis, ‘‘which, with the Temp- 
rite line, gives us a complete set- 
up for all our needs in draft beer 
installation and service,” Lee said. 

Brunner’s condensing unit line is 
also now being handled by the firm, 
which has put in a stock of replace- 
ment compressors and parts. 

As for the building program, Lee 
revealed that the present store on 
Hamilton Ave. has been condemned 
by the city for a new expressway. 

‘In this layout we will have an 
opportunity to use modern methods 
of display and handling of merchan- 
dise,”’ Lee explained. 


Peerless Closing from Aug. 20 
To Sept. 6 for Vacations 


CHICAGO — Peerless of America, 
Inc. has announced that for the first 
time all personnel of the firm will 
take their vacations at the same time 
—Aug. 20 to Sept. 6. Both the 
shipping and receiving departments 
will be closed down during that 
period, the company said. 


Chicago Metal Issues Booklet 
Describing New Charging Hose 


MAYWOOD, Ill.— An illustrated 
bulletin describing “Refrigerant Serv- 
ice Hose,” a charging hose of new 
type construction, has just been re- 


leased by Chicago Metal Hose Corp.:- 


QUICK SERVICE 
on 
FRIGIDAIRE SEALED IN UNITS 


here. x 
This hose utilizes a neoprene pack- YOU CAN NOW MAKE A PROFIT ON 
tight strength and flexibility. This NEW | 
core is enclosed in a thick neoprene rar 
FACTORY AUTHORIZED FRIGIDAIRE va 


casing, which is in turn covered with 
a protective braid of glazed cotton. 

The bulletin showing construction 
in detail and other data is available 
upon request. 


Show Committee Announces 
Changes In Hours for 
All-Industry Exposition 


WASHINGTON, D. C.—A change 
in the previously announced show 
hours for the Sixth All-Industry Re- 
frigeration & Air Conditioning Ex- 
position to be held Nov. 14-18 in 
Atlantic City, has been announced 
by the All-Industry Show Committee. 
. The 1949 All-Industry Exposition 
has been extended to a five-day run 
instead of four, as was the usual 
period for the show in past years. 

The Exposition will be open to 
visitors during the following hours 
(with the first day limited to service 
engineers and contractors): 


Monday Nov.14 1p.m.to9p.m. 
Tuesday Nov.15 10a.m.to6p.m. 
Wednesday Nov.16 1p.m.to6p.m. 


Thursday Nov.17 10a.m.to6p.m. 
Friday Nov.18 10a.m. to 4 p.m. 


CHICAGO ZONE REPAIR SHOP. 


Dealer Price $35.00 F.O.B. Shop. One 
Year Guarantee—Not Including Fan, 
Relays or Switches. Models from 1938 
to present date only. 


Ship Freight PREPAID to 
NORTH TOWN REFRIGERATION 
CORPORATION 


4711 Lincoln Avenue Chicago 25, Ill. 
Telephone: UPtown 8-1000 Dept. ‘‘C” 


BETTER COILS... 
FOR BETTER COOLING 
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"REFRIGERATION — 


BETTER PERFORMANCE 
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NEW! All-Purpose 
Solenoid For Either Water or 
Refrigerants (including Freon 22) 


New A-P Model 73RJX 
All-Purpose Solenoid 


Versatile—is the word for this new A-P Model 
73RJX Solenoid! You can use it for all refrig- 
erants, including Freon 22, or ror water and 
other liquids. Saves carrying separate sole- 
‘noids for all these liquids. Provides typical 
A-P advantages: wide capacity range, compact 
size, positive and silent operation, simple in- 
| stallation, Dependable liquid control under all 
| conditions. 


| H | | Oia Lie PROD ucts COUP H Wy 


STOCKED AND SOLD BY GOOD REFRIGERATION WHOLESALERS EVERYWHERE ... RECOMMENDED AND INSTALLED BY LEADING 


Maximum liquid line capacities of the new 

A-P Model 73RJX are: Freon 12, 8.8 tons; ae 

Freon 22, 10 tons; Methyl or Sulphur, 18 tons a 

(at 5 lb. drop). 

Maximum water capacity at 50 Ib. drop across vais 

‘the valve is 432 gallons per hour. Three orifice . 

sizes are available — %”, 5”, and 742” — with 

maximum operating differentials of 275, 200 

and 125 Ibs. respectively. 

Check all the valuable new advantages of the 

A-P Model 73RJX All-Purpose Solenoid! Ask pes 

co wholesaler about it, or write for new ; 
ulletin. 


Ap) DEPENDABILITY 


is A GOOD 
COMPONENT OF YOUR PRODUCTS 


REFRIGERATION SERVICE ENGINEERS. 
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Refrigeration Figures In 
Canadian Fisheries Plan 


OTTAWA, Ont., Can. — The Cana- 
dian federal fisheries department has 
plans for extensive use of refrigera- 
tion equipment in a program de- 
signed to put the east coast fishing 
industry on a permanent paying 
basis. 

The plan calls for construction of 


two reduction plants and a cold stor- 
age plant with bait freezing facilities. 
In addition, plans are being made 
with railroads to use better type re- 
frigeration cars for the transporta- 


i tion of fish. 
is Terminal warehouses with freezing 
i facilities will be established in lead- 


ing cities. Freezing plants for curing 
fish also will be developed, it was 


A short while ago, the writer had 
reported. 


a visit from an American business- 
man who is well established in Brazil 
and has made his domicile in Rio de 
Janeiro for the last 12 years. He 
gave us a wealth of information on 
the everyday angles of business in his 
country, which we will pass on. 

In the first place, it was empha- 
sized that a representation in Rio de 
Janeiro (or Sao Paulo) is to be 
highly recommended if an American 
: manufacturer or exporter wishes to 
ment now under way in suburban cover the dominant markets, and can 
St. Laurent, it has been reported pe satisfied to neglect, for the be- 
recently. ' ginning, the 25% “balance” of the 

The $10,000,000, five-acre develop- markets which spread out over the 
ment is said to be the largest single northern, northwestern, and central 
residential project ever undertaken parts of the country. 
in the Dominion. It will include Ca- Once established in Rio—or plan- 
ey Me, nada’s first completely planned, ning for an office there—we must 
large-scale shopping center. immediately answer the query: Are 

The project is scheduled for com- we dealing in consumer or capital 
pletion in 1950. It is being privately goods, in finished merchandise or in 
financed with the assistance of Cen- machinery which is to serve for the 
tral Mortgage & Housing Corp., a making of Brazilian commodities on 
crown company. Rentals, which will the spot? 


range from $63 to $96 a month, will 
be government controlled. THE BASIC QUESTION 
After this point has been clearly 
. established, we arrive right at the 
RR Cars To Be Refrigerated basic question: Shall we try to find 

a Brazilian representation, or an 

American firm working in Rio de 

Janeiro or Sao Paulo? 

Also: Will it be wise to export 
directly from the factory in the 
United States or is it better to en- 
gage the services of an American 

© export house, or should we establish 
a complete new branch of our own? 

Every case will be different and 
each solution has its merits. 

In our industry we have both kinds 
of merchandise: the finished product, 
the refrigerators, to be described as 
semi-capital goods, and the commer- 
cial equipment, certainly capital 
equipment, the parts, enabling our 
friends in Brazil to asSémble on the 
spot for the home MWiarket, and 
finally, machinery destined to fulfill 
the same purpose—also falling into 
the category of capital goods. 

Therefore, we must establish a rep- 
resentation—either directly or indi- 
‘rectly—which will be able to handle 
this partly technical merchandise and 
which will also be able to give serv- 
ice where our export goods require 
special care at the time of installa- 


N Ait conditionihs .¥- tion or perhaps later for changes or 

qyrHo0 eg. 0 tr replacement, when service becomes 

BAY que GY, essential to hold goodwill, once it 
has been established. 


To Install Planned Kitchens 
In Big Housing Development 


MONTREAL, Ont., Can.—Planned 
kitchens with electric refrigerators 
and gas stoves will be incorporated 
in the 1,100 apartments of the 75- 
building Norgate housing develop- 


WASHINGTON, D. C.—Hungarian 
railroad cars will be equipped with 
refrigeration for transportation of 
fruit this year, according to the 

~ Hungarian press, the U. S. Depart- 
ment of Commerce reported recently. 


What Kind of Agency Should U.S. Firm Pick 
For Best Results In Foreign Sales, Service? 


‘By Eugene Hesz, International Market Analyst 


Whereas a number of American 
manufacturers are using export 
houses with great success (and this 
method is certainly good if the 
American exporting firm is wisely 
chosen and has the know-how to 
handle the product with inside 
knowledge), our Brazilian friend’s 
American principals have chosen the 
other way. 

He is representing a number of 
American manufacturers of household 
and commercial equipment as a Bra- 
zilian factory representative, work- 
ing entirely without American inter- 
mediary. The firms who entrusted 
him with this difficult task are of 
the opinion that this is the best 
method for distributing equipment 
which necessitates precise knowledge 
of the particular machinery exported. 

It is of special advantage that this 
representative has an engineering 
degree and looks back upon many 
years of practical engineering work 
in American factories. 

This leads to a conclusion which 
may surprise many: It is better to 
have a representative in these foreign 
countries who has a very thorough 
knowledge of the product and a poor 
knowledge of the foreign language 
(which he will learn anyhow, later) 
than to have a man who is well 
versed in trade and language alone 
and does not possess the technical 
know-how. 


TIPS TO STUDENTS 


This experience indicates that our 
young men training in the universi- 
ties should not neglect the possi- 
bilities of enlarging college training 
in the business field with highly 
practical and useful know-how in 
order to assure full success in busi- 
ness life. 

We have, in our, case, the “direct” 
method of representation and have 
to ask ourselves the next question: 
Who can represent our interests in 
the best way: The Brazilian firm 
with outstanding name and strong 
financial backing, or the smaller 
firm, with a few young forces— 
partly. American—with the will to 
work, honest, but financially not yet 
strong? te 3 

Our friend and the writer have 


found in many years of practical ex-. 


perience that the latter type of firm © 
will give the better result. The lead- 
ing import houses in Brazil (and in 
other export goal countries, too) get 
the representation of so many excel- 


Y 


Sherer Model 2508M is another outstanding ex- 
ample of the design advantages that spell out 
E-X-T-R-A S-A-L-E-S and are found in all 60 
Sherer models. Sherer keeps ahead by anticipating 
the needs of users and creating models to fit them 
most advantageously. Sherer Refrigerators are 
attractive to food market operators and display 
merchandise effectively to their customers . . . they 
build sales and attract new customers. 


60 MODELS and TRADITIONAL SHERER QUALITY—BUILD A BETTER DEALER BUSINESS 


You'll find Sherer Refrigerators easier to sell be- 
cause of their top performance record everywhere 
. - + @ record that earns the title of “Leadership 
Line.” You, too, can keep ahead with the Line 
that’s more profitable to sell because it leads in 
styling, quality, economy ... as well as in sales- 
building for the retailer. 
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lent houses from all over the world 


laid at their feet that individual care 
is almost superhuman and well-nigh 
impossible. 

Yes, we may even go one step 
.further: The Brazilian-American fac- 
tory representative abroad who 
caters to 150 or more American 
houses is already too large to look 
after your interests properly. 

For many kinds of technical equip- 
ment, you should have a small firm 
which has not more than 20 good 
American or foreign houses, if possi- 
ble not competing with each other 
in the lines to be handled. Then you 
will get results. 

A case has become known to us 
where the turnover of the repre- 
sentation of a leading American im- 
porter has jumped from $7,000 in 
the year 1947 to $70,000 in 1948 by 
just such a change. And there was 
no ill-will or neglect on the side of 
the former representation, just the 
physical impossibility of taking care 
of so many good American accounts. 

Another point of paramount im- 
portance is the help and administra- 
tive organization problem in Brazil. 
In this respect, the- juridical form 
of the enterprise—if big enough, the 
incorporation—must also be _  con- 
sidered. 

Despite the disagreeable fact that 
control can not be exercised unless 
51% of the capital is held by the 
American party, it may be advis- 
able to be satisfied with a “bare” 
50% and get, instead, the full and 
cordial cooperation of a Brazilian 
partner—if this partner is well in- 
troduced and knows his laws, rules, 
and regulations. 


KNOW THE LAW! 


These rules are rather complicated 
and might scare many a friend from 
the doors, trying for Brazilian busi- 
ness, if the outlook were not so pro- 
mising, especially in the long run. 
You must know, or have a partner 
who knows the employment laws pre- 
cisely. 

As an example, it may be men- 
tioned that after a certain time you 
actually cannot dismiss an employe, 
even if you can prove certain derelic- 
tions in actual duty. In other cases, 
you can or may dismiss the employe 
but you must give him a full month 
parting salary, so that he will per- 
haps do the impossible to be dis- 
charged as soon as he is in this (for 
him) favorable position. 

The administration must be organ- 
ized right from the beginning in the 
“American” and not in the Brazilian 
way. The neatness and practicability 
of our methods are still unknown to 
the majority of Brazilian business- 
men and, more so, to Brazilian em- 
ployes. 

Sometimes the most basic know- 
ledge of business organization is lack- 
ing, and this in a country where the 
exact accounting and record-keeping 
can save all sorts of disagreeable 
expenses. 

When introducing technical com- 
modities in Brazil, the question will 
also be raised: Who is to provide 
prompt and dependable service? 

We must realize that in that coun- 
try, only in the largest cities do we 
find anything like the businesses we 
are used to seeing in this country. 


And not only that. Once outside the 


large towns, the English language is 
totaliy unknown and we must speak, 
write, and print our catalogs and 
instructions in the Portuguese lan- 
guage. 

How do we get the men or firms 
not only to sell our equipment, but 
also to give efficient service? The 
automobile gives the answer. 

The American (and British) auto- 
mobile has covered the country as 
far as civilization goes. The automo- 
bile dealer has the apparatus and the 
talent to give dependable service. 
This may form the lead for the lay- 
out of our own organization. 

The factory representative, be it 
an American or Brazilian house, 
must choose the distributor with an 
eye to the location of the automobile 
business and the dealerships might 
even be established very largely in 
closest contact or together with the 


In New Company 


ee cad 
Be 


John Ehrich 


* * * 


Industry Equipment To Be 
Exported by New Firm 


A. Israel 


NEW YORK CITY—Formation of 
the export-import firm of Sabal-Kiel- 
mann, Inc., which will engage in the 
export distribution of commercial re- 
frigeration and air conditioning equip- 
ment among other goods, has been 
announced. ; 

The company, located at 39 Broad- 
way, is incorporated in New York 
state with a paid-in capital of $100,- 
000. In addition to refrigeration and 
air conditioning equipment, Sabal- 
Kielmann will export agricultural 
equipment, road-building machinery, 
and allied products, as well as all 
types of consumer items. 

Refrigeration and air conditioning 
activities of the concern will be 
handled by A. Israel and John Ehrich, 
both of whom are company. vice 
presidents. 

Israel has had 18 years’ experi- 
ence in domestic and foreign sales 
of commercial refrigeration and air 
conditioning equipment. He was asso- 
ciated with Frigidaire Div. for 10 
years as a district manager, headed 
his own distributing organization at 
one time, and was formerly vice 
president of Melvin Pine & Co., ex- 
port representative. 

Ehrich was regional manager for 
Sterling Drug International in Sao 
Paulo, Brazil, for four years. In 1946, 
he joined Philco International Corp. 
as regional manager of Central 
America, Colombia, and Venezuela, 
with headquarters in Panama City, 
Panama. 

Other officers are William A. Kiel- 
mann, chairman of the board; Jaime 
Sabal, president; Ernest Lohmann, 
vice president in charge of import 
activities; and L. Walter Schaefer, 
secretary. Sabal is director general of 
Corporacion Americana, Caracas, 
Venezuela, which is a distributor for 
Philco International, Nash-Kelvinator 
Corp., and York International, among 
others. 

The company said it will finance 
merchandise and shipments to and 
from the United States, make foreign 
market studies, and provide a foreign 
trade advisory service for manufac- 
tures. 


dealerships of passenger-car and 
truck dealers. 
Considering all these _ difficult 


angles, one might be inclined to 
raise the question whether it is 
worthwhile to go into such a market 
at all. The answer is a clear yes. 

We are not alone in this market. 
England is making frantic efforts to 
get deeper and deeper into it for the 
sake of the future, and others are 
following suit at the moment or will 
very shortly. 

We must never forget that 100 
years ago, Brazil was far ahead of 
the United States and that we have 
overtaken her with our talent for 
organization, our technical progress, 
and our modern usage of many 
American and European technical 
and other inventions. 

Brazil has a future and we must 
streamline our own efforts to get a 
better and deeper foothold’ now, while 
the going is good and the demand for 
our equipment—finished or in parts— 
is enormous, so that, in future years, 
the American equipment will hold 
the leading place which it de- 
serves. 
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Q. 


What Are the Other Factors Influencing 
Operation of Motor Relays, Protectors? 


Chris-Kerr Co., Inc. 
Jamaica 2, N. Y. 
J. A. Bagnall, 
Field Engineer, 
Spencer Thermostat Div. 

We have read with interest your 
article on starting relays, appearing 
in the May 9 issue of the NEWS 
There are a few questions that we 
are taking the liberty of asking and 
we would appreciate receiving your 
answers. We appreciate that in some 
instances, replies cannot be given 
without breach of confidential matter 
not for general dissemination. Within 
these limits, your reply would be of 
substantial value. 

We are particularly interested in 
the chart showing how current in 
running winding varies according to 
the voltage used (Fig. 4 in the arti- 
cle). We note that the actual amper- 
age for the various voltages is 
omitted from the diagram. Assump- 
tion is made that these figures are 
omitted in that they will vary with 
the size and capacity of the running 
windings. 

For purposes of assumption, let us 
assume that a running winding in a 
%-hp. motor draws 8 amps in the 
locked position, that the start wind- 


ings draw 3 amps in the locked posi- 
tion, at 115 volts, what amperage 
draw determines the pick up and 
drop out? 

Perhaps we could state the ques- 
tion better this way. It would appear 
that the relay action is motivated by 
current rather than voltage. There- 
fore, current at low voltage can be 
employed through the relay and cali- 
bration can be accomplished simply 
if the operating characteristics of 
the motor are known. Are we wrong 
in this thinking? 

The overload protector in turn is 
controlled by the current flow through 
the nichrome heater element. It 
therefore becomes important that we 
know what the time element of the 
cut-in and cut-out cycle is. In other 
words, in the case of the above 
motor, disregarding the heat effects 
of other sources, what minimum 
amperage applied to the heater ele- 
ment for what length of time will 
cause it to disrupt the circuit? 

We have found it effective to simu- 
late motor draw in testing a relay 
for operation by the above process 
and a question arises as to whether 
we are on the right track. 


GEORGE W. KERR 


A Amperage Motivates Relay; Surrounding 
* Temperature Influences Motor Protector 


Dear Mr. Kerr: 

This will answer the questions con- 
tained in your letter. 

Your first question is as follows: 
“For purposes of assumption, let us 
assume that a running winding in 
a \%-hp. motor draws 8 amperes in 
the locked position, that the start 
winding draws 3 amperes in the 
locked position, at 115 volts, what 
amperage draw determines the pick 
up and drop out?” 

The start winding current has no 
effect on the pick up and drop out 
of the relay. The magnitude of the 
start winding current must be de- 
termined, however, to be sure that 
the switch contacts are sufficiently 
heavy to allow ample life. 

Now as to “what amperage draw 
determines the pick up and drop out” 
it may be said that the current 
drawn by the running winding deter- 
mines the pick up and drop out of 
the relay. To be specific, the pick up 
current is the running winding cur- 
rent at minimum voltage and zero 
speed at which the motor is to start. 
The drop-out current is determined 
by the current drawn at switch over 
speed by the running winding at 
maximum voltage at which the 
motor is expected to operate. The 
usual voltage extremes are plus 10% 
and minus 15% of rated. 

Your question as written did not 
provide enough information to allow 
the specifications of actual pick up 
and drop out values. The question 
continues as follows: “Perhaps we 


could state the question better this 
way. It would appear that the relay 
action is motivated by current rather 
than voltage. Therefore, current at 
low voltage can be employed through 
the relay and calibration can be ac- 
complished simply if the operating 
characteristics of the motor are 
known. Are we wrong in this think- 
ing?” 

Current at any convenient voltage 
may be used to determine the pick up 
and drop out of a particular relay. 
You are entirely correct in your 
statement that it is current rather 
than voltage that motivates this re- 
lay. However, care must be taken to 
obtain positive indication of pick up. 

Refer to Fig.'2 which shows the 
terminal arrangement of the relay 
and you will note that one side of the 
coil is connected to one side of the 
switch as an internal connection. 

Thus, in a low voltage test for 
pick up and drop out the signal 
circuit through the switch would 
also be low voltage. Failure to indi- 
cate pick up may be nothing more 
than a slight coating over the con- 
tacts which cannot be overcome by 
the low voltage employed. For posi- 
tive indication of pick up the voltage 
should be 110 and the lamp load 
should be 100 watts. 

In general, I would say you were 
on the right track in testing relays 
at low voltage, provided, of course, 
that you obtained positive indication 
of pick up. Your reference to “cali- 
bration can be accomplished simply” 


Meet the increased demand for Draft Beer 
with a PERLICK DIRECT DRAW SYSTEM 


The trend is back to tastier, more enjoyable draught beer again . . . 
and once more there is an increased demand for a dispensing 
system that serves beer with brewery-fresh flavor. The Perlick Direct 


Draw Dispenser, with 


its exclusive Air Cooled Faucet Standards, 


is the draught beer system without an equal! 


Available 


in two-half and three-half sizes, 


with or without condensing units. 


Choice of Black Baked Enamel 


Stainless Steel. 


finish or 


Display Perlick Direct Draw Dispensers on your floor. 
Write for Bulletin No. 35A. 


ERLIC 


BRASS CO. 


How Current Type Motor Relay Looks and Operates 
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Fig. 2 (repeated from May 9 article by J. A. Bagnall) shows structural 
details of a current-operated magnetic starting relay. 


CURRENT — AMPERES ——s 


° $00 1200 1800 
SPEED —R.PM. 

Fig. 4 (repeated from May 9 arti- 

cle by J. A. Bagnall) shows how 

current in running winding var- 

ies according to voltage used. 


leads me to believe you may desire 
to change the setting of the relay in 
order to obtain a different calibra- 
tion. If this is the case, it should be 
pointed out that no adjustment can 
be made and that each relay has a 
fixed pick up and drop out value. If 
you know the motor characteristics, 
you can select a relay rating from 
the manufacturer’s literature. 

Your question relative to the over- 
load protector read as follows: ‘The 
overload protector in turn is con- 
trolled by the current flow through 
the nichrome heater element. It 
therefore becomes important that we 
know what the time element of the 
cut in and cut out cycle is. In other 
words, in the case of the above 
motor, disregarding the heat effects 


of other sources, what minimum 
amperage applied to the heater ele- 
ment for what length of time will 
cause it to disrupt the circuit?” 
Your question refers to what we 
call the ultimate trip current. The 
ultimate trip current is the least 
current which will just trip the pro- 
tector under stable temperature con- 
ditions. Now when stable temperature 
conditions are specified, a specific 
time cannot be specified along with 
it. The reason for this is that when 
temperature conditions are virtually 
stable, you may be only 1° away 
from the tripping temperature and 
require as much as 30 minutes under 
some conditions to gain this 1°. If 
the conditions were not quite as 
stable as just outlined, this 1° might 


be gained in five minutes. 

It is not possible in a temperature 
sensitive device to disregard the heat 
effects of other sources. Operation of 
a thermoprotector is in response to 
temperature as well as current, and 
thus current alone cannot be used 
as a basis for rating. 

From the manner in which your 
question is presented, it is impossible 
to give a specific answer. In prin- 
ciple, the answer would be: 

1. The minimum current would de- 
pend upon the rating of the sample. 

2. The surrounding temperature 
and protector mounting condition 
would have to be specified. 

3. The time would have to be speci- 
fied as “ultimate.” 

J. A. BAGNALL 
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Your company name on each package keeps your name before 


your customers and serves as a constant reminder for repeat 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 25, 1949 


One of a series from 


by James J. LaSalvia 


Readers who have any questions regarding the application of 


air conditioning are invited to write to Mr. LaSalvia, the author 
of this series, who will be pleased to furnish a complete and 
detailed answer free of charge. This is another of the services 


provided by the NEws. 


Selection of Steam Coils (Cont.) 


Tables 7 and 8 show that the No. 
71 coil is the closest to our problem. 
So that by referring to Table 7 and 
interpolating between entering air 
temperature of 50° F. and 60° F., 
we find that with air entering at 56° 
F., it will leave the coil with a 520-ft. 
velocity at a temperature of 95.5° F. 
This is one-row coil. 


According to our problem, 
coil is too large. 

The logical thing to do in such a 
case is to use a coil with less face 
area, which increases the entering 
velocity. Allow 2 to 4 ft. of clearance 
between cooling and heating coil so 
that the air will have clearance to 
move from the cooling to the heating 
coil. 

Referring to Table 5, we can use 
one 37%, in. wide unit and holding 
the tube length to the same 4 ft., 
this has 11.20 sq. ft. of face. area. 


this 


The velocity through the coil would 
be 770 f.p.m. 

Referring again to Table 7, we 
now find that the air will have a 
final temperature of 90° F. 

This temperature is still too high 
for the problem. 

The only solution now left to meet 
the problem is to use face and by- 
pass dampers at the heating coil. 
The steam coil in this case can be 
installed either in the casing ahead 
of the fan or in the duct beyond the 
discharge side of the fan. 

The proper steam coil to use in 
casing ahead of fan is one No. 71 
Flexitube Aerofin coil having one row 
of tubes in the direction of the air- 
flow, and a tube length of 4 ft. long, 
with a velocity through the steam 
coil of 500 to 800 f.p.m. Assume in 
this case 600 f.p.m. 

With face and by-pass dampers 


© 


Where Water Is the Problem — 


CHOOSE COVEKNAIK 


EVAPORATIVE CONDENSERS 


If you think a camel goes a long way on a little water . . . then 
you should see this Governair Evaporative Condenser operate! 

Save up to 95% of water normally used by water-wasting type 
condensers! Eliminate waste-water disposal problems and pump- 
ing costs, too. Engineered to give maximum efficiency and 


performance at a minimum cost. 


Choose a Governair Evaporative Condenser, and forget those 
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Conditioners. 
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GOVERNAIR CORPORATION + 513 N. BLACKWELDER * OKLAHOMA CITY, OKLA. 


not all of the 8,600 c.f.m. will go 
through the steam coil, but only a 
portion, and this will come out at 
93.50° F. The amount of air passing 
through the coil will be: 


Max. c.f.m. through coil = 
70° — 56° 
x 8,600 = 3,200 c.f.m. 


93.50° — 56° 
3,200 c.f.m. 
——————- = 5.33 sq. ft. of face area. 
600 f.p.m. 


By referring to Table 5, select 
nearest size coil having 4-ft. length 
of coils. In this case one 20%¢-in. 
casing with 4-ft. tube length having 
5.54 sq. ft. face area will meet the 
condition. 

If this steam coil was selected to 
be installed on discharge side of fan, 
the same face area should be used, 
but size of casing and length of 
tubes can be changed to meet condi- 
tions. 

The air will leave the coil at 
93.50° F. and the remainder of the 
air (5,400 c.f.m.) will go through the 
by-pass at 56° F. 

Air through the coil = 3,200 c.f.m. 
= 37.3% of total air. 

Air through the by-pass = 5,400 
c.f.m. or 62.7% of the total air. 


Then: 
37.3 x 98.50° = 39.9° 
62.7% x 56° = $5.1° 
70.0° F. = 


Temperature of the air mixture be- 
yond face and by-pass dampers 
which would be supplied to the space. 


Controlling the face and by-pass 
dampers will cut down on the amount 
of steam supplied to the coil, and 
by lowering the temperature of the 
coil, the air will leave at 70° F. 


In such cases where the air pass- 
ing through the by-pass is greater 
than the air through the coils, the 
friction through the face dampers 
should not be considered. The air 
friction to consider is through the 
by-pass damper, which is usually 
larger. 

By-pass dampers for heating coils 
should be designed for a velocity of 
1,200 to 2,000 f.p.m. and the air 
friction calculated. 


EXAMPLE NO. 4 (VENTILATING) 


Let us assume that the total air 
is 12,000 c.f.m. -Outside air is 5,000 
c.f.m. The outside design tempera- 
ture is 0° F. and the air is to be 
heated to 74° F. The room tempera- 
ture is being maintained at 74° F. 
and the direct heating is being done 
by radiators. 

This is strictly a ventilating job. 
The steam pressure is 5 p.s.i. 


a. Select the steam coils. 


b. Compute the air friction. 


c. Compute the pounds of condens- 
ate per hour. 


Total air 12,000 c.f.m. = 100% 
Outside air 5,000 c.f.m. = 42% 
Recirculated air 7,000 c.f.m. = 58% 


42% x 0° F. = O° F. 
58% x 74° F. = 43° F. 


43° F. = 
Temperature of air mixture entering 
steam coils. 
The air is to be heated from 43° F. 
to 74° F. , 
By assuming a velocity of the air 
through the coil of 800 f.p.m. the 
12,000 
sq. ft. of face area = = 
800 


15 sq. ft. 


By referring to Table 5 a coil of 
37%6-in. wide casing having 51-ft. 
nominal length of tubes, has 15.42 
sq. ft. of face area, which is close 
for this problem. 

Now referring to Tables 7 and 8 
we find that with 43° F. entering air 
and 800-ft. velocity: 

That a No. 71 coil will raise the 
air to 80° F. 

That a No. 81 coil will raise the 
air to 84° F. 


These two are so close that either 
one can be used. Let us use the No. 
81 coil. 


The coil to use would then be one 
No. 81 Flexitube Aerofin with a 
37%6-in. wide casing and 5'-ft. 
nominal length of tubes, having 15.42 
sq. ft. of face area. 


b. The air friction for 70° F. air 
passing through the No. 81 coil at 
800 f.p.m. (by referring to Table 2) 
= .200 in. of water. 

The average temperature of the air 
through the coil in the above prob- 

43° + 84° 
lem is — = 63.5° F. 
2 
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Table 7—Final Temperatures, Condensations for Flexitube and 


Booster (71 and 72) at 5-Lb. Steam and 227° 


| _ Velocity of Air Through NET FACE AREA t—in feet per minute—Measured at 70° F. and 29.92” Barometer 


Temp. | Rows 


ey boy 300°FACE VEL. | 400’ FACE VEL. 500’ FACE VEL. | 600’ FACE VEL. 700’ FACE VEL. | 800’ FACE VEL. 
) mek = 

} | F.T.* | Cond. | F.T.* | cona.t | F.T.* | Cond.g | F.T* | Cond.t | F.T* | Cond.t F.T.* | Cond.t 

1 | 625 | 21.0 367 | 25.5 | S24 204 | 49.7 335 | 473 | 372 | 45.0 5 

| 2 | 1089 | 368 | 1006 | 454 | 932 , 526 | 881 | 59.7 | 844 | 666 | 80% | 72.7 

o 3 | 1416 | 48.0 | 1328 | 60.0 | 1249 | 70.6 | 1189 | 80.6 | 1136 | 89.6 | 108.1 | 97.6 

| 4 | 1652 | 56.0 | 1569 | 71.0 | 148.9°| 84.0 | 1424 | 965 | 136.9 | 108.0 | 130.7 | 118.0 

| 5 | 1825 | 61.8 | 1744 | 79.0 | 167.2 | 944 | 160.7 | 108.8 | 155.3 | 122.8 | 149.5 | 135.0 

| 6 | 1952 | 66.0 | 187.9 | 85.0 | 181.1 | 102.4 | 175.2 | 1186 | 170.1 | 1345 | 1644 | 1485 

1 77.0 | 19.2 71.7 | 23.3 67.8 | 268 | 65.3 | 306 | 63.1 | 340 | 611 | 37.0 

2 | 1194 | 268 | 1119 | 415 | 105.0 | 48.0 | 101.3 | 545 | 97.0 | 608 | 936 | 662 

20° | 3 | 147.7 | 432 | 1413 | 55.0 | 1334 | 640 | 1285 | 735 | 123.0 | 81.6 | 1180 | 882 

| 4 | 1698 | 506 | 163.0 | 64.8 | 155.6 | 76.6 | 150.0 | 88.0 | 144.7 | 985 | 139.0 | 107.4 

| 5 | 186.2 | 56.3 | 179.0 | 72.0 | 171.8 | 858 | 1668 | 99.5 | 161.3 | 111.7 | 156.2 | 123.0 

| 6 | 197.6 | 60.0 | 1915 | 77.6 | 1845 | 93.0 | 179.9 | 108.0 | 175.0 | 122.3 | 170.0 | 135.4 

| 1 | 84.3 | 183 79.2 | 221 75.5 | 256 | 73.1 | 290 | 71.0 | 322 | 69.1 | 35.3 

| 2 | 1246 | 31.9 | 1174 | 304 | 1110 | 45.7 | 1065 | 51.8 | 103.3 | 58.0 | 100.0 | 63.1 

30° | 3 | 1529 | 416 | 1453 | 523 | 1384 | 61.2 | 1332 | 70.0 | 1286 | 77.8 | 123.9 | 84.7 

| 4 | 1734 | 485 | 166.2 | 61.6 | 159.3 | 73.0 | 153.6 | 83.7 | 1488 | 93.8 | 143.5 | 1025 

| 5 | 1885 | 53.6 | 1814 | 68.6 | 175.2 | 82.0 | 1695 | 94.6 106.5 | 159.8 | 117.0 

6 | 1994 | 57.3 | 1931 | 74.0 | 1873 | 89.0 | 182.0 | 103.0 | 177.6 | 1166 | 172.7 | 1288 

| 1 | ons | 174 | 86.7 | 21.0 | 832 | 262 | 81.0] 276 | 790] 305 | 77.1 | 33.3 

| 2 | 129.7 | 302 | 1229 | 374 | 1168 | 434 | 1116 | 484 | 109.6 | 55.0 | 1065 | 60.0 

40° | 3 | 156.7 | 396 | 1494 | 494 | 1429 | 58.0 | 137.9 | 66.0 | 133.7 | 74.0 | 129.1 | 80.3 

| 4 | 1761 | 460 | 1693 | sas | 1626 | 69.2 | 157.3 | 794 | 152.8 | 89.0 | 147.7 | 97.2 

s | 1904 | 51.0 | 183.7 | 65.0 | 1778 | 77.8 | 1725 | 89.8 | 168.0 | 101.0 | 163.1 | 111.0 

| 6 | 2009 | 544 | 1948 | 70.0 | 189.3 | 844 | 1844 | 97.8 | 180.1 | 1106 | 175.5 | 113.3 

| 1 | 988 | 164 | 943 | 200 | 909 | 230 | 888 | 261 | 869 | 29.0 | 85.1 | 31.6 

2 | 135.0 | 28.7 | 1285 | 354 | 1228 | 41.0 | 1188 | 465 | 115.9 | 52.0 | 113.0 | 568 

so’ | 3 | 160.0 | 37.0 | 1540 | 47.0 | 147.5 | 55.0 | 143.0 | 63.0 | 138.0 | 69.4 | 133.9 | 75.6 

| 4 | 179.0 | 43.6 | 172.0 | 55.0 | 166.0 | 65.3 | 1612 | 76.0 | 1565 | 84.0 | 152.2 | 92.3 

s | 192.3 | 48.0 | 1862 | 61.6 | 180.0 | 73.3 | 175.7 | 85.2 | 171.0 | 95.5 | 166.7 | 105.4 

6 | 202.0 | si3 | 196.7 | 663 | 1908 | 794 | 187.0 | 928 | 1823 | 1045 | 1783 | 116.0 

1 | 106.0 | 15.5 | 101.7 | 186 | 986 | 216 | 966 | 247 | 948 | 27.3 | 93.2 | 30.0 

2 | 1401 | 27.0 | 1341 | 335 | 1286 | 386 | 1249 | 43.9 | 121.1 | 482 | 1195 | 53.6 

oo? | 3 | 1643 | 352 | 1582 | 443 | 151.9 | 520 | 1475 | 593 | 143.7 | 66.0 | 1396 | 72.0 

4 | 1816 | 41.0 | 1754 | 521 | 1695 | 618 | 1648 | 71.0 | 160.7 | 79.4 | 156.2 | 87.0 

5 | 1944 | 455 | 1884 | 580 | 1830 | 69.4 | 1783 | 80.0 | 174.3 | 903 | 1700 | 99.2 

6 | 2036 | 486 | 1983 | 62.6 | 193.3 | 75.2 | 189.0 | 87.3 | 185.2 | 99.0 | 181.0 | 109.2 

1 | 113.3 | 146 | 109.2 | .17.5 | 106.3 | 205 | 1044 | 23.2 | 102.7 | 25.6 | 101.1 | 27.0 

2 | 1454 | 254 | 1396 | 313 | 1345 | 364 | 131.0 | 411 | 1284 | 460 | 1259 | 504 

zo? | 3 | 1680 | 33.0 | 1619 | 414 | 1564 | 488 | 152.3 | 55.8 | 148.6 | 62.0 | 1448 | 67.5 

4 | 1843 | 387 | 1785 | 49.0 | 1730 | 580 | 1685 | 665 | 164.7 | 746 | 1604 | 81.6 

5 | 196.3 | 42.6 | 190.7 | 546 | 185.7 | 65.3 | 181.2 | 75.3 | 1775 | 85.0 | 1734 | 93.4 

6 | 205.1 | 45.6 | 2000 | 588 | 195.3 | 708 | 1913 | 821 | 1872 | 926 | 183.8 | 102.9 


*F. T.—Final Temperature of Air. 
tNet Face Area is Area occupied by finned tubes only. 


tCond.. 


—Condensations in Pounds per Hour per Square Foot of Face Area. 


Aerofin Corp. 


Table 8—Final Temperatures, Condensations for Flexitube and 
Booster (81 and 82) at 5-Lb. Steam and 227° 


— Velocity of Air Through NET FACE AREA t—in feet per minute—Measured at 70° F. and 29.92” Barometer 
» ows 
= Tubes 300’ FACE VEL. 400° FACE VEL. 500’ FACE VEL. 600’ FACE VEL. 700’ FACE-VEL. 800'F °R VBL. 
% Pp 
of F.T.* | Cond.t | F.T.* | Cond.t | F.T.* | Cond.t | F.T.* | Cond.t | F.T.* | Cond.t | F.T.* | Cond.t 
1 76.0 25.6 68.0 30.6 62.0 35.0 38.9 54.0 42.5 $1.0 46.0 
2 125.0 42.3 114.6 51.8 107.1 60.4 101.2 68.5 3 76.0 92.4 83.5 
0° 3 158.3 53.5 148.1 67.0 139.9 79.0 5 3 128.1 101.1 123.4 111.4 
4 181.2 61.3 171.4 77.6 163.1 92.0 157.2 151.8 120.0 147.2 133.0 
5 196.1 66.3 188.0 85.0 180.7 102.0 174.9 118.4 170.2 134.6 165.4 149.4 
6 207.5 70.3 199.5 90.2 193.2 109.0 3 127.4 183.8 145.5 179.7 162.0 
1 89.4 23.4 82.0 28.0 76.5 31.8 72.5 35.4 3 38.8 66.5 42.0 
2 134.0 38.5 124.6 47.3 117.8 $5.2 112.5 5 108.0 69.4 104.4 76.0 
20° 3 164.6 48.8 154.0 60.5 147.4 72.0 142.0 82.5 137.4 92.8 132.0 101.0 
4 185.0 55.8 176.2 70.6 167.6 83.3 163.7 109.2 121.3 
5 199.4 60.8 191.6 77.6 184.6 93.0 179.7 174.8 114.5 170.8 136.0 
6 208.0 63.7 201.7 91.2 196.5 99.8 192.2 116.6 187.7 132.5 183.9 148.0 
1 96.0 22.2 89.0 26.5 83.8 30.3 9 33.7 76.9 37.0 74.3 40.0 
3 138.5 36.6 129.5 40.4 123.0 52.6 117.8 113.6 66.0 110.2 721 
30° 167.9 46.5 158.2 58.0 150.8 68.2 145.4 78.2 141.0 87.6 137.0 96. 
4 187.3 53.2 178.9 67.4 171.2 79.8 166.2 92.2 161.7 104.0 157.6 115.1 
5 200.3 57.6 193.0 73.8 186.5 88.5 181.8 102.8 177.4 116.6 173.6 
6 209.3 60.7 203.2 78.3 197.7 94.8 193.4 110.5 189.4 126.0 185.8 140.7 
1 102.6 21.0 96.0 25.2 OL. 28.8 87.4 32.0 84.5 35.0 82.0 38.0 
2 143.0 34.8 134.5 42.6 128.3 49.9 123.4 56.4 119.3 62.8 116.1 68.6 
40° 3 170.9 44.2 161.7 55.0 154.8 64.8 149.6 74.1 145.0 83.0 141.7 91.8 
4 189.2 50.3 181.2 64.0 174.2 75.8 169.3 87.6 164.9 -| 98.8 161.1 109.3 
5 201.7 54.6 194.7 70.0 188.7 84.0 184.1 97.5 179.8 110.4 176.3 123.0 
6 210.2 57.6 204.4 74.3 199.3 90.0 195.1 105.0 191.2 119.4 187.9 133.5 
1 109.3 20.0 103.0 23.8 98.4 27.3 94.9 30.3 92.2 33.2 8 36.0 
2 147.5 33.0 139.5 40.4 133.6 47.1 129.1 53.5 125.2 59.3 122.1 65.1 
50° 3 173.5 41.7 165.1 52.0 158.4 61.1 154.2 70.4 149.0 78.2 8 87.5 
4 191.8 48.0 183.8 60.5 176.5 71.4 172.5 83.0 167.4 92.6 165.0 104.0 
5 203.3 52.0 196.8 66.4 190.8 79.5 186.5 92.5 182.0 104.2 179.0 116.4 
6 210.8 54.5 205.6 70.4 201.0 85.2 197.0 99.5 193.3 113.2 190.0 126.4 
1 116.0 18.9 110.1 22.6 105.6 25.6 102.3 28.5 99.8 31.2 97.5 
2 152.0 31.1 144.4 38.1 138.9 44.5 134.5 50.3 130.9 56.0 128.0 61.1 
60° 3 177.1 39.5 168.9 49.2 162.5 57.8 158.0 66.2 153.6 73.8 150.9 82.0 
4 193.3 45.0 186.3 57.2 180.2 68.0 175.6 78.3 171.4 88.0 3 97.9 
5 204.5 48.8 198.2 62.5 193.0 75.2 188.8 87.0 184.8 98.6 181.8 110.0 
6 212.1 51.3 206.9 66.4 202.4 80.4 198.5 93.8 195.0 106.8 192.1 119.2 
1 122.6 17.7 117.1 21.1 112.9 24.0 109.8 26.8 107.4 29.4 105.3 31.7 
2 156.5 29.2 149.3 35.8 144.1 41.8 140.0 47.3 136.6 52.6 9 57.5 
70° 3 180.0 37.0 172.5 46.4 166.4 54.5 162.2 62.5 158.0 69.5 155.3 77.0 
4 195.2 42.4 188.7 53.6 183.0 63.8 178.7 73.5 174.8 83.0 171.8 92.0 
5 205.8 46.0 200.0 58.8 1950 70.5 191.2 82.0 187.3 92.7 5 103.5 
| 6 | 2129 | 48.4 | 208.0 | 625 | 204.0 | 75.5 | 2003 | 885 | 197.0 | 100.2 | 194.2 | 112.2 


*F. T.—Final Temperature of Air. 
tNet Face Area is Area occupied by finned tubes only. 


Aerofin Corp. 


Now referring to Table 3, and 
interpolating between 60° and 70° F., 
the factor for 63.5° is .987. 


Then the corrected air friction is 
.200 x .987 = .1994 in. of water. 


ec. The condensate pounds per 
square ft. of face area of coil can be 
read directly from the tables, if the 
final temperature is within 5° of 
what is required. 


Then multiplying by the face area 
of the coil will give the pounds of 
condensate per hour. 


As the coil selected came out 10° 
F.. above our requirements, figures in 
tables should not be used but should 
be figured as follows: 


Az V¥V:zT zs @ 


oo = 
L x 55.2 
15.42 x 800 x (84° — 43°)-x 60 


960.54 x 55.2 
= 570 lbs. of condensate per hour. 


(To Be Continued) 


Air Conditiioning Dealer Named 


GREER, S. C.—Utility Sales, Inc., 


here, has obtained a charter to deal 
in air conditioning equipment, etc. 
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—TBARN more 
to earn MORE 


Enroll for Instruction in 
Air Conditioning 
. Refrigeration 
Sheet Metal Layout 
Thermodynamics 
Heating 
Ventilating 
Heat Pump Engineering 
Practice & Theory 
Basic & Advanced 
GI Benefits 
Write For Class Starting 
Dates & Full Information 


DETROIT AIR CONDITIONING INSTITUTE 
4125 GRAND RIVER 


DETROIT_8; MICHIGAN 


® 
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5854 S. Kirkwood Avenue 


Send your shaft problems to us! For more than 20 years we have > 
been making precision shafts of all types for air conditioning and 
refrigeration compressors. We offer you the experience, the skill and 
the facilities to produce exactly the kind of shaft you need. Seni 


& 
0 


blueprints for quotations on any type of shaft you may need. 


MODERN MACHINE WORKS, INC. 


Cudahy, Wisconsin 
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NEWA’S Major Appl. 
Committee Decides on 
Division Into 3 Sections 


CHICAGO — The major appliance 
committee of the National Electrical 
Wholesalers Association recently de- 
cided to divide itself into three sec- 
tions and to broaden the scope of its 
activities. 

The decision was made at a com- 
mittee meeting held during’ the 
second week of the summer Chicago 
market here. 

The three sections will include one 
on refrigerators, freezers, water 
coolers, and air conditioners; one on 
electrical kitchen equipment includ- 
ing ranges, water heaters, garbage 
disposers, and dishwashers; and a 
third on laundry equipment. 

This division of the committee and 
the broadened scope will require the 
addition of more members, the com- 
mittee pointed out. The names of 
these new members are expected 
to be announced soon. 

The committee also unanimously 
adopted a program emphasizing the 
need for more effort in specialty sell- 
ing through additional investment in 
manpower, sales training, and op- 
erational costs for both dealer and 
distributor. 

Next meeting of the committee 
will be held during the first week 
of the January market. 


Servel Announces Full Scale 
Air Conditioning Promotion 
As Gas Restrictions Ease 


NEW YORK CITY—A full scale 
effort to push the Servel air condi- 
tioner in the New York City market 
will be made soon, John Gilbraith, 
sales manager, air conditioning di- 
vision, Servel, Inc., announced here 
recently. 

Gilbraith declared that this effort, 
to consist of an intensified advertis- 
ing and sales promotion program, 
was made possible by the appoint- 
ment of the Schwerin Air Condition- 
ing Corp. as wholesale distributor 
here, the rapid lifting of restrictions 
on the use of gas for home heating, 
and the adaption of the Servel unit 
to use steam as a fuel. 


RIGHT: An interior view 
of one of Baker Truck 
Rental Co.’s_ refrigerated 
trucks. Numbers on the 
wall beside the controls 
correspond to numbers in 
the manual provided for 
the operator. This is said 
to allow the unskilled op- 
erator to make adjust- 
ments, and even minor 
repairs, while on the road. 


GREELEY, Colo.—Unusually neat, 
well-identified refrigeration systems 
are simpiifying refrigerated trans- 
port operations for Baker Truck 
Rental Co., highway carriers, here. 

Twin Carrier condensing units are 
installed in each of the company’s 
multi-purpose refrigerated transports, 
in a small compartment reached by 
doors at the front on either side of 
truck vans. The units are mounted 
diagonally, opposite each other. 

All controls for the refrigeration 
equipment are mounted on a white- 
enameled panel, separating the re- 
frigeration compartment from _ the 
payload area. Heat exchangers, 
valves, bypasses, and all tubing are 
sharply contrasted against the all- 
white wall, leading separately at 
either side, to dome-type cooler units 
in the top of the refrigerated body. 

One of the most important features 
of the installation, which was made 
by Refrigeration Maintenance Co. of 
Denver, was labeling of each com- 
ponents of the refrigeration systems 
with bright-red letters, which enable 
truck drivers, or persons unac- 
quainted with refrigeration, to turn 
on the cooling units correctly, make 
adjustments, or even minor repairs 
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| dries S ately! I 


DAVISON 


SILICA GEL 


Driers charged with PA 100 can be installed and 
left in the system with perfect assurance that 


PA 100 will not liquefy, cake or dust. 


You get instant drying to well below the freeze- 
up level, removal of acids and corrosive com- 
pounds, freedom from refrigerant channeling, 


and maximum drier capacity. 


Tests in the laboratory and experience in the 
field have proved PA 100 does a better refrig- 
erant drying job with complete safety. Processed 
especially for the dehydration of refrigerants. 
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TT 
THE DAVISON CHEMICAL CORPORATION 


geet haagh (lomiihy a BALTIMORE-3, MD. 


PIONEERS AND DEVELOPERS OF SILICA GEL 
Canadian exclusive agents for DAVISON SILICA GEL: 
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Ketriperation Uriade 


Ask your jobber for de- 
hydrators charged with 
PA 100...or,for the bulk 


*+.M. REG. APP. FOR 


CANADIAN INDUSTRIES LIMITED, Sales Division—Chemicals Department 


Labeled Components Aid Cnwater 
Of Rented Refrigerated Truck 


in the event of trouble on the road. 

Each driver is furnished with a 
manual including schematic draw- 
ings, which identify each* numbered 
part by a corresponding number, with 
complete instructions on how to ad- 
just them for highway operation. 

Thus, truck drivers may be trusted 
to operate on one condensing unit 
alone when the load requires only 
moderate refrigeration, and to cut 
in the other correctly when more re- 
frigeration is required. 


Rema-Acrma Committee 
Sees Definite Progress 
On Blower Coil Standards 


WASHINGTON, D. C.—The Joint 
Coil Committee, representing the 
Refrigeration Equipment Manufac- 
turers Association and the Air 
Conditioning & Refrigerating Ma- 
chinery Association, Inc., reports it 
is. making definite progress in the 
development of recommended indus- 
try standards for blower coils. The 
Committee’s primary objectives are: 


(a) To develop industry standards 
for forced-circulation, free-delivery 
air coolers for commercial refrig- 
eration, covering recommendations on 
methods of testing and rating, mini- 
mum standard equipment, safety re- 
quirements, and minimum published 
data; also, application standards per- 
taining to such air coolers. 


(b) To develop similar industry 
standards for natural-convection air 
coolers for refrigeration including 
both equipment standards and appli- 
cation standards. 

The problems facing the committee 
are substantial, but the progress 
made to date indicates that the ob- 
jectives will be accomplished. 

D. D. Wile. chairman, recently 
pointed out that the committee is 
working on commercial standards 
and is in no way duplicating the 
work of technical societies. In fact, 
the committee plans to refer to ASRE 
standards for basic rating proced- 
ures. ° 

The committee’s program is being 
pushed during the summer months in 
an effort to get the recommended 


standards into the industry’s hands 
in as short a time as possible. The 
work of the committee will be of 
value not only to the manufacturers, 
but also to the distributors, installers, 
contractors, and users of commercial 
refrigeration equipment, it is stated. 


Omaha Power Shortage 
May Affect Air Cooling 


OMAHA, Neb. — Air conditioning 
systems using over 50-hp. will be re- 
quested to ration electricity if a 
severe heat wave develops this -sum- 
mer, it is reported by Fay E. Smith, 
executive manager of the Omaha 
Public Power District. 


Such air conditioning units in 
downtown Omaha may have to be 
turned off for five hours daily, if 
an extended heat wave develops in 
Omaha and Kansas, since OPPD gets 
some of its power from Kansas, and 
the supply may be cut if that state 
needs all it produces. 

The rationing program would call 
for a shut-off of air conditioning be- 
tween 9:30 a.m. and noon, and 1:30 
p.m. and 4 p.m. It could be turned 
on other hours, Smith stated. Fans 
and other electrical equipment may 
remain in use, he added. 

Buildings which would be affected 
by the program are in a district 
bounded by 13th and 20th Sts., and 
Harney and Dodge Sts., comprising 
the main downtown business area. 
Smith said a day’s notice will be 
given in all cases. 

OPPD hopes to install a new tur- 
bine late this summer, and when this 
project is completed the danger of 
peak loads during hot weather may 
be passed, Smith observed. 
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with big, gleaming back mirror spells extra 
profits” in terms any merchant can under- 
Stand. The finest open case at any price. 
a eee ae ee 


MODEL 306 . 
ils the ia of dairy products, deli- 
- catessen, and bottled goods. Any alert grocer 
an see how the three easy-to-reach shelves 
will increase impulse purchases... and pay 
for itself in no time. Each shelf independ- 
ently refrigerated and fluorescent lighted. 


oe 


cash registers. 


cases today... 


bring a prompt reply. 


» 
KOCH 
. ¥ 
" 


gives you \ 
something fo 


TO STIMULATE SALES 
IN TODAY’S MARKET 


It takes more than gleaming cases and fast 
conversation to sell refrigerators today. If 
your prospect starts crying the blues, he’s wide 
open for a wide-open Koch case, the kind that 
helps fill shoppers’ baskets and dealers’ 
Delicious foods, attractively 
arranged in a gleaming extra-large Koch 

case, pulls plenty of extra sales that amortize 
the cost in a surprisingly short time. 


99 


Investigate the unique sales-features of Koch 
the kind of features that 
give you something to sell about. A 

note directly to the factory will 


KOCH 7, Aol 


NORTH KANSAS CITY 16, MO. 


Since 1883 


Write Today for Details 
and Open Territories 
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KANSAS CITY, Mo.—One of the 
most pressing problems of present- 
day hotel operation—insuring a con- 
sistent supply of ice cubes for food 
service, drink service, and other pur- 
poses through the hotel—has_ been 
solved by the installation of a 40-ton 
ice cube making machine at Hotel 
Muehlebach. 

Prior to installation of the ice cube 
machine, it was necessary for the 
Muehlebach hotel to order approxi- 
mately 240 100-lb. cakes of ice from 
outside sources daily in the summer 
months. It was difficult to maintain 
absolute clarity and purity in the ice 
purchased, with the result that much 
of it had to be discarded. 

This problem was solved with the 
installation of a Vogt ice maker, in 
the basement of the institution, 


Installed in the Hotel 
Muehlebach in Kansas 
City, Mo. this Carrier 
equipped Vogt 40-ton ice 
cube machine provides all 
of the hotel’s ice cube 
needs. At the left is a 
conveyor belt which rushes 
the “ice doughnuts” from 
the basement to kitchen 
area, leaving them ex- 
posed to room tempera- 
tures for only a_ few 
seconds. 


BES ivonsea RECO-FAB HARDENING & FREEZING ROOMS 


Advertised 
. . ; Volume Net Dist. Cost 
Model Outside Dimensions Cu. Ft. FOB Philadelphia piggy Seep = 
80-2 86 x eS x cf. 366 $ 860.00 THROUGHOUT THE WORLD 
80-3 86” x 12'1” x 7'6” 540 1110.00 
85-5 86" x 19'3" x 7'6" 890 1490.00 Quality equipment properly engineered as- 
120-2 wy 2 SS are 540 1110.00 sures long, trouble-free service. Sectional 
: 120-3 avs" 2 144" 2 Fu" 812 1350.00 construction makes it easy to erect, move or 
nape eae “pa? enlarge. Ruggedly built to rigid specifications. 
3 120-4 Zt wx 188" «x 76 1075 1690.00 
as . 
Be Plate stands form convenient shelves for (REFRIGERATION ENGINEERING CORP.) 
ice cream. They operate at -20 deg. F. for 
fast freezing and hardening. BAN PRODUCTS DIVISION 
020 NAUDAIN STREET, PHILA. 46, PENNA. 


“Gold Bond Zerocel stands up 
Best in Service!” 


says NEW ENGLAND CONTRACTOR, 
CHARLES W. BROCKUNIER, 


President, Cork Engineering and Insulation Co., Inc., (Refrigeration Contractor 
for Stop &-Shop Super Market, Cambridge, Mass.) 


NE of Boston's leading contractors tells us + gactor of 


: ient - ° 
that he has recently installed five Zerocel " er “BTU at 60 F- 
insulated walk-in coolers and one walk-in sect 
; ; . Firep oisture 
freezer (above, right) in one of the newest and » Will not absorb m 


finest super markets in New England. He has 
found that Zerocel offers the highest efficiency 
at the lowest cost—claims it’s the best insula- 
tion ‘‘buy”’ of our day. 


e Odorless 
« Will not settle 


e Immune to fun 
and decay 
e Easier application 


° BOND 


gus, rot 


Every day, owners and builders throughout 
the Refrigeration Industry are specifying clean, 
easy-to-install Zerocel insulation (above, left). 
It’s economical, gives perfect insulation perfor- 
mance, and it’s fireproof! For complete details, 
send for your copy of this free booklet today! 


National Gypsum Co., Dept. A-97, Buffalo 2, N. Y. 


Gentlemen: Please send me a FREE copy of the new 
Gold Bond Zerocel Booklet, “Fireproof Refrigeration 
Construction.” 


GYPSUM COMPANY 
N. Y. 


NATIONAL 
BUFFALO 2, 


Company.......cccccccccccccccsccccsseces ecccccees 
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which is powered by a 40-hp., belt- 
driven Carrier ‘Freon’ refrigeration 
unit. 

Artesian water is frozen by the 
machine into ice “doughnuts.” Water 
enters the top of the’ machine in 
cylindrical tubes, and is sharp-frozen 
immediately into long, hollow cylin- 
ders of ice, which are sliced off 
automatically by a slicer at the 
bottom of the unit. 

The “ice doughnuts’’ pour out of 
the bottom of the machine, through 
a funnel-shaped outlet, onto a moving 
conveyor, which whisks the ice to 
large-capacity storage bins, located 
in the kitchen and food service area. 
There is very little meltage loss, 
inasmuch as ice is exposed to room 
temperature only for a few seconds, 
according to the Muehlebach man- 


—© agement. 


The installation was made _ by 
Temperature Engineering Co., Car- 
rier air conditioning and refrigeration 
dealer in the Kansas City area. 


Chiquita’s Theory Gets 
Bums’ Rush by Banana 
Boat Operator 


JACKSONVILLE, Fla.—The bana- 
na boat Santa Maria, operated by 
Charles P. Tatt of Mandarin, is be- 
ing converted into a refrigerated ship 
at the Hogan St. dock. 

It will be the first locally-owned 
craft of this type to be refrigerated 
especially for bananas. 

Another locally-owned ship, the 
MV Vanda, operated by Southeastern 
Terminal & Steamship Co., is equip- 
ped with freezing units, but these 
are not suitable for bananas. 

Tatt said the refrigeration was 
undertaken because “it’s better to 
carry fruit under controlled condi- 
tions. It cuts down the loss from 
ripe fruit.” 

The Santa Maria’s holds will be 
kept at 56°, in contrast to the 80° 
level which is found normally during 
summer weather. 


A&P Supermarket Goes All Out 
For Refrigerated Fixtures 


NIAGARA FALLS, N. Y.—Refrig- 
eration is responsible for a high de- 
gree of efficiency attained in re- 
modeling of the A&P supermarket at 
109 Falls St. 

Features of the new store are a 
refrigerated self-service meat depart- 
ment, refrigerated fresh fruit and 
vegetable department, and a quick 
frozen foods department. 


Window Conditioner Aids 
Processing of Color Film 


DECATUR, Ga.—A %-hp. Frigid- 
aire window air conditioner is serv- 
ing as a temperature watchdog over 
a color film processing room at the 
Thaxton-Simonds Laboratories here. 
The photographic laboratory is op- 
erated by C. W. Simonds and Karl 
L. Thaxton. 

“In developing color film and in 
process work,” explained Simonds, 
“it is necessary to keep close control 
of temperature. The air conditioner 
makes it possible to control a large 
water bath used for film processing 
within a close temperature range.” 

He pointed out that air condition- 
ing also keeps a stock of photo- 
graphic materials from changing 
their characteristics while in storage. 

_ Temperature of the processing 
room, which is about 12 ft. long and 
9 ft. wide, with a 10-ft. ceiling, is 
maintained at 70° F. Because the air 
conditioner is equipped with a ther- 
mostatic control, the operation is 
automatic. 

The air conditioner is installed in 
a wall of the processing room and 
fitted snugly into position so that 
light leaks are eliminated. In order 
to conserve space, which is so valu- 
able in most darkrooms, a convenient 
shelf. was constructed above the air 
conditioner for storage of photo ma- 
terials. 

Thaxton and Simonds pointed out 
that “not an inch of space is 
wasted” because directly underneath 
the conditioner is room to _ store 
chemical containers. 

In addition to air conditioning the 
processing room, Thaxton and Si- 
monds reported that the window unit 
partially conditions an adjacent room 
of about the same size. Air is circu- 
lated between the two rooms by an 
electric blower fan. 


Perfex Corp. Announces Appointment of 13 New 


Distributors In Franchise 


MILWAUKEE — Perfex Corp. 
here, has announced the appoint- 
ment of 13 new distributors for its 
automatic heating controls as con- 
tinuation of its distributor franchis- 
ing program. 

According to V. P. Black, vice 
president and manager of the Per- 
fex Controls Division, the new pro- 
gram was instituted to “provide our 
manufacturing customers and their 
dealer organizations with more 
prompt and efficient local service to- 
gether with aid in control application 
and installation. 

New distributors in the West are 
R. M. Brand Co., Tucson, Ariz., and 
Alberquerque, N. M., which will 
cover those two states and part of 
Texas; Leekley-Hergenrather & 
Assoc., Los Angeles, which will 
handle Southern California; and R. 
A. Parker Co., San Francisco, cover- 
ing northern California and Nevada. 

Middle Western appointments in- 
clude the Thermatic Corp., Chicago, 
handling northern counties of Illinois 
and Indiana; the Regulator Controls 


‘Expansion Progam 


Co., Indianapolis, covering the south- 
ern two thirds of Indiana; the Charles 
D. Jones Co., Kansas City, for Kansas 
and the western half of Missouri; 
the Prawl Engineering Corp., Omaha, 
handling the western part of Iowa 
and the state of Nebraska; and the 
Ohio Pump Service Company of 
Cleveland, to handle the northeastern 
Ohio territory. 

In the East, Perfex has appointed 
Harco Distributors, Inc., of Balti- 
more, to handle western Maryland 
and the northern tip of Virginia; the 
Patterson Service Sales Co., New 
York City, to handle the New York 
metropolitan traders area. Southern 
New Jersey, Delaware, the eastern 
shore of Maryland and southeastern 
Pennsylvania will be covered by the 
Thermotrol Corp., Philadelphia. The 
eastern half of Connecticut and 
balance of New England are under 
the C. B. Soper Co. of Boston. 

In the South, the Chet Adams Co. 
of Greensboro, N. C., will handle 
North and South Carolina and most 
of Virginia. 


OK: SAYS 


on the Complete Line of 


RAPID Refillable 
DEHYDRATORS 


(SIZES 5 CU. IN. TO 200 CU. IN.) 


WRITE FOR CATALOG AND PRICE LIST 4 
(Give Wholesalers’ Name) 


UNDERWRITERS’ LABORATORIES 


PRODUCTS CO. 


185 N. WABASH AVE., CHICAGO 1, ILL. 
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Intelligent, Ethical Handling of Room Cooler 
Promotions Demands ‘Special’ Type of Dealer 


BROOKLYN — Air conditioning— 
for both commercial and domestic 
use—is going great guns in Brooklyn 
this summer. 

“This is going to be the best year 
yet, volumewise,” Ted A. Reina, 
partner in the M & R Engineering 
Co. here declared on one hot morn- 
ing recently. 

“It’s a highly competitive business 
in Brooklyn, though,” he managed to 
comment in between a rush of tele- 
phone and personal calls from per- 
spiring shopkeepers very definitely 
interested in getting some air condi- 
tioning—immediately. 

“We lose a lot of business to price 
cutters,” he remarked, “because we 
will not take an unprofitable order. 
And that means we just have to go 
out and work twice as hard to get 
the business.” 

“There is a terrific demand for 
window units for homes. It is coming 
from middle class people—business- 
men in the $10,000 per year income 
bracket. They are buying a single 
unit to keep a bedroom cool—the 
master bedroom, that is, not the 
children’s.” 

Reina said that floor type units of 
3 and 5-ton capacities, on which 
M & R directs most of its efforts, 
are being purchased largely by res- 
taurants and taverns. Others, how- 
ever, are going into candy stores, 
delicatessens, funeral parlors, doc- 
tor’s offices, bakeries, clothing stores, 
and shoe stores. 

Though he thinks that business is 
wonderful, Reina has a piece of ad- 
vice for manufacturers of air condi- 
tioning equipment—for free. 

“They had better stop trying to 
make an appliance of the air condi- 
tioner,”” he warns, “or they will have 
it right down in the gutter with tele- 
vision. 

“The industry will be much better 
off if air conditioning is handled only 
by those dealers who understand it 
and know how to use it.” 

M & R, of which E. J. Merenda, 
an engineer, is the other partner, is 
franchised with the Chrysler Airtemp 
line of conditioners. It has 10 sales- 
men out selling floor type units and 
three others handling window type 
units. 


By George M. Hanning 

In addition to the 10 salesmen, 
the commercial section is also 
manned by two supervisors and one 
sales manager. Reina himself spends 
a good deal of his time out drum- 
ming up business. 

Most of M & R’s air conditioning 
advertising is done by direct mail 
to business houses and professional 
offices. A typical mailing piece sent 
out earlier this year to store owners 
consisted of a two piece card, one 
half of which was a business reply 
card that could be detached and 
mailed to M & R requesting that a 
representative call. 

The sales message on one side of 
the card pointed out to the retailer 
that “It’s a proven fact. Customers 
spend more money in comfortable air 
conditioned stores. See how Chrysler 
Airtemp packaged air conditioning 
can help you now. This summer... 
and for years to come.” 

An accompanying picture of an air 
conditioning unit was bracketed with 
this copy: ‘‘Here’s the packaged unit 
that pays off in new customers, re- 
duced spoilage and soilage, happier 
employes, more efficiency and courte- 
sy. All of which means more profits 
to you!” 

On the reverse side is pictured a 
perspiring shopper walking right 
past a “sale” counter out of the 
store. Adjacent message read: ‘Why 
suffer ‘business dropsy’ in June, July, 
and August? Make your store a 12 


months store with Chrysler Airtemp 


packaged air conditioning. 

“Make sales in your store in cool, 
refreshing comfort during the sum- 
mer months. Don’t delay—summer is 
just around the corner. Get the full 
facts now . . . it costs nothing. But 
it pays off in more profits this 
summer (and for years to come). 

“Hurry! Fill out the card and mail 
now! No obligation! Please have your 
representative give me, without any 
cost or obligation, the money making 
facts about Chrysler air condition- 
ing for my store.” 

Following this is a space for the 
prospect’s name, address, telephone 
number, and date he wishes the rep- 
resentative to call. 

Reina indicated that this type of 
advertising has proved to be very 
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NEW AND 
OUTSTANDING 


in appearance, performance, 
design features and value 


Here is 20 years of air condition- 
ing and refrigeration experience 
combined in a room air condi- 
tioning unit that will standevery 
comparison test...from appear- 


NDITIONER , 


" 


ance to operating components 


to performance efficiency to de- 


livered price. In style and finish 


‘ it“belongs” in all surroundings. 


Completely Brunner-built. Fac- 
tory field and independent lab- 
oratory tests prove its efficiency. 
Ready for use on delivery after 
simple power and water line 
connections. Operation is com- 
pletely automatic. 


WRITE TODAY FOR 
LITERATURE 


covering all design and construction 
specifications, performance data, in- 
terior assembly illustrations. 
BRUNNER 
MANUFACTURING CO. 
Utica 1, New York, U.S. A. 


MODEL BAC 59 


Completely designed, built 
and guaranteed by 


effective, but added that the best 
source of new customers is through 
the old ones. Fifty per cent of the 
firm’s actual installations come from 
the recommendations of its old cus- 
tomers, he said. 

Though right now, air conditioning 
is keeping the M & R organization 
on its toes, the firm also conducts a 
sizable appliance and service busi- 
ness. In fact, it is recognized as being 
one of the most comprehensive serv- 
ice firms in the metropolitan New 
York area. 

The company maintains a complete 
service and appliance rebuilding shop 
manned by 28 employes. There are 
also 14 outside servicemen who 
answer calls on the 20,000 domestic 
refrigerators that the company main- 


tains. These are located all over 
Brooklyn, mostly in apartment 
houses. 


The shop has facilities for every 
type of machining and repair work. 
It is capable of taking a unit and 
dismantling, testing, reconditioning, 
paint spraying, and reassembling it, 
without farming out a single piece 
of the work. 


Adjacent to the shop is a parts 
room that contains thousands of 
small and large parts all arranged 
in homemade wooden bins stacked 
from floor to ceiling. Here a with- 
drawal voucher system is used to 
assure stock is always complete. 


M & R occupies a 15,000 sq. ft., 


two-story building at 4018 Church St. 
The building has a 60-ft. frontage for 
the appliance store and a separate 
front entrance to the offices upstairs 
and to the service shop at the rear. 

The firm also operates a trade-in 
store a few doors down the street, 
where used appliances are displayed 
and sold. 

“The used refrigerator market is 
very disappointing this year,” Reina 
commented. “Boxes are backing up 
on the dealer right now.” 

He added that he could not see 
the fancy trade-in offers some dealers 
are making. The only solution to the 
present trade-in dilemma—with the 
prices of new boxes coming down 
every day—is to cut the trade-in al- 
lowance drastically and offer the used 
units for sale at pre-war prices, he 
believes. 

The appliance store stays open 
until 10 p.m. every evening. “The 
biggest share of our business comes 
between the hours of 8 and 10 p.m.,” 
he said. “That is about the only time 
the working people in this neighbor- 
hood get to shop.” 


Bulletin Covers Problems 
Of Air Cooling Crane Cabs 


PITTSBURGH—A new bulletin de- 
scribing air conditioning systems for 
crane cabs operating in hot or con- 
taminated atmospheres has just been 
published by Dravo Corp. here. 

The bulletin sets forth in detail 
the various requirements for air con- 
ditioning crane cabs and explains 
the mechanical and functional fea- 
tures of Dravo’s crane cab cooling 
equipment. The literature can be ob- 
tained without charge by writing for 
Bulletin 1300. 


Building-Height Chilled 
Water Stack Saves Hotel 
Money on Installation 


KANSAS CITY, Mo. — Individual 
floor air conditioning, long-needed in 
Kansas City’s 100° summer weather, 
is a new feature at Hotel Muelebach, 
here, which recently completed an 
air conditioning project hegun 12 
years ago. 

The installation, designed and en- 
gineered by Temperature Engineer- 
ing Co., Carrier dealer and distribu- 
tor in the Kansas City area, cools 
7 bedroom floors of the hotel, each 
floor by means of a separate plenum 
chamber and coil installation. 

Carrier Weathermaker units are 
used on each floor, each incorporat- 
ing one fin-type coil, which is supplied 
with water chilled to from 42 to 44° 
from the 200-ton centrifugal com- 
pressor installed in the basement. 

Chilled water is pumped from the 
basement chill tank through a stack 
running vertically the full height of 
the hotel, which saved considerably 
on installation expense, according to 
J. H. Small, chief engineer for the 
hotel. The plenum chamber located 
by sacrificing one room on each floor 
as “an air conditioning center’ in- 
cludes both cooling and heating coil. 

Also located in each chamber is 
a damper for admitting fresh outside 
air, which is circulated independently 
for each floor. During warm weather 
months, only approximately 10% 
fresh air will be recirculated, accord- 
ing to Small, and this will be main- 
tained at 78° the year-round through 
the combined heating and cooling 
system. 
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Bend it any way you like 


(It’s uniformly dead-soft) 


i 


Dry as a bone inside 


(Special mechanical end seal sees to that) 


ERE is the tube that meets a// of your exacting re- 
quirements. 


Being uniformly dead-soft it can be bent with the hands 
with little effort. Precise, mechanical sealing at each end 
of the tube, assures you of a tube that is dry throughout 
its entire length. 


And because the seal has the same diameter as the tube 
it will pass through any opening large enough for the tube 
itself. Another feature you'll like is that Dryseal Tube, 
because of the ductility and soft temper of the copper used, 
does not split on the end when flared for compression 
fittings. 

Dryseal is made to new, more economical dimensional 
standards with tube sizes from %” to %” O.D. It comes 


neatly packed; two 50-foot coils to the carton. Carton is 


attractively designed so that it is easy to identify in stock. 


All of which makes for an easier, faster, trouble-free, 
quality installation. 

Ask your distributor about Dryseal next time you order 
refrigeration tube. He has Dryseal and will give you 
prompt delivery. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 


230 Park Avenue, New York 17, New York 
Mills: Baltimore, Md.; Chicago, lll; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 
Sales Offices in Principal Cities, Distributors Everywhere 
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Air Conditioning, Commercial Refrigeration Shipments 1940-1948 
From Figures Collected by the U. S. Bureau of the Census 


Table 1—Total Shipments of Air Conditioning Equipment and Components and Accessories for 
Air Conditioning and Commercial Refrigeration Equipment, by Major Class of Product: 1940-1948 


Condensing Unit Sales Decreased 
Slightly in °48, U.S.Figures Say; 


Gains Shown in Air Conditioning 


(Continued from Page 1) densing units and is reflected in 


reported to it. Sales of self-contained each type of condensing unit for 1948 _— im wee sommes 1945 1944 1940 
air conditioning units were up to Which data were collected. _~ Product _ .- No. Value No. Value No. Value No. Value No. Value No. Value 
11u,579 units in 1948 as compared The value of all types of heat ex- 
with 1947, and sales of unit coolers changer equipment shipped by estab- Section I—Compone nts and Accessories 
for air conditioning purposes were lishments reporting in the 1948 sur- 
eeerens Oh SAGs Was ie ee ee ae ae bs a . eager , “eae 818,862 are 1,039,772 wre 755,538 wpe 354,401 yor 189,578 ‘an 211,021 yer 
s 2 ’ ; j > on ensing unl s re a , , , , , , , , , ’ , , 
es a a ee yp Binal gr ore _ 7a alee Ammonia refrigerants .... 1,129 2107 1,409 1,464 1,78 2,508 1,481 2481 985 964 
’ . F Refrigerants except 
The following is what the Bureau types of heat exchanger equipment IEE nie teeycivakskes 817,733 70,194 973,093 90,224 754,129 53,915 352,616 34,399 188,147 19,391 210,036 17,844 
of the Census says on the 1948 fig- for which separate data are collected, Saree a rar ae bp ye beg on geo yey ged ae o — 
i+ ; W: t 1 d eeeeccccee 43, 4, ’ ’ , , , , 0,4 , , 5, 31 
ures on shipments of components except for air conditioning unit =o dccSing units, 
and accessories for air conditioning coolers. a not reported by type.... 65,033 5,965 
j j ion: Self-Contained Air onditioning Compressors and 
on eomemoretat petrigeration " vulie-tnaaainate of self-contained compressor units ........ 459,390 33,493 7 34,586 191,770 15,377 107,340 9,578 78,925 6,633 84,889 7,084 
Shipments of complete air condi- ~ s Ammonia refrigerants .... 4,156 9,209 4,415 9,481 3,176 5,862 3.211 5,059 2259 3322 1,734 2,234 
tioning equipment and components 4ir conditioning units continued to Refrigerants except 
and accessories for air conditioning increase in 1948 as compared with GED cscs ccnesvoces 455,234 24,284 313,682 20,148 188,594 9,515 104,129 4,519 76,666 3,311 83,155 4,850 
‘ a iou ars. Room type air con- Compressors and com- 
and commercial ee ae Fitioning ptr pein. 56% from pressor units, not 
ment during 1948 were valued at 1s 7 reported by type........ + 4,957 
$2.6. This represents a decrease of $9.9 million in 1947 to $15.5 million Centrifugal refrigeration 
8% from the $234 million of this in 1948; however, other than room RUE: 65.6:20000.9%08 X0.066 361 10,351 563 7,889 312 6,593 185 2,994 70 1,736 112 =. 2,403 
A 4 type units increased only 9% from Heat exchanger equipment.. sas 47,262 .-. $50,875 a 40,451 aos 22,422 as 17,606 oo See 
equipment shipped during 1947. Com- 29.6 million to $32.3 million Evaporative condensers .. 5,521 7,455 5,997 7,106 4,859 4,957 2,88 2,829 1,626 1,691 2,413 1.769 
ponents and accessories for air con- $ _ “0 a Rnd a , ae . Unit coolers bassesrnesenss yo = 1. 7a. — - = ey os = 63,417 7,076 
ditioning and commercial refrigera- actory ipments for Export— Air conditioning ....... , ’ , , ’ 1,5 3 5,955 2,269 
aa wnd Tl cic yoni Factory shipments for export of com- __ Refrigeration «......... 81,192 9,598 125,138 13,752 181,001 14,323 88,153 8,701 57,398 5,988 57,462 4,807 
million, or 75% of the total value of ponents and accessories for air con- changer equipment 22,283 23,658 17,291 9,407 9,284 8,265 
ca 1948 shipments; complete air condi- ditioning and commercial refrigera- 
hel tioning equipment amounted to $48 tion equipment amounted to $12.5 Section Il—Self-Contained Air Conditioning Units and Ice-Making Machines 
million or 22%; and ice-making ma- million, or 8% of the total shipments [27 -Contained air 
chinery, the remaining $5 million. of these products. Exports of pone conditioning units ........ 110,579 47,808 74,976 89,509 47,664 19,500 14,973 11,230 t t + + 
Components and Accessories For Plete air conditioning units amounte Room type ..........+.0+. 73,638 15,503 42,904 9,930 29,835 5,870 1,126 326 t t + i 
ane } Other than room type.. 36,941 32,305 32,072 29,579 17,829 13,630 13,847 10,904 4,468 3,615 5,880 4,467 
Air Conditioning and Commercial to $2.2 million or 5% of the total and | ating machines ...... 8.332 5,341 7,822 3,122 * + 2805 4,044 31665 3,851 1,045 «62S 


Refrigeration Equipment—The 1948 


value of shipments ($163 million) 
decreased 15% from the $191 million 
in 1947, a reversal of the upward 
movement begun in 1945. The de- 
crease in the value of shipments 
from 1947 to 1948 is due primarily 
to the decrease in the value of con- 


exports of ice-making machines 
amounted to $0.3 million or again 
5% of the total. The export statis- 
tics included in this release represent 
data reported at the manufacturers’ 
level, based on their knowledge of 
the ultimate destination of their pro- 


(Continued on next page) 
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*Revised. Detailed statistics for 1947, as revised, are available in the 1947 Census of Manufactures publications. 
tThe 1947 data for heat exchanger equipment shown in this release have not been revised on the basis of additional reports received 
in the 1947 Census of Manufactures, since the data for these establishments have not been included for 1948. The total value as 
reported in the 1947 Census of Manufactures is $63,025 thousand. The 1949 release will include revised data for 1947 and 1948, in- 
cluding these additional establishments. §Includes condensers and liquid coolers, shell and tube and shell and coil types, as well 
as fin coils (heating and cooling) and plate-type evaporators. 


tNot available. 


Table 2—Domestic? Shipments of Air Conditioning Equipment and Components and Accessories for 


Air Conditioning and Commercial Refrigeration Equipment, by Major Class of Product: 1940-1948 


“ (Money figures in thousands of dollars) 
1948 1947+ 1946 1945 1944 1940 
Product No. Value No. Value No. Value No. Value No. Value No. Value 
: bi Section I—Components and Accessories 
i ; | eee rT rer rer rere err er $150,596 $175,488 $111,663 $67,885 $45,844 $42,482 
" COMGGHMINE WRI cccccccecess 774,417 65,922 973,998 90,145 725,119 51,973 338,157 34,449 182,348 21,081 197,564 17,423 
j Ammonia refrigerants ..... 9 1,535 1,426 1,862 1,281 1,324 1,642 2,334 1,352 2,380 902 893 
mm Refrigerants except ammonia 773,478 64,387 907,539 82,318 723,838 50,649 336,515 32,115 180,996 18,701 196,662 16,530 
op jf” errr 732,911 50,675 862,645 67,500 685,088 37,864 313,058 22,211 171,217 14,753 175,153 11,323 
ENE MOONEE cbdbSs5cencee 40,567 13,712 44,894 14,818 38,750 12,785 23,457 A 9,779 3,948 21,509 5,207 
REACH-IN CABINETS Condensing, units 
not reported by type..... 65,033 5,965 
Compressors and - 
MODEL P-90 compressor units ........... 449,053 30,442 * 30,962 178,273 14,281 104,051 8,852 76,225 6,192 63,096 6,344 
SOLID DOORS Ammonia refrigerants ...... 3,285 7,318 3,636 7,664 2,766 5,230 2,900 4,487 2,062 3,034 1,525 1,967 
: Refrigerants except ammonia 445,768 23,124 271,465 18,341 175,507 9,051 101,151 4,365 74,163 3,158 61,571 4,377 
Compressors and ; 
compressor units, 
not reported by type..... * 4,957 
Centrifugal refrigeration 
e h ° I | E e PR es pom een wai cxies geese 338 aus 512 eel eer 295 6,319 181 2,932 70 1,736 101 2,237 
eat exchanger equipment.... sah y ae é aed 39,090 ‘ens 21,652 ie 16,835 .. 16,478 
—Oor wit Stain ess Stee xter ior Evaporative condensers .... 5,086 6,752 5,555 6,650 4,536 4,639 2,664 2609 1,486 1,576 2,212 1.666 
Se GOED kak tccssdtvcceses 95,418 16,419 129,560 18,134 186,966 17,633 88,153 9,870 56,802 6,407 60,826 6,721 
, 4 P Air conditioning ......... ,099 7,552 14,989 5,533 9,341 3,773 2,773 1,448 1,473 624 5,624 2,181 
Famous for over 50 years for their fine quality and long life, Puffer-Hubbard Refrigeration ...... cubes 75,319 8,867 114,571 12,601 177,625 13,860 85,380 8,422 55,329 5,783 55,202 4,540 
Reach-In Refrigerated Cabinets are now available in 25 all-porcelain and Other heat exchanger 
i _ rere 21, 22, § 4 , 
25 brand new stainless steel models. Sizes range from 20 Cu. Ft. to 90 — ! 329 583 16,818 9,173 8,852 8,091 
Cu. Ft., self-contained or with remote control, with solid or Thermopane Section II—Self-Contained Air Conditioning Units and Ice-Making Machines 
Triple Glass doors, with or without ice maker ‘coils. Get ‘‘P-H"' and get these _ elb-ccntetnad Ott 
PLUS engineering features — conditioning units ......... 106,787 45,571 68,304 36,212 44,301 18,432 12,524 8,972 * * * * 
Electrically Welded Steel Frame Room type ee 70,983 14,407 37,781 8,101 27,052 5,216 646 176 hd * * e 
Other than room type...... 35,804 31,164 30,523 28,111 17,249 13,216 11,878 8,796 + bd * s 
Ice-making machines ........ 7,897 5,049 7,132 a bd * * e * * * * 


Remote or Self-contained 


Ww Welded Interior Porcelain Lining 
w Porcelain or Stainless Steel Exterior 


Exclusive Grad-U-Matic Air 
Conditioning 


DOUGH RETARDING 


*Not available. 


tContinental United States. 
called for separately in the 1947 Census of Manufactures. 


tRevised. The data for 1947 include some export shipments, which were not 


§The 1947 data for heat exchanger equipment shown in this release 


have not been revised on the basis of additional reports received in the 1947 Census of Manufactures, since the data for these 
establishments have not been included for 1948. The total value as reported in the 1947 Census of Manufactures is $63,025 thou- 


sand. The 1949 release will include revised data for 1947 and 1948 including these additional establishments. 


||Includes condens- 


ers and liquid coolers, shell and tube and shell and coil types, as well as fin coils (heating and cooling) and plate-type evaporators. 


Table 3—Export{ Shipments of Air Conditioning Equipment and Components and Accessories for 
Air Conditioning and Commercial Refrigeration Equipment, by Major Class of Product: 1940-1948 


MULTIPLEX FAUCET CO. 4325 DUNCAN, ST. LOUIS, MO. 


——— MANUFACTURERS OF SOFT DRINK DISPENSERS OVER 43 YEARS —————- 


exclude some export shipments, which were not called for separately in the 1947 Census of Manufactures. §Includes condensers 
and liquid coolers, shell and tube and shell and coil types, as well as fin coils (heating and cooling) and plate-type evaporators. 


in 6’, 8’, 10° sizes. 
CABINETS 
‘*P-H'' Slo-Dough Cabi- (Money figures in thousands of dollars) 
DRY BEVERAGE COOLERS nets permit larger batch 1947+ 1946 1945 1944 1940 
Equipped with Roll-Away doors for ee. be get lagen Product No. Value No. Value No. Value No. Value No. Value No. Value 
faster service — 100% porcelain ex- duce cost of filling special 
pee tite. aaa Sonn _~ #-~ ya —” in 4, 6, . Section I—Components and Accessories 
ee SUED Aididikasuinsetubhasinsecs $12,503 uu $15,658 $6,137 $4,011 nae $2,008 $2,923 
; tion Com@ensing UMite .c..ccccccees 44,445 6,071 65,774 8,151 30,419 3,406 16,244 2,453 7,230 791 13,457 1,385 
Write for Informa Ammonia refrigerants ...... 190 . 264 220 245 128 140 143 169 79 101 83 71 
Refrigerants except ammonia 44,255 5,807 65,554 7,906 30,291 3,266 16,101 2,284 7,151 690 13,374 1,314 
OF AGo UFFER-: UBB ARD Air cooled o-sse.seeee00 1440 4,704 61,908 6.242 27.698 2.476 13.973 1.167 6500520 12,815 “90 
* BOOP GOGIGE ciccseccsccce ; ‘ , ‘ ' 1 1,117 651 161 1,059 324 
. MANUFACTURING COMPANY Condensing units, 
2 not reported by vee Hane 
™ Grand Haven, Mich. Established 1898 Compressors and 
compressor units ........... 10,337 3,051 42,996 3,624 13,497 1,096 3,289 726 2,700 441 21,793 740 
MANUFACTURERS OF REACH-IN CABINETS, DAIRY-DELICATESSEN CASES, BEVER Ammonia refrigerants teeeee 871 1,891 779 1,817 410 632 311 572 197 288 209 267 
AGE COOLERS, DOUGH RETARDERS, FLORIST CABINETS AND WALK-IN COOLERS pave ea — ammonia 9,466 1,160 42,217 1,807 13,087 464 2,978 154 2,503 153 21,584 473 
ompressors a 
compressor units, 
not reported by type...... a 
a en ee Centrifugal refrigeration ‘ 
Ua Creer 23 619 51 875 17 274 4 62 sisal 11 166 
| W || Heat exchanger equipment.... .... 2,762 ve 8,008 a 1,861 Ps 770 nae 771 we 682 
D 3 A L E R S - D | S T R | B UT O R S A N T E D | | Evaporative condensers 435 703 442 456 323 318 221 220 140 115 201 103 
2 | | = = ai pehive betes = = a — ag a _— = 2,119 224 2,591 355 
= ir conditioning .......... ‘ 50 19 331 
Rl . ,4 = ph Refrigeration ......ccceess 5,873 731 10,567 1,151 3,376 463 2,773 279 2,069 205 2,260 287 
i installation Other heat exchanger 
ey | steel soft drink Dispensers for Bars and | CRUNGEEG nec cessicsictcs 954 1,075 473 234 432 174 
| Taverns, advise business experience and | ae 
ms | some facts relative to your financial ability. | Section II—Self-Contained Air Conditioning Units and Ice-Making Machines 
et = : 
7 Mode 14 | Self-contained air 
= 2 INCREASES PROFITS FOR Under Ber | conditioning units .......... $70 2,237 6,672 3,297 3,363 1,068 2,449 2,258 * * * * 
ce D TAVERNS penser IES, ceukutnasksakiwees 655 1,096 5,123 1,829 2,783 654 480 150 * * * * 
sey | —o pan wh nd || Other than room’ type....... 1,137 1,141 1,549 1,468 580 414 1,969 2,108 * ' . * 
sat ; Exceptionally profitable to handle.— Write to and seltzer Ice-making machines ......... 435 292 690 796 s * * * * * * * 
or | ~~ *Not available. {Include United States territories as well as Canada, Mexico, and other foreign countries. +Data for 1947 may 
| 
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Table 4—Shipments, by Type of Product, of Air Conditioning 
Equipment and Components and Accessories for 
Air Conditioning and Commercial 


Bureau of Census 
Explains Figures 


Chart Showing Shipments by Type of Components 


MILLIONS OF DOLLARS 


MILLIONS OF DOLLARS 


‘ ‘ , a 100 
Refrigeration Equipment: 1948 ; ‘sabediiiiin sated ion dehy aaa 160 “ 
(Continued from preceding page) a 
Shipments of Complete Units No. of | ducts and may, therefore, differ from | 4 
Total Domestic* Export? Plants actual exports ; 
Value Value Value Report- G 1—'The hi es | . 
Product No. (dollars) No. (dollars) No. (dollars) ing | @eneral—The shipments statistics 75 = 
included in this report apply to equip- 4: 
Section I—Components and Accessories ment actually billed and _ shipped. — 40 
UN sicviasabersnintic .. 163,099,385 150,595,811 12,503,574 63 hese figures are equivalent to com- 
Condensing units, total. .818,862 71,993,368 774,417 65,922,025 44,445 6,071,343 31 Pleted sales. Complete units delivered 
Refrigerants except on consignment or shipped to a 50 = 
ammonia, totalt ...... 817,733 70,193,739 773,478 64,386,954 44,255 5,806,785 29 branch warehouse for stock are not a 
Air cooled, total...... 774,351 55,378,645 732,911 50,674,893 41,440 4,708,752 35 included until such time as they are 
Open type, total....241,583 25,637,182 203,277 21,090,182 38,306 4,547,000 4 
% hp. and under.. 14,046 656,215 9,677 «421,530 4,369 ©=—-284,685 7 sctually sold. The dollar values : 
MO warceuneesss 45,354 2,844,813 36,820 2,237,806 8,534 607,007 22 Shown are the manufacturers’ net 
Le Ae ae 70,820 5,640,569 60,913 4,769,140 9,907 871,429 22 ~=s+illing prices, f.o.b. factory. 25 
2 Beers 47,199 5,007,178 41,398 4,318,166 5,801 689,012 22 The data for som : 
2 heb peers 33,402 4.856.429 30.712 4,430,058 2690 426.371 20 aaa 7 4 tah pt « a 
i Res 15,360 2,692,115 12,723 2,182,448 2,637 509,667 19 COREE SRS Pg ereuen CaP 
eres 6,687 1,495,303 4,994 1,090,721 1,693 404,582 19 ment have been combined in the 
Renee: 5,331 1,380,322 3,960 1,011,767 1,371 368,555 17 tables of this report in order to 
3 and 5 hp. ....... 3,384 1,064,238 2,080 628,546 1,304 435,692 13 1a At : eatiiiesl 
Hermetic type, total.532,768 ‘ 29,741,463 529.634 29,584,711 3.134 156,732 g avoid disclosing figures for individual 0 0 
\% hp. and under..253,395 11,203,782 251,862 11,150,142 1,533 53,640 7 "ae oe . ‘ 
kak bsecer nes 152,976 9,824,094 152,230 9,785,847 746 38,247 9 is release for 1948 incorporates 45 1 
% hp. ROE See 102,871 6,471,789 102,340 6,440,801 531 30,988 9 summary statistics for cartier years. COMPRESSORS AND COMPRESSOR UNITS | CENTRIFUGAL REFRIGERATION MACHINES | 
% hp. and over... 23,526 2,241,798 23,202 2,207,921 324 33,877 9 Seated ith the statistics for 1948 | 
Water cooled, total... 43,382 14,815,094 40,567 13,712,061 2,815 1,103,033 25 ay we le statistics for , 
% hp. and under... 764 75,143 749 73,200 15 1,943 7 the survey is being collected on an | 
ae) 5,815 781,073 eh pe nyo po rye annual basis rather than on a quar- —- — ——- -—__—j 12 
Re pernnom 7,064 1,108,677 8 1,066,751 8 41,926 1 ' : 
ig Gtmebeete sey 7,560 1,460,825 7,082 1,364,062 478 96,763 ig terly basis as in 1946 and 1947. The 
i Rene 6,052 1,452,681 5,757 1,382,275 295 70,356 19 reduction in periodicity was necessi- 
i RAS rer ote 4,400 1,200,585 4,231 + oe = 47,774 My tated by reduced appropriations to 
Ee  eenereet: 4,159 1,498,284 3,660  1,310,96 49 187,318 1 the Bureau of th - 
vc icomsucesh 8,402 1,711,519 3,048 1,526,333 © 354 185,186 = 20g . Fen te Ser ootlec 
CM. Sivadnkercuct 1,237 946,090 1,132 863,104 105 82,986 17 n current statistics. 
DEE -anknactnckeds 1,129 1,076,500 1,082 994,396 97 82,104 16 Data for 1947 and 1948 include 
= ne se eecececeees bn ree po a = ie M4 statistics for commercial compres- 
De ccccccccccccs ° ’ ’ : * pa 
Seer 296 552,314 284 528,156 12 24,158 11 ‘Sors and condensing units only. Data 4 
2 Serer 140 = 328,940 «= «130: 304,962 1028, 978 9 for earlier years include in the small ‘ 
MEE, sxckseanerses 133 353,7 126 334,893 7 18,827 Z size classification some household : 
DC. stnvecnckhhy 101 346,592 98 337,086 3 9,506 units whi : 
— ieptectcntag 58  -226.948 52 —«-199,822 6 27.126 : oon om were pte bee a 
75 hp. and over. 52 249,647 50 239,151 2 10,496 5 Dureau as commercial refrigeration ~~ 
Ammonia refrigerants$ units. As a result, data for years 
en - a ae pind 1,129 1,799,629 989 1,535,071 190 264,558 8 eS Sr oe ee Sey se 
cooled, OTAL .cccceee . ° 5 ’ , ’ Fy 
3 hp. and under.... 49 28,454 39 21.918 10 6.536 4 a = bape items. _—s 
BM pevsdunnkianks 156 124,906 120 96,067 36 28,839 7 oncluded on next page 44 1945 1946 1947 1948 1944] 
Las cadasies 113 —«-118,491 82 87,306 31 «31,185 6 © : — ae ew oe 
REEL. acdshapiwlnves 248 307,829 205 254,486 43 58,343 8 |; 
BL ehenceandions 240 403,842 205 332,464 35 71,378 6 |, = ee 
20 hp. and over. 323 816,107 288 742,830 35 73,277 5 ; — 
There’: S Cham ionshi Form : 
Table 4 (Cont.)—Shipments, by Type of Product, of 1 p = 
Air Conditioning Equipment and Components and ? a 
Accessories for Air Conditioning and Commercial _ 
Refrigeration Equipment: 1948 j 
No. of Comps. 3 
Produced = 
and Put No. 4 
Into Other of 5 
Shipments of Complete Units Equipment Plants 4 
Total Domestic* ~ Export atthe Re- : 
Value Value Value Same _port- 
Product No (dollars) No. (dollars) No. (dollars) Firm ing S a ys t h e L E H l G H TE A M 


Section I—Components and Accessories 


Compressors and 
compressor units, 
Total 


Refrigerants except 


459,390 


33,492,955 449,053 


30,441,865 10,337 


3,051,090 895,502 31 


rr 455,234 24,284,399 445,768 23,124,176 9,466 1,160,223 895,008 27 
% hp. and 
“under ckeneea 271,568 6,716,520 266,282 6,594,760 5,286 121,760 456,844 18 
% and % hp...137,476 5,162,380 135,371 5,083,420 2,105 78,960 267,632 20 
7 rere 19,103 1,001,918 18,797 985,325 306 16,593 76,375 17 
ae 5,355 334,439 4,940 309,840 415 24,599 22,813 17 
. i Sere 4,682 328,724 4,311 300,670 371 28,054 14,145 17 
Me scavecees 3,450 271,130 3,407 266,469 43 4,661 10,078 15 
eo Serer 3,704 520,748 3,563 500,648 141 20,100 18,886 19 
i Serres 2,707 651,653 2,551 602,810 156 48,843 24,176 18 
-: -k. Ieee pS 503,074 966 459,499 98 43,575 1,231 15 
; . er 1,033 664,193 900 581,313 133 82,880 1,152 15 
mE Fea aesar 1,268 1,092,242 1,139 976,142 129 116,100 723 15 
me a xe-csaen 474 594,090 457 568,605 17 25,485 335 13 
eee 1,032 1,329,029 972 1,231,160 60 97,869 305 11 
Se er 301 451,107 288 432,095 13 19,012 94 10 
COS Ter. 708 1,358,851 655 1,259,063 53 99,788 101 10 
hh. Serres 741 1,534,807 637 1,322,239 104 212,568 74 10 
Sere 299 712,234 278 646,648 21 65,586 29 10 
: i. Serer 153 499,323 142 465,859 11 33,464 14 7 
100 hp. 
and over 116 557,937 112 537,611 4 20,326 1 7 
Ammonia refriger- 
ants, total§ .... 4,156 9,208,556 3,285 7,317,689 871 1,890,867 494 12 
5 hp. and under 205 92,632 169 75,971 36 16,661 109 5 
i i tseante 164 100,707 105 65,661 59 35,046 107 5 
Me -keivaene 320 212,440 283 185,506 37 26,934 118 8 we ” e 
pr re 445 410,107 331 288,415 114 121,692 110 7 A L S i] I Th L h bk: L 
; i eee 488 526,799 418 440,465 70 86,334 50 9 ed in e er n e e ig ine 
0 Serer 382 572,589 300 454,176 82 118,413 _ 4 @ 
a Serre 472 740,750 382 589,884 90 150,866 8 ¢ T R d C Fel & 
ee eee 374 795,708 307 661,836 67 133,872 9 ee t U ft 
BE, cxtansan 306 654,446 236 501,169 70 158,277 5 9 Op are on ensing nits 
— - veeeeees po pogo aan poy = png ol : @ When the specifications call for a half-horse, heavy duty, air- eration covering the full range of demand from fast-freeze to 
100 hp. gees t 256 984.614 192 744.502 64 240,112 6 cooled, the husky, compact model illustrated above will carry the normal storage. This unit has large reserve capacity and sound 
» to 200 hp... 224 1,377,148 7 ae er 43 189,729 4 load with characteristic Lehigh ease and perfection. Three models engineering features that assure long, trouble-free life. Ideal for 
1 to 300 hp... 31 338,025 8,54 6 59,476 4 ; = Hy : 
301 to 500 hp... 21 444-781 18° 204'338 : 40-398 ; are available for LOW—MEDIUM—or HIGH TEMPERATURE op- new installations and replacement. 
500 hp. andover 18 592,234 14 461,376 4 180,858 4 CHECK THESE SPECIFICATIONS AGAINST YOUR REQUIREMENTS 
j TEMPERATURE APPLICATION F-12 Low MEDIUM HIGH 
SUCTION TEMPERATURE DEGREES F. 25 | -20 | -15 | -10] -5 0 1 +5 [+10 | +15] +20 | +25 | +30 1435 | +40 
TRIPLE TROUG SUCTION PRESSURE P.S.L¢. 20"] 5" | 244] 454 | 6.84 | 9.24] 11.84 fia.ry [17.74] 21.14 [24.6¢ [28.54 f326¢ 7.02 
BARE = 
MODEL cur R.P.MJ PULLEY | BELT | B.7.U. | B.T.U. | B.T.U.] 8.1.0] B.T.U.] B.7.U.] 8.7.0.) B.T.U.] B70.) B..U.) 8.7.0. 18.7.0.) 8.7.0.1 BTU. bag 
ALssaF | ES] 85 [ar [a2 | i600 | 1850 | 2200 | 2575 | 2575 | 3300 ue 
A AM-siF | £ HE iE Ee » | 2950 | 3325 | 3725 | 4150 | 4650 | 5125 waer 
3u” | 41 4500 | 4950 | 5500 | 5900 | 6500 
‘we DIMENSIONS: LENGTH 25%2— DEPTH 18%” —HEIGHT 1812” : e 
8 A ait 
2 hey, A COMPLETE LINE FOR EVERY COMMERCIAL USE 
“ * PACKAGED AIR COOLED 1/4, 1/3, 1/2 H.P.; * HEAVY DUTY AIR COOLED 1/3, _ 


° gy DUTY AIR COOLED 1/3, 1/2 H.P.; 
HEAVY DUTY WATER COOLED 1/2, 3/4, 1, 12, 2, 3, 5 H.P.; « COMBINATION 
AIR & WATER COOLED 1/2 through 3 H. py * HEAVY DUTY TRUCK UNITS 3/4 
H.P. through 2 H.P. ¢ For High, Medium, Low Temperature, Freon 12 or Methyl 
Chloride. Units for special applications in all capacities. Write for condensed catalog. 


1/2, 3/4, 1, 1Y2, 2, 3 H.P.; 


se cot ree 


KRAMER TRENTON CO. Trenton § 5, WN. pp oy tom arergy Plant: LANCASTER, PENNA. 4 
aaa Ade 39 BROADWAY New York 6, N. Y. ont Bs 
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Sell 
“drinks faSter 


...and more economically - 


Service Bar Model B-t. 
Stainless-steel roll-away doors for dispensing drinks 
from all door sections simultaneously. Temperature 
can be set to produce tiny ice flakes in soft drinks 
when caps are removed. 


Dealers: 
Here is a beverage cooler that combines beauty with a high 
degree of utility in selling more tempting soft drinks! 

Gone are the messy, wet bottles and sticky labels when 


you serve from a Warren Beverage Cooler. 


Write Dept. 510 for complete information about our 
dealer franchise covering this out- 


standing cooler and our complete 
line of Warren refrigerators. 


The WARREN COMPANY ixconroraro 


905 MEMORIAL DRIVE, S.£. ATLANTA 1, GEORGIA 


Revisions Noted In 
Some Previous Data 


(Concluded from preceding page) 

The 1947 data, except for heat ex- 
changer equipment, were revised on 
the basis of information received in 
the 1947 Census of Manufacturers. 
Although the original 1947 figures 
of $50.3 million for heat exchanger 
equipment were revised to $63.0 
million in the 1947 Census of Manu- 
facturers, the unrevised data are 
shown in this release because the 
companies accounting for the increase 
were not included in the 1948 survey. 

The publication of the revised 1947 
data would have resulted in too 
great a degree of non-comparability 
between the 1947 and 1948 figures 
for heat exchanger equipment. The 
1949 release in this series will con- 
tain revised heat exchanger data for 
1947 and 1948, including these addi- 
tional establishments. The _ revised 
heat exchanger figures in detail as 
well as the detail for the other air 
conditioning and commercial refrig- 
eration items can be obtained from 
the 1947 Census of Manufacturers 
publication, ‘“Service-Industry and 
Household Machines,” which will 
be published and offered for sale by 
the Superintendent of Documents in 
the near future. Statistics for 1948 
are based on reports submitted to 
the Bureau of Census on Form M52A. 
Seventy-one plants were active in 
this industry during 1948. 

Any inquiries concerning these 
data should be addressed to the 
Bureau of the Census, Industry Divi- 
sion, Metals and Metal Products Sec- 
tion, Washington, D. C. 

ae 


refrigeration industry. 


unsurpassed for smooth, quiet operation; for dependable, - trouble-free 
performance; for low first cost. These are the qualities the owner looks for; 


demonstrating these qualities has made Tecumseh the leader. 


Tecumseh Hermetic Compressors cover a wide range of domestic and com- 
mercial applications. Single and twin cylinder models . . . % to 34 horsepower 


.-. Freon 12 or Freon 22. Write today for complete information. 


Tecumseh, Michigan 


doesn’t just happen! 


TECUMSEH HERMETIC COMPRESSORS 


First choice of manufacturers for original equipment; quality 
recognition that has made Tecumseh Products Company the 


largest independent producer of hermetic equipment in the 


Such leadership doesn’t just happen—it has to be earned. 
Tecumseh hermetics have consistently proven their superiority 


in actual use. They have consistently proven that they are 


TECUMSEH PRODUCTS COMPANY nee wm REIN. 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN 3 etd s al 


FP pad aT 


| af Compressors and 


Table 4 (Cont.)—Shipments, by Type of Product, of 
Air Conditioning Equipment and Components and 
Accessories for Air Conditioning and Commercial 


Refrigeration Equipment: 1948 


Shipments of Complete Units No. of 

Total Domestic* Export? Plants 

Value Value Value Report- 

Product No. (dollars) No. (dollars) No. (dollars) ing 


Section I—Components and Accessories 


Centrifugal refrigeration 
machines (water and brine 


chilling), total) ...... 361 =10,351,367 338 9,731,827 23 619,540 4 
200 hp. and under.... 134 2,278,619 128 2,179,490 6 99,129 4 
Set £0 Ble BP eccccse 77 1,913,770 69 1,734,808 8 178,962 3 
Sl to 40 Be. c. ccs. 58 1,936,087 53 1,771,946 5 164,141 3 
. a 2 oe Sa 36 1,374,930 32 1,197,622 4 177,308 3 
501 hp. and over...... 56 2,847,961 56 2,847,961 ne ae 3 
Heat exchanger equip- 
| een 47,261,695 44,500,094 .. 2,761,601 45 
Evaporative conderisers, 
0 ee rere 5,521 7,454,759 5,086 6,752,095 435 702,664 20 
Under 8 tons ...<.... 24 7,694 24 7,694 = Wa 3 
Se BO vi isceess. 378 424! 516 374 122,687 4 1,829 12 
St te 7.5 COR 200s. ss 412 219,064 391 206,792 21 12,272 13 
fe 3 eee 671 447,602 651 431,903 20 15,699 15 
Te TO DP COMB. cee 678 557,225 612 500,188 66 57,037 17 
TS 26 Be WOMB. 660k 384 432,790 363 406,918 21 25,872 by 
3.1 to 8 tons.......: 934 1,104,244 852 999,802 82 104,442 17 
$0.1 to 50 tons........ 1,158 1,894,242 1,003 1,639,343 155 254,899 17 
50.1 to 100 tons....... 783 2,229,039 746 2,135,134 37 93,905 14 
Over 100 tons ........ 99 438,343 70 301,634 29 136,709 6 
Unit coolers, total ..... 102,223 17,523,548 95,418 16,419,140 6,805 1,104,408 31 
Air conditioning remote 
type. COtaies 22.5... 21,031 7,925,687 20,099 7,552,466 932 373,221 20 
3 tons and under.. 13,157 1,475,432 12,460 1,359,114 697 116,318 12 
S32 0 BS COMO 1.30. 1,720 599,797 1,677 578,853 43 20,944 11 
5.3 to 30 tome...... 1,646 993,391 1,588 971,989 58 21,402 17 
10.1 to 25 tons...... 3,018 2,662,920 2,919 2,540,995 99 121,925 18 
25.1 to 50 tons...... 1,248 1,738,666 1,213 1,646,034 35 92,632 ll 
Over 50 tons ...... 242 455,481 242 455,481 Bl om 6 


Refrigeration, totalf/ . 81,192 9,597,861 75,319 8,866,674 | 5,873 731,187 27 


Ceiling and wall 


mounted, -total .... 77,738 5,476,270 72,141 5,045,426 5,597 430,844 23 
500 to 2,000 
a aa 9,399 380,487 8,546 351,216 853 29,271 12 
2,001 to 4,000 
OS Cs 22,093 811,688 20,795 750,850 1,298 60,838 15 
4,001 to 6,000 
MR SME, sacdsveas 11,077 626,211 10,294 572,379 783 53,832 16 
6,001 to 8,000 
p ES eer 11,571 854,542 10,785 794,219 786 60,323 20 
8,001 to 12,000 
SRF xahessess 9,185 799,462 8,523 735,575 662 63.887 19 
12,001 to 18, 000 
p EY Sree 8,921 993,777 8,034 883,993 887 109,784 19 
Over 18,000 
WEF. cccnceaes 5,492 1,010,103 5,164 957,194 328 52.909 12 
Floor mounted dry 
type, total ....... 2,315 2,297,729 2,096 2,067,650 219 230,079 16 
Under 2 tons...... 28 14,486 24 13,255 4 1,231 4 
(2 3 5 eee 729 363,977 657 308, 732 72 55,245 13 
5.2 to 7.5 toms..... 733 789,954 670 724,906 63 65,048 12 
7.6 to 10 tons..... 339 503,385 316 461,300 _ 23 42,085 11 
10.1 to 15 tons..... 364 430,668 314 372,696 50 57,972 8 
Over 15 tons...... 122 195,259 115 186,761 7 8,498 7 
Floor mounted spray 
type, total ..:..5. 1,139 1,823,862 1,082 1,753,598 57 70,264 9 
5 tons and under.. 43 ‘55,621 39 52,839 4 2,782 5 
- 62 t 3 tome..... 638 1,043,982 618 1,020,190 20 23,792 8 
10.1 to 15 tons..... 275 386,511 254 359,610 21 26,901 4 
Over 15 tons...... 183 337,748 171 320,959 12 16,789 5 
Other heat exchanger 
equipment, total ..... 22,283,388 21,328,859 ar 954,529 39 
Condensers shell and tube 
and shell and coil.. ee 3,235,431 2,947,376 oid 288,055 18 
Shell and tube 
liquid coolers ...... 1,400,629 1,255,177 ai 145,452 10 
Shell and coil 
liquid coolers ...... i 194,355 184,301 aii 10,054 4 
Fin coils—heating other ‘ 
than forced air units 4,027,835 3,989,449 sia 38,386 15 
Fin coils—cooling other 
than forced air units 10,166,343 9,932,144 ” 234,199 26 
Evaporators, plate type 3,258,795 3,020,412 aot 238,383 ¥ 


Section II—Self-Contained Air Conditioning Units and Ice-Making Machines 


Self-contained air condi- 


tioning units, total...110,579 47,807,539 106,787 45,570,632 3,792 2,236,907 18 
Room type, totalft... 73,638 15,503,122 70,983 14,407,083 2,655 1,096,039 9 
Other than room type, 
CE eéarescrseiees 36,941 32,304,417 35,804 31,163,549 1,137 1,140,868 15 
3 tons and under... 13,018 7,609,070 12,574 7,286,562 444 322,508 14 
BE sit cecneseees 21,062 18,902,548 20,468 18,338,697 594 563,851 14 
2 ear 1,062 1,458,688 1,036 1,421,062 26 37,626 9 
2 err 935 1,859,523 905 1,789,585 30 69,938 10 
OO Bere 601 1,447,484 566 1,350,809 35 96,675 8 
| err rrr 107 318,892 103 298,622 4 20,270 3 
Over 20 tons ........ 156 708,212 152 678,212 4 30,000 3 
Ice-making machines .. 8,332 5,341,419 7,897 5,049,312 435 292,107 7 


*Continental United States. Includes United States territories as well as Canada, 
Mexico, and other foreign countries. tRating is the maximum horsepower for which a 
unit is catalogued corresponding to ASRE Groups I to IV conditions. §Rating is the 
maximum horsepower for which a unit is catalogued corresponding to ASRE Groups 
V to VIII conditions. ||Rating is the maximum horsepower for which the unit is rated. 
§§Rating is the refrigeration condensing tonnage at 40° F. suction, 105° F. condensing 
temperature, and 78° F. wet bulb, entering air temperature, with normal air quantity 
through unit. {ftRating is the tonnage at 40° F. refrigerant temperature and air 
entering at 80° F. dry bulb and 50% relative humidity, and normal air quantity through 
unit. {Rating is based on normal air quantity, with refrigerant temperature at 15° F. 
and air entering at 35° F. dry bulb and 85% relative humidity. **Rating based on 
maximum compressor and fan speeds with air entering evaporator at 80° F. dry bulb 
and 67° F. wet bulb and condenser water entering at 75° F. and leaving at 95° F., or 
air entering air-cooled condenser at 95° F. dry bulb. ++Window sill and floor types 
combined to avoid disclosing figures for individual companies. 


If You're Interested in Refrigeration 
You'll want a copy of the new 


 DEPENDABOOK ¥. 150 


Refrigeration 


7 Po rts\Catalog 


DEPENDABOOK Number 150 

is jammed full of illustrated 
refrigeration parts and sup- 
plies at rock-bottom prices 
> ...Depend on the DEPEND- 
ABOOK. Write for your 


copy. 
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Who's Got a Quarter So 
We Can See Who Wins 
The Fight? 


NEW YORK CITY—Television on 
the meter plan will be tried in the 
New York City market soon by 
Crosley Div. of Avco Mfg. Corp., it 
was reported here recently. 

Bert Cole, vice president and gen- 
eral manager of Crosley Distribut- 
ing Corp., declared that the offer to 
bring “pay as you see’ television 
“into the home when it is wanted at 
a small cost opens a new, large 
market for our dealers in the metro- 
politan area.” 

Under the plan, a meter will be 
attached to the set and the pur- 
chaser will deposit’ a quarter for 
every hour of television he desires 
to see. ‘ 

The money will be collected at 
periodic intervals and applied against 
the purchase price of the set, it was 
explained. 


Las Vegas Stores Use Service, Reliability’ 
Theme To Combat Local Price-Cutting 


LAS VEGAS, Nev.—Appliance ad- 
vertising here has taken almost a 
100% “service and reliability” theme, 
as numerous long-established appli- 
ance dealerships have banded to- 
gether to combat cut-price and dis- 
count-house competition in appliance 
merchandising. 

Las Vegas, during recent months, 
has seen fantastic offers of $100 
trade-ins for old refrigerators, prices 
40% off list, etc., offered by compet- 
ing dealers. 

It has proved to be an excellent 
“testing ground” for the appeal of 
service and the established name, ac- 
cording to Savier’s Electric Corp., of 
Reno, Westinghouse distributor, who 
is guiding the campaign. 

Under the plan, a dozen well-es- 
tablished appliance dealerships are 
utilizing newspaper advertising, radio 
advertising, contests, and store de- 


May Major Appliance Sales In Chattanooga 
Rise Above April, But Drop Below Last Year 


CHATTANOOGA, ‘Tenn. — May 
major appliance sales here were gen- 
erally better than in April but some- 
what slower moving than in May, 
1948, a report by the Electric Power 
Board of Chattanooga revealed re- 
cently. 

Refrigerators, ranges, water heat- 
ers, ironers, vacuum cleaners, clothes 


freezers, vacuum’ cleaners, and 
clothes driers were the only appli- 
ances selling better than in May of 
last year. 

Air conditioning sales, a little up 
from April, were down 55% from 
last year. 

The report, giving units sold, aver- 
age unit price, and total sales value 


monstrations, to point out that while 
the homeowner may buy new appli- 
ances at cheaper prices from the 
competing ‘“off-brand stores,” the 
chances are that these will not be 
around to back up guarantees and 
give service in a few years hence. 

Dealers co-operating in the plan in- 
clude Stevens Electric Appliance Co.; 
the Ed Von Tobel Lumber Co.; Neva- 
da Electric Co.; Household Appliance 
Co.; Luce & Goodfellow. 

Among the merchandising methods 
used to offset the price problem is 
a radio “musical quiz show’ which 
is sponsored by Household Appliance 
Co., Norge dealer. 

Under this plan, a daily group of 
phonograph records are played at a 
“prize party” during which listeners 
are invited to call in and identify the 
tune being played. 

The winners get prizes which con- 
sist of 10 standard records of their 
own selection, plus a gift certificate 
which entitles them to $25 to $100 
on the purchase of merchandise. 

Commercials on this program are 
devoted entirely to pointing out to 
the public that Household Appliance 
Co. maintains a large service depart- 
ment, will back up all warranties on 
appliances sold, and that the store 
will be in business long after newly- 
established competition has disap- 
peared. 

Savier’s Electric Corp., anxious to 
aid its dealers in maintaining their 
volume, has established a new serv- 
ice headquarters which will provide 


Beef, Wages & Prices: 


Per-Cu.-Ft. Refrigerator 
Cost Low by Comparison 


DAYTON-—A graphic demonstra- 
tion of the “bargain values” of elec- 
tric refrigerators at 1949 prices has 
been worked into a promotion idea 
by Frigidaire Div. of General Motors 
Corp. 

These figures show that while the 
“per cubic foot” price of the 1949 
electric refrigerator is only a shade 
above that of 1939 (less than 1%), 
the average worker’s income in terms 
of “refrigerator buying power” had 
more than doubled, and a farmer 
could buy the refrigerator with less 
than 40% of the beef he would have 
had to sell to buy a refrigerator of 
comparable size in 1939. 

Here’s how the figures work out: 
Price Per Cu. Ft. of Refrigerator 
1939 1949 
OND gsvevcosenaeasnns $31.27 

Number of hours of average work- 
er’s pay needed to purchase refrig- 
erator: 

1939 1949 

BY ROE veces Rabe eka 23 hours 

(55% less hours needed.) 

Figures on farm income revealed 
that the farmer would need to sell 
64% less beef today than would have 
been necessary in 1939 to buy a 
comparable refrigerator. 


Brunner Mfg. To Pay Dividend 


UTICA, N. Y.—Brunner Mfg. Co. 
has declared a quarterly dividend of 
12% cents per share on its common 


Gray, Reid & Wright Awarded 
Norge Franchise In Reno, Nev. 


RENO, Nev.—Gray, Reid & Wright 
Co., department store here, has been 
franchised as Norge dealer for Reno, 
and has remodeled a 20 x 40-ft. space 
in the basement of the store for 
major appliances built around the 
Norge line. 

Included in the new section is a 
model kitchen, operating model laun- 
dry, salesmen’s offices, and a sec- 
tion for trade-in refrigerator display. 


‘Raffle-Demonstration’ 
Draws Store Traffic 


GREENVILLE, Mich.—A “raffle- 
demonstration” plan of getting pros- 
pects for major appliances into deal- 
er’s showrooms has resulted in some 
amazing “pulls for Gibson refriger- 
ator dealers who have used it, ac- 
cording to Gregory Drumm, advertis- 
ing and sales promotion manager for 
Gibson Refrigerator Co. 

One Florida dealer pulled 550 cus- 
tomers into his store through the use 
of the plan, and others reported that 
the plan brought in more traffic in 
a single day than they might nor- 
mally draw in a two weeks’ period. 

In the “raffle-demonstration” plan, 
the dealer sends out letters to all 
the prospect names he can garner, 
inviting them to visit his showroom 
at a specific time on a certain day, 
for a demonstration of appliances. 
Enclosed in the letter are two raffle 
tickets which are to be deposited 
in a box at the demonstration, and 
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washers, and clothes driers sold in for May, according to the power ammunition to offset the price dis- stock payable Sept. 1 to stockholders the winner gets a choice of appli- 
better volume than in April. Home board, is as oomewe r , counts offered by “discount houses.” of record Aug. 19. ances as a prize. 
— % yy 
Units Average Total | Susi 
Appliance Sold Unit Price Sales Value — 
TROTTIBOTOIOED noice ccc ciscesieeses 903 $ 272.27 $245,859.81 oy a ee 
PROMOS PVOGEGEE 2oc i ccceeccvesses 46 349.60 16,081.60 Po ae 
Nadie shakonannsainsnn 569 240.72 136,969. 68 TORTURE ‘VEST for \ ° | 
Water Heaters ...........0000.. 231 122.95 28,401.45 ‘ 
NE Ee rex creep acstcicises 24 179.90 4,317.60 REFRIGERATORS _ / 
Vacuum Cleaners .............. 1,079 71.75 77,418 . 25 a 
Clothes Washers ............... 581 173.33 100,704 . 73 eS fae TERS eee 
Clothes Driers ................. 8 239.73 1,917.84 we 
PO ee eee 8 394.13 3,153 .00 
Garbage Disposals ............. 2 124.95 249.90 — pa —— a | satiate 
Air Conditioning Units ........ 140 1,285 . 29 17,946 .08 oe ue : a 
/ Refrigerators, Commercial ..... 6 965 .00 5,790.00 ad 
Ice Cream Cabinets ............ 18 243.70 4,386.64 --" 
Freezing Cabinets .............. 6 453.42 2,720.50 ; ; “a 
Beverage Coolers .............. 45 262.11 11,795.00 One of the national magazines slated to carry the 
Soda Fountains ................ 2 1,305.00 2,610.00 i rape aphegern e ad, shown at the left, wanted 
r i. tb receeedaennnine ‘ , to check this statement: 
— no — — 4 “Slammed more than 150,000 times by a special 
( door-slam machine . . . and the Fiberglas Insulation 
remains unaffected. Not the slightest sign of settling 
as or breaking down.” 
—" D oe UNLESS IT HAS FIBERGLAS* INSULATION -* The wire shown below was immediately dispatched 
e ay a <8 (ond, by the way, the better refrigerators have) as preliminary evidence. ae 
| — & : . This amazing proof of durability is another reason 
T } t C e n e i “i “30 why Fiberglas Insulation is a swell feature to have .. - 
f O a Q a swell feature to sell. 
a e e iS ‘This is an actual deoncnaraton that ee vada. - a Fiberglas Corporation, Dept. 848, 
y Ee Sone Ori andard refrigerators insulated w? io. 
. | New Sample-Making Service gion’ ghee door. is - ot, 10 


‘ faced with clear plastic so you 
can see the insulation.» - 


for welded-wire, wire-and-strip-steel assemblies 


. « Slammed more than 150,000 times 
‘in. s : by a special door-slam machine ees 
; — e And the Fiberglas Insulation re- rT 7 
: <3 * 2 didi N ata le “ = ‘ 
N Check the classof service —_ » 
1206 ise this message i 
At | Needed Help eee But Fast I ! uy ‘ ty L E R N othermentat the full rate 
uy Recently the chief cabinet engineer of a well-known am DO reas L 
corporation brought us his troubles. He needed prompt a ‘\ \ Cherk the: lerout rer a 
delivery of hand-made, new design samples—im- Seer asa fullrate telegram 
portant decisions hinged on their arrival. But his | 
: | L. EGAN, PRESIDENT 


help him? 


In usual supplier was tied-up. He wondered if we could 


Cou Id We? Pronto—we went to his aid by 
launching a new department! We formed a special 
Sample-Makmg Department by calling in men 
from all over our organization. An engineer from 
here—a die maker from there—a production man 
—and so on until we had a service of experienced 
craftsmen, 


e . 
} Happy Ending ... and Beginning! 
We pulled our distressed friend out of Wy 
trouble so well. that he’s been using our 
newly formed service ever since. 
And it’s a spanking good depart- 
ment—brim-full of cost-saving 


SANSFIELD IS REQ 


ideas—ready, able and rarin’ to I HAVE TH PRESENT 
ON. ° 
are SETTLING OF OD SITLL NO EVIDENCE, OF SESSION TO CAUSE FLU Meo STAN 
SLAM DER SLI PANEL. 
INSULATION INSTA SED Bt CONTOUR OF INNER CIURERS CONFIRMATION CAN ? 
- R VOIDS Chee UL REFRIGERATOR MANUFAC T © Oto OR Sa © 
PROCEDURE AT a4 = WESTINGHOUSE MANSFI 
NED THRO 
CE ERIE: CABINET ENGINEERS _- \GR. REFRIGERATOR SEC. 


ENT DI MALO 
VENT PMENT AND APPLI CORPO 
OWENS-CORNING FIBERGLAS 


ANCE DIVISION - 
RATION 


What’s YOUR Problem? 


. .. Sample-making? . . . Production? We're ready for anything | " 


Goops 
Headquarters 


OWENS-CORNING 


FIBERGLAS 


fe 096 wt fa OFF 


—in welded-wire or wire-and-strip-steel. Just send us your blue- 
print—or write or phone your requirements. 


*FIBERGLAS is the trade- 
mark (Reg. U. S. Pat. Off.) 
of Owens-Corning Fiberglas 
Corporation for a variety of 
products made of or with 
glass fibers. 


For 63 Years 
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What's New 


Payne Making 6 Models 
Of Small Water Heaters 


co * tk 
ROYAL OAK, Mich.—aA series of 
small automatic electric water 


heaters, ranging from three to 12-gal. 
capacity, is currently being manu- 
factured by Payne Products, 611 S. 
Washington Ave. here. 

The heaters feature positive heavy- 
duty heating elements and double- 
break, snap-action thermostats. They 
are also equipped with a _ simple 
pointer temperature adjustment and 
an all-aluminum jacket. 

The tanks are galvanized, insu- 
lated with “Payne Duopac” and 
Fiberglas, and finished in baked 
porcelain enamel. All have a self- 
draining anti-freeze design, and an 
accessible front panel. ‘ 


Two of the heaters, 3 and ‘5-gal. 
capacity, are round in’ shape and 
measure 9% in. in diameter. The 
3-gal. heater is 17% in. high and the 
5-gal. model is 26% in. high. 

Four other models are square in 
shape. Two are 12 in. sq. and 14% 
(3\%-gal. cap.) and 21 in. (6-gal 
cap.) high respectively. The other 
two are 14 in. sq. The 6-gal. heater 
is 14 in. high, and the 12-gal. model 
is 26 in. high. 

All models are available with or 
without a connecting cord. 


Kennard Adds New Series 
Of Induced-Draft Towers 


ST. LOUIS—Addition of a new 
series of outdoor and indoor cooling 
towers to its line of heat transfer 
equipment has been announced by 
Kennard Corp. here. 

The towers are of the induced 
draft type and are available in 3 to 
75-ton nominal capacities (duplexed 
to 150 tons). 

Built with hot-dipped galvanized 
wheels, scrolls, frames, and sump 
pans, the towers incorporate such 
features as_ sectional construction, 
Kennard “Penta-Post” frames, and 
stainless steel or phosphorus bronze 
fastenings. 


Kennard Bulletin No. 494 describ- 


ing the units is available on request 
to the company, 1819 S. Hanley Rd., 
St. Louis 17, Mo. 


Hussmann Case Displays 
Pre-Packaged Fresh Meat 


ST. LOUIS—A _ newly designed 
wide display case for self-service 
merchandising of pre-packaged fresh 
meats has been announced by Huss- 
mann Refrigeration, Inc. here. 

The case features a 35-in. display 
shelf, a large 26-in. mirror, and a 
price tagimoulding at the bottom of 
the mirror:: 

It is. called the model OWDM and 
is now in ‘production and available 
for immediate delivery, according to 
the manufacturer. Built in 10-ft. 
lengths the case is designed for con- 
tinuous installation and the ends are 
separate. 


G-E Puts $99.95 Tag on 
Automatic Rotary lroner 


BRIDGEPORT, Conn.—Two new 
General Electric ironers—a cabinet- 
type automatic rotary ironer which 
will carry a recommended national 


Featuring a 35-in. display shelf 

and a 26-in. mirror, this new 

Hussmann self-service case for 

pre-packaged fresh meats is 

designed fur continuous instal: 
lation. 
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retail price of $99.95, and a rede- 
signed flatplate with a single heating 
element—have been announced by 
C. E. Anderson, manager of the com- 
pany’s home laundry equipment divi- 
sion. : 
The. addition of the automatic 
rotary ironer, designated the AR-22, 
completes General Electric’s line of 
ironers, Anderson said, pointing out 
that not since the pre-war period has 
the company offered an ironer of this 
type at less than $100. 

The new rotary ts housed in a 
compact white cabinet. A chromium- 
plated shoe provides 96 sq. in. of 
ironing surface. 

A knee lever automatically con- 
trols starting and stopping of the 
roll and the positioning of the shoe 
for ironing. An emergency release 
handle is provided to move the shoe 
away from the roll in case the cur- 
rent is cut off. A toggle switch con- 
trols the current for the motor and 
heating element; a pilot light shows 
when the current is on. 

The new flatplate ironer has a 
single Calrod heating element which 


conducts heat evenly to all parts of © 


the ironing shoe, and a single thermo- 
stat which maintains a smooth range 
of temperature from 225° F. to a 
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New packaged TEMPRITE saves real money for owners 
of Taverns, Soda Fountains, Roadside Stands, etc. 


You can get steamed up over the new Temprite Car- 
bonator with little effort ...and you can sell it like hot 
cakes! It’s neat, compact and reliable. It gets the last 
full measure of instantaneous carbonation from every 
tank of CO, gas—pays for itself in no time at all and 
saves real money for its owner! There’s no waste of 


CO, gas. No venting. No purging. 


There are no flat, unpalatable drinks. Every glass 
sparkles with zip and zing. Carbonation is automatic 


and controlled. 


But just listen to this. The Temprite user gets up to 
6450 glasses of highly carbonated water from a 20 Ib. 
tank of CO, gas. Can you top this? 

The stainless steel carbonator itself is highly simpli- 
fied; contains no moving parts, and packaged as it is 
with pump, motor and relay assembly, only three 


simple connections are necessary for a fast, easy in- 


stallation. Fits in practically any location or under any 
fountain. Complete assembly weighs only 59 pounds. 


Use the handy coupon below for full details. 
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TEMPRITE PRODUCTS CORP. 
43 Piquette Avenue 
Detroit 2, Michigan 


Please send me complete details on your new packaged Temprite Carbonator. 


Se 


maximum of 475° F. throughout the 
entire shoe area. = 

The single control is located in 
the middle of the aluminum shoe. 
Ironing temperatures for typical ma- 
terials are indicated on plates under 
the control knob. 

The flatplate carries a recom- 
mended national retail price of 
$299.75, Anderson said. 


Defrosting Time Controls 
For Commercial Systems 


TWO RIVERS, Wis. — Paragon 
Electric Co. here has recently an- 
nounced its 300-M series of time 
controls for the automatic defrost- 
ing of commercial systems one or 
more times per day. 

The 300-M series is particularly 
designed for electric heater, hot gas 
or reverse cycle, or complete shut- 
down methods of defrosting walk-in 
boxes, frozen food display cases, 
reach-in cabinets, unit coolers, and 
other units where the defrosting 
period is less than two hours. 

From one to eight defrosting cycles 
| can be secured in each 24 hours and 
the duration of the cycle is, in turn 
separately adjustable from 15 to 120 
minutes depending on individual re- 
quirements, he added. 

The 300-M series contains four 
different models. Two are rated at 


Products Corp. 


COMPANY 
ADDRESS 


Manufacturers of commercial and cabinet type water 
coolers, industrial water coolers, carbonators, draught | 


STATE 


beer coolers, soda fountain coolers, temperature control 


eee eee | 


valves, oil separators, equalizer tanks, heat exchangers, etc. 


30 amps per pole and two for 15 
| amps. One model in each amperage 
category is of the double pole, single 
throw type and the other is of the 
| single pole, double throw type. 

All models can be easily wired into 
| existing installation, the firm said. 


Change-Over Valve Allows 
Full Use of Carbonic Gas 


NEWARK, N. J.— The C-O-Two 
Fire Equipment Co. has just com- 
pleted final development of the C-O- 
Two automatic change-over valve 
for users of carbonic gas. 

The C-O-Two automatic change- 
over valve permits complete utiliza- 
tion of the carbonic gas in the cylin- 
ders, the company stated. The car- 
bonic gas supply is divided into two 
halves. When one half is fully used, 
the change-over valve automatically 
switches to the other half, without 
any interruption in the flow of car- 
bonic gas, it explained. 

There is an indicator arrow in the 
center of the change-over valve 
which visually shows which half is 
in use. When either the left-hand 
gauge or the right-hand gauge of 
the change-over valve indicates that 
the carbonic gas supply for that 
particular half has been expended, a 
new supply is installed when con- 
venient, without interrupting the flow 
of carbonic gas from the half in use. 

The pressure regulator is perma- 
nently connected to the change-over 
valve . . . eliminates disconnecting 
and re-connecting pressure regulator 
to the cylinders, thus preventing un- 
necessary changes in the diaphragm 
setting and ensuing damage to the 
pressure regulator. 

There are two models of the C-O- 
Two automatic change-over valve... 
the standard and the special. The 
standard model is used principally in 
soda fountains, taprooms, and small 
bottling plants. 

The special model is used princi- 
pally in cup drink dispensers and 
places where space.is an important 
factor. The special model is available 
in four fitting arrangements, making 
it possible to place cylinders in any 
conventional position . . . alongside 
each other, over each other, etc. 

The company’s address is P. O. 
Box 390, Newark, N. J. 
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".. AND COMPLETE ®% 
7 SATISFACTION 


Revco offers greater food storage 
capacity in less space...more fea- 


REFRIGERATION 


HEATING PARTS | 
and SUPPLIES — 


PVE mel Dlestel Tite SERVICE THAT'S UNSURPASSED 


from the 


SUPPLY HOUSE THAT SERVICE BUILT 


... Our reputation. Keep your stocks complete this easy, speedy way... 
just order from our FREE catalog. Saves you time... energy ... money. 


Prices right. Wholesale only. 


a ae ee a ae 


=m | . 
p i 4 eG | Dependable efficient same-day filling of orders has built our business 
43 Piquette, Detroit 2. 


2511 LAKE STREET 


MELROSE PARK, ILL. 
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What's New (Cont) 


‘Sodamaker’ Provides Instant Carbonation 


ST. LOUIS—The “Sodamaker,” a 
self-contained, self-controlled, and 
self-measuring dispenser providing 
instant carbonation of soda and 
ginger ale and cola drinks, is being 
introduced by Superior Refrigerator 
Mfg. Co. here. 


The four dispenser arms 
of the units produce club 
soda (seltzer water) when 
turned one way, and 
sweet soda when turned 
the other. The claim is 
made that the dispenser 
produces seltzer for less 


and sweet soda for less 
than 1% cents per 7 oz. 
drink. 


Pre-cooled filtered water 
is put through a constant 
pressure carbonator’ to 
make the finished product. 


Parts in the _ self-con- 
tained assembly include a 
conventional-type 14-hp. 
Tecumseh condensing unit 
and a water pump. The _ thermo- 
statically controlled water cooler has 
a capacity of 10 gal. per hour. 

The carbonator, water cooler, and 
syrup pans are all enclosed in a re- 
frigerated compartment. The _ dis- 
penser cabinet is 36 in. wide, 20 in. 
deep, and 41 in. high. 


Odor Absorber Developed 
For Walk-Ins, Reach-Ins 


NEW YORK CITY—Development 
of a small, compact odor absorber, 
or air purifier, for walk-in and reach- 
in coolers has been announced by W. 
B. Connor Engineering Corp. 

Called the “Food Saver,’ the device 
uses activated carbon as a filter to 
remove gases and vapors (odors) 
from the refrigerator air and is simi- 
lar in design and operation to larger 
and more elaborate equipment used 
in air conditioning and industry. 

Connor said the unit was designed 
“to answer two long-standing prob- 
lems of users of commercial-type 
refrigerators: keeping the air sweet 
and clean and preventing flavor 
‘transference’ between foods. 

“All fresh meats, vegetables, and 
fruits have their own distinctive 
aroma gases which they give off, to 
a greater or lesser degree, while un- 
der refrigeration,’ the company de- 
clared. “In time, the walls and fix- 
tures will absorb these gases, even- 
tually giving the air a dank, musty 
‘refrigeration’ smell. 

“Regular washing or _ scrubbing 
schedules, besides being time and 
labor-consuming, and hence costly, 
are but partially successful.” 

The Food Saver, it is claimed, traps 
the flavor gases as rapidly as they 
are released and before they can 
permeate the refrigerator’s interior 
surfaces. 

“Often pungent, strongly flavored 
foods like cheese, onions, etc., cannot 
be kept with odor-sensitive foods be- 
cause they are likely to impart their 
aroma to the latter,’’ the announce- 
ment continued. 

“With all the air in the box con- 
stantly being filtered through acti- 
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“NO-FROST” METHOD 
WITH SPRAY COOLERS 


-.. gives always full capacity because 
there is no interruption for defrosting 
at sub-zero temperatures; protects 
quality in foods. 
NIAGARA BLOWER COMPANY 
30 Years of Service in Air Engineering 
405 Lexington Ave., New York 17, N. Y. 


‘Food Saver’ odor absorber. 


vated carbon which soaks up vagrant 
odors, flavor ‘swapping’ is minimized 
and ‘incompatibles’ can be stored to- 
gether with safety.” 

The device consists of two per- 
forated metal canisters containing 
the activated filter medium, a small 
blower, and motor. The blower draws 
the air through the canisters and re- 
circulates it, “clean and odor-free.” 

One unit is said to sweeten the air 
in boxes up to 1,000 cu. ft. in size. 
Larger boxes require several units. 
Only 18 in. long, it may be fastened 
at any place on either wall or ceiling. 

“Cost of around the clock opera- 
tion is about the same as a small 
lightbulb,” it was stated. “No serv- 
ice or upkeep is required other than 
periodic reactivation of the carbon 
when it has absorbed its limit of 
odors. This will be necessary, it is 
estimated, about three times a year.” 

Complete information may be ob- 
tained from W. B. Connor Engineer- 
ing Corp., 114 E. 32nd St., here. 


Socket Pressure Plug 
Seals Hi-Pressure Units 


JENKINTOWN, Pa. — A _ new 
socket pressure plug that seals pres- 


than 2 cents per gallon, © 


Crown Stove Introduces 
Kitchenette Model 


CHICAGO—A new model deluxe 
four-unit apartment house electric 
range featuring a large 2,100-watt 
unit and three standard 1,250-watt 
units is now being manufactured by 
the Crown Stove Works, 4631 W. 
12th Place here. 

Known as the Crown Electric 
Kitchenette model 422-94, the small 
range also has a fast pre-heat two- 
unit oven and a large storage drawer. 

The entire range takes 26 by 20% 
in. of floor space. It stands 36 in. 
high and has a 21 by 20%-in. cooking 
top. The extra-large cooking unit is 
at the left front. 

The seven-heat switches are lo- 
cated on a front panel just below the 
cooking units. Also on the panel are 
an oven heat regulator covering a 
temperature range of from 150° to 
550° F., an appliance outlet, and a 
signal light. 

The baking oven, measuring 16 by 


13% by 20 in. contains two non-tilt 
racks* and a broiler pan and rack. 
The broiler unit is located in the top 
of the oven and the baking unit in 
the bottom. Both are removable. 
For pre-heating, both units are 
turned on at the same time. 

The baking unit takes 2,250 watts 
and the broiling unit 2,700 watts. 
The inner surface of the oven is 
finished in acid-resistant porcelain 
enamel. 

The full-width storage drawer is 
located below the oven. The range 
stands on a pedestal base. 


Oasis Water Cooler Has 
Bottle Storage Space 


COLUMBUS, Ohio—A_ generous, 
water-cooling capacity and a large, 
cold storage compartment are out- 
standing features of the new Oasis 
bubbler-type, electric drinking water 
cooler, model OP-3R, according to 
A. R. Benua, president of The Ebco 
Mfg. Co. here. 

The cooler is equipped to cool more 
than 3 gals. of water to 50° F. and 
provide storage space for 28 small 
beverage bottles or seven tall, quart 
bottles, standing upright. 

Monel metal has been used for 
the interior of the compartment and 
door liner. The compartment is fur- 
nished with an integral snap-fastener 
and pilferproof lock with keys. De- 
frosting of the compartment is un- 
necessary, since no frost is formed. 
Provisions have been made, however, 
to drain off any liquids which are 
spilled. 

Suited for storage of pharmaceu- 
ticals or other materials requiring 
constant refrigeration, the compart- 


Oasis Model, OP-3R. 


ment temperature is automatically 
maintained within a range of 36° to 
46° F. The temperature may be 
lowered or raised by the temperature 
control, which has been placed where 
it is readily accessible. However, to 
prevent tampering, the switch for 
controlling the water temperature 
has been located underneath the 
front panel. 

In appearance, the new cooler is 
very similar to other Oasis models. 
Finished in antique-brown, opalescent 


lacquer, the cabinet is constructed 


of heavy-gauge, galvanized, and 
Bonderized steel. 

The mirror-finish, stainless steel 
top is fitted with Ebco’s angle- 
stream, bubbler valve. Equipped with 
an hermetically sealed condensing 
unit, the Oasis OP-3R is warranteed 
for five years. 


> 
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small but 


sure-tight without the use of sealing | 
compounds has been announced by 


the manufacturer, Standard Pressed 
Steel Co. here. 

Featuring the “Dryseal” pipe 
thread originally developed for use 
with SOs, ammonia, and other re- 


frigerants, the new “Unbrako” Dry- | 
seal-Thread pressure plug offers a 


solution to leakage problems in high- | 


pressure equipment of all kinds. 
In addition to the Dryseal thread, 
the new plug incorporates all the 


important features of the regular | 


Unbrako pressure plug, including 
fully formed threads, uniform taper, 
and perfect roundness. 

A full range of sizes from \¢-in. 
to 2-in. is available. 


NATIONAL 


DRY BEVERAGE 


COOLERS 


® Nationally famous NATIONAL 


CHAMPIONS incorporate all the fine 
features you look for in a cooler. 
rational . . . buy No nal! 
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AL COOLER. 


4 SIZES 
Self Contained or Remote Models 


CORPORATION «+ 1600 Woodland Ave. © Cleveland 45, Ohio 


uses all the fin and tube 


SF LUIS Su 


coils? 


When the room for a 
powered coil cooler is 
always limited, why 
take up usable space 
with inefficient square 


The Peerless Pie 


Plate Coil utilizes all 
of the cooling surface, fits in less space, is designed compactly for 


maximum efficiency. 
This power packed round coil of improved evaporator design is ideal 
for such cooling applications as direct draw bars, soda fountains, 
y reach-in refrigerators, etc. 
Sketches at the left show typical wasted coil installation and the 
100% utilization of fin and tube in the Peerless Pie Plate Coil. 


MIGHTY 


PEERLESS 
Ple PLATE COUL 


PIE PLATE BLOWER UNIT 


CAPACITY DIMENSIONS WEIGHT 
110 BTU/Hr/1°} 734" D x 834" W Furnished w/ fan guard 
MODEL NO. 83-V | x 91/." H. 9# net List Price, $60.00 — Freight allowed. 
135 BTU/Hr/1°| 734" Dx 10/4" W Furnished w/ fan quard 
MODEL NO. 103-V ‘ x 1144" H. \1'/,# net | List Price, $72.00 — Freight allowed. 


PEERLESS OF AMERICA, INC. 2901 w. :awrence ave. cuicaco 25, 111. 
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Refrigeration Problems 


and their Solution 


by Paul Reed 


For Service and Installation Engineers 


Hot Weather 
Hints (4) 


Over 90% of condensing units 1 
hp. and under are air cooled—that 
is, have air-cooled condensers. In 
the early days, air-cooled condensers 
consisted of coils of bare copper 
tubing. The heat was conducted from 
them partly by direct radiation and 
partly by “natural convection,” that 
is, they were what is known as 
“static” air-cooled condensers. 

The air in contact with or near 
the tube becomes warmed and there- 
by expands and becomes less dense, 
that is, it becomes lighter. It is 
therefore pushed upward by cooler 
air nearby, and thus a natural con- 
vection current of air is set up. 
How rapid the rate of circulation of 
air over the condenser will be is de- 
pendent upon how hot the tube is. 
The hotter the tube, the faster the 
rate of air circulation. 


HEAT LOSS MUST MATCH 
HEAT GAIN 


When the compressor starts, the 
air-cooled condenser is cool, for it 
has come down to about room tem- 


perature during the off cycle. The 
compressor starts to put hot gas into 
it and it heats up. As it heats up, 
it begins to radiate heat and the 
natural convection of air starts. 


The hotter the condenser gets, the 
faster it radiates heat and the faster 
is the rate of air circulation due to 
natural convection. The faster the 
rate of air circulation, the faster 
does the condenser lose heat, until 
finally the condenser gets so hot that 
it loses heat by radiation and by air 
circulation just as fast as it is being 
heated by the hot gas from the com- 
pressor. When it gets this hot, the 
heat loss from the condenser just 
equals the heat gain from the com- 
pressor, so they balance, and the con- 
denser doesn’t get any hotter. 


If an air-cooled condenser is gen- 
erous in size, it doesn’t have to get 
so very hot; but if it is skimpy in 
size it has too little surface from 
which to lose heat, and it must get 
hotter in order to lose the amount 


-of heat put into it. 


CAPACITIES BASED ON 
30° TO 35° RISE 


Manufacturers of air-cooled con- 
densing units put air-cooled condens- 
ers on them that are big enough that 


they must rise about 30° to 35° 
above room temperature before the 
heat loss equals the heat gain under 
maximum rated conditions. 


Air-cooled condensing units of the 
same horsepower do not necessarily 
have air-cooled condensers of the 
same size and capacity. It must be 
remembered that there are three 
classes of condensing units, those 
whose displacements and motor load- 
ings are based on 0°, 25°, and 45° F. 


In B.t.u. per hour, a 4%-hp. con- 
densing unit does not have as great 
a capacity at 0° as it would have at 
25°, the motor loading being the 
same. The air-cooled condenser will, 
therefore, not need to be as large. 
(It will not be just the same propor- 
tion however, for the condenser on 
the 0° unit will have more super- 
heat to dispose of than the con- 
denser on the 25° unit.) 

The point is, that if we take a 
14-hp. unit that was originally de- 
signed for use on a 0° or lower 
evaporator (for an ice cream cabi- 
net or a frozen food cabinet) and 
put on a smaller pulley so that the 
displacement is reduced enough that 
the 144-hp. motor can handle it on a 
25° evaporator, the chances are that 
the condenser will be too small. 


UNDER-CAPACITY CONDENSER 
OVER-HEATS 


If it is too small, it will have to 
rise 40°, 45°, or 50° or possible even 
more before it gets enough capacity 
for the heat loss to balance the heat 
gain. The same is true of using a 
condensing unit designed for use on 
a 25° evaporator (as in a store or 
market fixture with a self-defrosting 
setting), on a 40° evaporator, even 
though the compressor is slowed 
down so that the motor will not be 
overloaded. 

So a high head pressure may be 
due to too small a condenser for the 
job to be done, that is, it doesn’t 
have enough surface, so it has to 
make up the difference by getting 
hotter, so that it’s heat loss will be 
equal to its heat gain. 

What is true of a static condenser 
is also true of a condenser that has 
a forced circulation of air through it 
from a fan. On some units, the fan 
is driven by a separate small motor. 
This is usually true with commercial 
sizes of hermetic units. On belt- 
driven units, the fan is_ usually 
mounted on the motor pulley and the 
condenser mounted just in front of 
the fan, so that air will be blown or 
sucked through it. 

On household hermetic units, the 
condenser is usually the static type 
but a “flue’’ is provided in the rear 
of the cabinet to make the natural 
convection circulation of air more 
rapid, and hence increase the ca- 
pacity of the condenser and/or allow 
the use of a smaller condenser. 

Instead of a coil of bare tubing, 
modern units use “radiator’’-type air- 
cooled condensers. The fins provide 
extra surface so the condenser can 
be very much smaller than a bare- 
tube condenser. Therefore, it can be 
furnished at much less cost and the 


— unit can be more compact. 


“Everything Desirable : ina 


Pressure Control 


is Contained in 


the 


Penn 270” 


Le sisiz 


siz? uae | TT 


W. Floyd Parker 
Carrier Atlanta Co. 
Atlanta, Georgia 


Floyd Parker is “big league” in air conditioning and 
refrigeration. And he hits the ball right on the nose 
when he says, “Everything desirable in a pressure con- 
trol is contained in the Penn 270.” Refrigeration men 
will know that Mr. Parker is thinking of the rugged 
two-pole construction, the adaptability and the easy 
installation and setting of the dependable 270. 

You'll find these same reliable qualities in the new 
Penn Series 321 Automatic Hot Gas Defroster. On 
frozen food cabinets, meat cases, blast coils or under- 
coiled gravity installations it’s a big source of profit- 
able new business for refrigeration men. What’s more, 
the Penn Series 321 Automatic Hot Gas Defroster is 
trouble-free and positive in operation. 

See your wholesaler or write today for full details 
on the new Series 321 and the complete Penn line. 
Penn Electric Switch Co., Goshen, Ind. Export 
Division: 13 East 40th Street, New York 16, U.S. A. 
In Canada: Penn Controls Ltd., Toronto, Ontario. 


“AUTOMATIC 


-_ 
conrnets 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 


FORCED CONVECTION 
CONDENSERS 


To further reduce the size of the 
air-cooled condenser, the air is forced 
through it instead of depending upon 
the slow natural convection air. cur- 
rent. The faster the air. passes 
through the condenser (up to a cer- 
tain “optimum” velocity) the greater 
will be the capacity of heat loss of 
an air-cooled condenser. 

Again, it is a matter of saving 
space and of cost, for in the larger 
sizes (commercial) the difference in 
cost of the condenser only between 
a static condenser and one with 
forced convection, is enough to pay 
for the fan motor, fan, bracket, and 
shroud on the condenser, and still 
save money as well as space. 


BLOWER AND SUCTION FANS 


The distribution of air passing 
through a condenser is a very im- 
portant factor. A “blower-propeller- 
type” fan tends to blow all its air 
through a doughnut shaped area of 
the condenser. The amount of air 
that it blows through the center and 
at each of the four corners is very 
small, depending of course upon the 
design of the fan, shape of the blades, 
etc. This is evident from the dust 
accumulation on the condenser, which 
is dusty in the center and corners 
where the velocity is too low to blow 
the dust off. 

To overcome this, manufacturers 
use suction fans that “suck” the air 
through the condenser. With them, 
the distribution of air over the en- 
tire face of the condenser is almost 
uniform, and as a result, with the 
same amount of air passing through 
the condenser, the head pressure is 
much lower with the suction fan 
than with the blower-type fan. 

If the direction of rotation of the 
motor has been changed (by accident 
or intention) the direction of airflow 
through the condenser may have 
been changed from suction to blow. 
(This is apt to happen in the case 


of 3-phase motors on which the 
transposition of any two of the three 
wires to the motor causes a change 
in direction of rotation of the motor.) 
Or in some manner, the fan itself 
has been changed from a suction to 
a blower type. (Just turning it over 
will make no change in direction of 
airflow, but due to the curvature of 
the blades, it will probably reduce 
the amount of air.) 

Just placing a suction-type fan in 
front of an air-cooled condenser 
would not result in good efficiency. 
Instead of the air being sucked 
through the condenser, it would be 
sucked in from the sides between the 
ends of the fan blades and the con- 
denser. 

Thus it is necessary to shroud the 
condenser, that is, provide a sheet of 
metal or rigid fibre to form a tight 
duct from the condenser to the fan, 
so that all of the air passing through 
the fan will be drawn through the 
condenser. 

Another advantage of the suction- 
type fan over the blower type is that 
it is possible to place the condensing 
unit more closely up against the wall 
if the suction fan is used rather than 
the blower fan. With a suction fan, 
the distance from the face of the 
condenser to the wall does not need 
to be more than about a fourth or a 
third the width of the condenser. 
With a blower-type fan, the con- 
denser should not be placed against 
the wall at all. 


Even turning the unit around with 
the condenser away from the wall 
does little good, so the unit must be 
placed with one of its ends to the 
wall. This makes an _ inconvenient 
position of the unit, for it takes up 
more room. 

If the air blows against the wall, 
it will set up a “static pressure” that 
will reduce the amount of air that 
the fan can blow. Also, some of the 
air actually “bounces back’ and is 
caught by the fan and recirculated 
through the condenser before it can 
cool, and this raises the head pres- 
sure. 


(To Be Continued) 


DOOR GASKET 
CORNER NOTCHER 


Offers greater leverage—less effort 
—has tempered steel blade adjust- 
able 22142° to 90°. Blade is replace- 
able. Reasonably priced. Also avail- 
able with fixed 90° blade. 


*Name Copyrighted 


ARROW PRODUCTS 


420 NLA SALLE ST., CHICAGO 10, ILLINOIS 


MOTOR-BASE 
ADAPTERS 


Reliable servicemen 
try to carry all the 
essential parts for 
the job, motor 
adapters are es- 
sential. 


SERVICEMEN SEE YOUR JOBBER 
Motor Adapter Corporation 


4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Yg to Ys hp.—101-D 
Vy to ¥%, hp.—102-C 
1 to 3 hp.—103-C 


REFRIGERATION AND AIR CONDITIONING 


UNITS + PARTS = 


TOOLS = 


SUPPLIES 


in 48 States and overseas. 
Wholesale Only 


Please Write on Your Letterhead 


Latest Prices __v 
Wanted Lines — 
Write Today for Your Copy 

Why spend valuable business hours and car expense 


on trips to buy parts? Get fast low-cost delivery 
from our large, complete stocks. Airo serves buyers 


AIRO SUPPLY CO. 


2732 N. ASHLAND AVENUE + CHICAGO 14, ILL. 
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Illinois Group Helps Kill 
Proposed Tax on Gross 
Receipts of Contractors 


CHICAGO — The Illinois Associa- 
tion of the Refrigeration Service En- 
gineers Society claims credit for 
“wielding the major influence” in the 
defeat of proposed state legislation 
which would have required all build- 
ers, contractors, and repair men to 
pay a tax based on their gross 
receipts. 

The association sent a letter ex- 
plaining the proposed law to every 
refrigeration man in the state. En- 
closed with the letter was a petition 
form which each recipient was asked 
to circulate among his customers 
and neighbors, then mail to the sena- 
tor of his district. 

When a flood of petitions poured in 
on senators, housemembers held a 
hearing on a companion bill before 
them. The Illinois group was repre- 
sented at the hearing by Edward 
Riccio, Lewis Koehl, and Ralph Por- 
ter, State Board members. 

After two hearings, the measures 
were allowed to die through no vote 
being taken before adjournment. 


Kennally Is Head of 
Electromaster Division 


* PHILADELPHIA — Thomas A. 
Kennally, vice president and assist- 
ant to the president of Philco since 
January, 1948, has 
been named presi- 
dent of the com- 
pany’s Electro- 
master electric 
range division, 
William Balder- 
ston, president of 
Philco Corp., an- 
nounced recently. 

Kennally, who 
will also continue 
to serve as an 
officer and director 
of Philco and as a member of the 
company’s management committee, 
joined the company in 1924 and spent 
three years as district sales repre- 
sentative in central section of New 
York state. 


T. A. Kennally 


Harvester Lets Contract 
For Parts Depot In South 


CHICAGO — Completion of con- 
tract-letting for construction in South 
Memphis of a wholesale parts depot 
to cost approximately $1,000,000 has 
been announced by International 
Harvester Co. 

The depot will be a wholesale dis- 
tribution center for parts for all 
Harvester products, including refrig- 
eration. 

It will serve both dealers and com- 
pany district operations in Arkansas, 
Louisiana, Mississippi, western Ten- 
nessee, southwestern Kentucky, south- 
eastern Missouri, and a portion of 
eastern Texas. 

The one-story building will include 
about 138,000 sq. ft. of floor space, 
and will be served on two sides by a 
spur track running off the Illinois 
Central Railroad industrial loop. 
Large loading docks will accommo- 
date the loading and unloading of 
motor trucks. 


New Kit Provides Dealers 
Material for Dramatizing 


G-E Wringer Washer 


BRIDGEPORT, Conn.—A demon- 
stration kit which contains all the 
props necessary to dramatize the 
selling story of General Electric 
wringer washers is now available to 


March-April Sales of Home Freezers Climb In 2 
Western Areas While Other Appliances Slump 


SALT LAKE CITY—Home freez- 
ers, clothes dryers, and ironers were 
the only major appliances to improve 
their 1948 sales performance during 
the months of March and April of 
this year in the Utah and western 
Colorado area served by the Utah 
Power & Light Co. and the Western 
Colorado Power Co., the utilities re- 
ported recently. 

Clothes driers led the way with 
a 73% increase, while home freezers 


— % 


moved up 11% and ironers 9%. 

All other major appliances were 
in the doldrums. Refrigerator volume 
for the two months was off 20%, 
water heaters and ranges 33%, con- 
ventional washers 34%, vacuum 
cleaners 35%, automatic washers 
38%, dishwashers 44%, and disposal 
units 46%. 

The territory served by both 
utilities contains 141,323 customers. 


Comparative figures follow: 
* * * 


Ww 

Unit Volume Unit Volume Dollar Volume 

March-April Jan.-April Jan.-April 
Appliance 1948 1949 1948 1949 1948 1949 
Ee ere Bust ncces 1,960 1,312 3,167 2,231 $554,225 $446,200 
FRGETIGOPACOTE 5 ok ccc ccc cesses 2,784 2,214 4,625 3,283 925,000 738,675 
Home Freezers ................ 281 313 501 507 125,250 139,425 
WROD BEOMNOPE oo vce cincveveeces 1,472 987 2,212 1,548 254,380 193,500 
Clothes Washers, Conventional.. 2,575 1,688 4,022 2,948 402,200 368,500 
Clothes Washers, Automatic ... 723 451 1,417 885 318,825 221,250 
ME, “SC itek ee ca iste neeeesan ch 430 470 746 8853 55,950 85,300 
Vacuum Cleaners ............. 2,030 1,310 3,579 2,845 286,320 213,375 
CPI NPNTOE vice cicccccccces 49 85 95 189 21,375 44,415 
DIE 65.628 6000 6404000000 143 80 202 #161 50,500 40,250 


Dealer Contest Asks Why 
Patron Likes Freezer 


ELMIRA, N. Y.—The Electrical 
City, operated by Elwin R. Brown, 
Inc., stimulated interest in home 
freezers with: a contest in which a 
home freezer and a large supply of 
frezen foods were offered as_ the 
prize. 

The prize went to the participant 
writing the best statement, in 25 
words, on why he or she would like 
to own a home freezer. 

Entry blanks could be secured at 
the store or from a newspaper ad- 
vertisement to launch the promo- 
tion. 


Henderson Gets New GECC Post 


NEW YORK CITY—D. O. Thomas, 
southeastern district manager of 
General Electric Credit Corp., re- 
cently announced the appointment of 
W. E. Henderson, credit manager of 
the Birmingham office, to succeed 
G. H. Pearson as manager of the 


Sale of Refrigerators 
Spiral Up 48% for April 
In Washington, Utah 


SPOKANE, Wash.—April sales of 
major appliances showed consider- 
able improvement over March in the 
eastern Washington and _ western 
Idaho area served by the Washington 
Water Power Co., the utility has re- 
ported. 

Refrigerators led the upward spiral 
with a 48% increase in volume over 
March. Water heaters followed with 
a 35% increase, then came home 
freezers up 25%, vacuum cleaners 
up 15%, and ironers up 8%. 

Only major appliances to show 
volume losses were clothes driers 
down 2% and clothes washers down 
5%. 

April unit volume for the various 
appliances was: refrigerators 997, 
home freezers 85, ranges 717, water 
heaters 596, clothes washers 744, 
clothes dryers 41, ironers 149, and 
vacuum cleaners 331, the _ utility’s 


, 
21,480 Memphis office. 


break-down showed. 
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Today’s 


Epidemic 


ably ambitious, confident. 


the going gets tough? 


You’re building what looks like a good sales 
force—young men and veterans—who are presum- 


How long will they stay that way? Do they 
know what selling is all about? 


You probably agree with Mr. Taubeneck—it is a 
great life. But can you infuse your salesmen with 
a real enthusiasm for selling? Can you give them 
a tangible goal? Most important, can you get 

them to sell, sell, sell and work, work, work when 


Can you re-inspire and re-teach your older 
“salesmen” who have been doing everything 
BUT sell for the past eight years? 


No doubt you can, if you work hard enough at 
it. But this delightful new book makes that job 
easy—takes a load off your shoulders. 


You already know how to sell—but do they? 
Have you told them how and why and what and 
where—in detail, patiently? Chances are you 
haven't the time to do this job properly. Next 


Spot-Check Proves It 


Dealer Favors Done During ‘Hard-To-Get’ 
Years Won’t Always Bring Customer Back 


By John O. Sweet and George M. Hanning 


NASHVILLE, Tenn. — Appliance 
prospect lists aren’t worth anything 
unless the prospect can be followed 
up immediately, Marvin Carden, ap- 
pliance department buyer for The 
Harvey Co. here declared recently. 

Customers, even though they have 
purchased in a store in the past, will 
not come back unless they are re- 
lentlessly followed up by the sales- 
man, he believes. 

Though he knew this from his ex- 
perience as an appliance salesman 
in pre-war days, he decided on a 
recent afternoon to prove that it 
still holds true today. 

Spotting a lady in his department 
to whom he had “sold” a refrigera- 
tor back in 1947, he approached her 
and 
“‘Ma’am, I’d like to ask you a few 


questions. I want you to promise to 
answer them frankly and not get 
mad.” 

The woman, her curiosity aroused, 
agreed. The conversation then went 
something like this: 

You remember when we let you 
have your refrigerator back in 1947? 
(The question was _ deliberately 
phrased this way to put a sense of 
obligation on the customer, Carden 
said.) 

Yes, I remember. 

Have you bought any appliances 
since? 

Yes. I bought an automatic washer, 
a water heater, a mixer, and a few 
other things. 

Did you buy any of them in this 
store? 


No. 


TO SELL YOUR SALESMEN 
ON SELLING 


selling Salesmanship to salesmen. And he’s done 

it magnificently! Pursuing his successful formula 
which has made his “One Foot in the Door” and 
“The Marshal’s Baton” best-sellers in the business- 
book field, Author Taubeneck has illustrated each 
of his major points with humorous anecdotes— 
thus making them easy to remember. 


Give each of your salesmen copies of “It’s a 
Great Life” to read and to own—and watch the 
improvement in his whole outlook on life. Tell 
your friends about it. Read it yourself. It will 


“It’s a Great Life” is not only breezy and 
humorous, but it has been written with painstak- 
ing simplicity. All its original ideas are “spelled 
out” carefully in “man in the street” language. 


give you confidence in the possibilities of your 


better). 


business (and maybe you'll find a few new ideas 
in it which will help you run your business 


Every sales manager, every dealer and distribu- 
tor, and every manager or owner of a_ business 
enterprise should see to it that every one of his 


Did you have any reason for not 
buying here? 
No. Nobody asked me to buy here. 


Didn’t you feel obligated to buy 
here after we let you have your re- 
frigerator when you needed it? 


No. I paid for it, didn’t I? 


“That,” Carden declared, “is con- 
vincing proof to me that prospects 
are no good unless they are followed 
up immediately. That woman prob- 
ably would have made all her pur- 
chases here if someone had simply 
asked her to buy. 


“Salesmen today are afraid to 
follow up a prospect. When one 
comes into the store and looks in- 
terested in an appliance, the sales- 
man takes her word that she will 
come back tomorrow. He can think 
of a million excuses for not going 
out to see her. 

“But she won’t always come back 
tomorrow. She might drop into an- 
other store and the salesman there 
may take more initiative in following 
her up. : 

“When the prospect walks out the 
door, the salesman should plan on 


_ seeing that woman in her home that 


night. No later anyway than the next 
day. 

“Today’s salesmen, however, won’t 
learn to do that. They would rather 
wait for her to come back. She might 
get mad if they show up at her 
house so soon after she leaves the 
store!” 


0; 


employes has a copy of “It’s a Great Life” 
for his very own. Experienced salesmen 
will read it for its laughs, and perhaps 
to rejuvenate their own confidence in 
their profession. Neophytes will know, 


G-E retailers through their distribu- best thing is to give them a copy of “It’s a 


tors. i Great Life.” Let the author show them how they 


The kit contains an _ instruction , ae . 1 
booklet and the equipment necessary can have fun while building their personal careers 
(and your business! ). 


for 21 different demonstrations, each 


2 eo ne ee ee ee 
HOUSE, 450 W. Fort St., Detroit 26, Mich. 


Ud like wo have ........ copies of 


designed to highlight. some aspect Dozens of books have been written on salesman- after they’ve read it, that their choice of Yes . & 
of washer performance or construc- s ship, but they've been written by the wrong a career has been right. And every one “T's a Great Life” at $2.50 cach. — als 
tion. The props are packed in a 4 people. Publication of “It’s a Great Life” marks who studies it, we feel confident, will pick . 


durable plastic bag. _ layment Enclosed [] Please Bill Me 


Typical of the demonstrations is 
one in which a glass medicine 
dropper is fed safely through the 
rolls of the wringer. The instruction 
booklet explains the mechanics of 
‘ the stunt and tells the retailers ex- 
actly what should be said in capitaliz- 
ing on the demonstration. 

The new kit costs $4.65. 


up enough new ideas to repay the original 
cost ($2.50) a hundred times over. 


the first time that an entertaining writer—who is 
also a salesman himself—has tackled the job of 


CONJURE HOUSE 450 west Fort stREET, DETROIT 26 MICHIGAN 8 Cite. o-...0.--. Zone... 
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PATENTS 


Week of April 5 
(Continued) 


2,466,193. COMPRESSOR FOR REFRIG- 
ERATING SYSTEMS. August P. Ander- 
son, Goshen, Ind. 


1. A compressor comprising a series of 
pivotally mounted cylinders, pistons axi- 
ally slidable in and pivotally movable 
for pivotally shifting the cylinders, a 
driven eccentric, a ring on the eccentric, 
means including an element rigid with 
and for controlling the angular move- 
ment of the ring for imparting sliding 
and pivotal strokes to the pistons for 
pivotally shifting the cylinders, and 
means controlled by the pivotal movement 
of the cylinders for controlling the intake 
and exhaust of fluid for compression in 
‘tthe cylinders by the pistons. 


2,466,286. REFRIGERATOR DISPLAY 
CASE. Ernest L. Stultz, North Kansas 
City, Mo. 


2 

8. A display case of the character de- 
scribed including a substantially open top 
cabinet, spaced supporting members ex- 
tending across the cabinet at a _ level 
inset below the open top of the cabinet, 
an apertured plate carried on the sup- 
porting members for forming the bottom 
of a display compartment accessible 
through said open top, méans cooperat- 
ing with said plate for forming a duct 
below said display compartment for con- 
ducting chilled air to be _ distributed 
through the apertures of said plate into 
the display compartment, apertured means 
spaced from a wall of the cabinet and 
extending upwardly and forwardly over 
a portion of the display compartment 
to provide an air distributing duct from 
which chilled air is adapted to be dis- 
charged downwardly and across the dis- 
play compartment toward the opposite 
wall, inner and outer transparent panels 
in said opposite wall and forming the 
front of the display compartment, said 
panels being spaced apart to form a 
duct extending downwardly into the 
cabinet below the bottom distributing 
duct and with the outer panel extending 
above the inner panel for providing an 
air inlet from the display compartment, 
and a fan in said cabinet for creating 
a low pressure area in said inlet for 
drawing the air downwardly through said 
space between the panels and delivering 
the air under pressure to said distribut- 
ing ducts, and refrigerating means lo- 
cated in the cabinet in the path of said 
air. 


2,466,360. RACK ASSEMBLY FOR RE- 
FRIGERATORS, OVENS, AND THE 
LIKE. Dewey H. Bitney, assignor to 
Union Steel Products Co., Albion, Mich. 

1. A rack assembly comprising pairs of 
front and rear hangers, pairs of hori- 
zontally disposed vertically spuced parellel 
rails having laterally turned ends secured 
to said hangers, the laterally turned 
front ends of the rails constituting rack 
bearing members, said rails having ver- 
tically aligned downwardly projecting por- 


tions therein adjacent their front ends 
constituting stops, a rack comprising con- 
nected side bars, and front, rear, and 
intermediate cross bars, the side bars 
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having downwardly projecting portions 
adjacent their rear ends engaging the 
outer sides of the rails on which the 
rack is slidably supported, the side bars 
being in slidable engagement with the 
said bearing members of the rails, the 
intermediate bars being in sliding en- 
gagement with the said rails, the rear 
ends of the side bars being upwardly 
offset from the plane of the rack and 
supporting the rear cross bar in an ele- 
vated relation to the plane of the rack 
to coact with said stops, and in slidable 
relation to the rails above the rails on 
which the rack is supported, whereby 
the rack is supported in an extended 
horizontal position but may be disengaged 
from the rails by tilting the front end of 
the rack upwardly to pass the rear cross 
bar under the coacting rail stops. 


2,466,381. PIVOTED BENDER AND AD- 
JUSTABLE GUIDE FOR METAL TUB- 
ING. George S. .Clouse, Seattle, Wash. 


A machine for bending metal tubing 
comprising, in combination: a flat mount- 
ing base; a journal pin carried by and 
projecting above the base with its axis 
located normal to the latter; a former- 
wheel receiving a journal mounting from 
the pin and having a lever-arm made 
an integrated part of the wheel and 
projecting radially therefrom flush or 
approximately flush with the lower face of 
the wheel, said wheel, between the root 
end of the lever-arm and its upper face, 
being provided in the perimeter with a 
circumscribing groove shaped, in point of 
its cross-sectional contour, to produce a 
snug seat for the tubing which is to 
be bent, said tubing being arranged and 
adapted to be fed in a tangential direc- 
tion to the wheel; a journal pin carried 
by and projecting above the lever-arm 
to locate its axis parallel to. the wheel- 
supporting journal pin; a strut bolted 
to the lever-arm and stabilizing the upper 
end of said arm-carried pin; means for 
attaching the leading end of the tubing 
to the lever-arm comprising a block mem- 
ber pivotally mounted on the pin be- 
tween the lever-arm and the strut and 
providing a gripping jaw offset laterally 
in the direction of the lever arm’s tube- 
bending movement beyond a radius of 
the wheel traversing the journal axis 
of the block member; and a rotatively 
mounted roller having in its perimeter 
a groove forming a seat for the tubing 
which is being fed to the wheel and 
carried by the mounting base to engage 
the stock at.a point in advance of the 
latter’s contact with the wheel for im- 
posing upon the tubing a force in oppo- 
sition to the bending movement of the 
lever-arm. 


2,466,479. DEFROSTING APPLIANCE. 
Charles J. Roach, Hamilton, Ohio. 


7. A device of the character described, 
comprising a hollow insulated shell mem- 
ber having the general proportions of an 
ice cube tray, vents in the side walls of 
said member, a bottom closure member 
for said shell member, vents in said clo- 
sure member,: means to hold said device 
in spaced relation to a supporting sur- 
face so that air may reach the vents 
in said closure member, a heating ele- 
ment mounted within said shell member, 
and means for connecting said heating 
element with a source of electric current. 


(To Be Continued) 
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Receive the greatest trade paper in the Industry—Air 
Conpitioninc & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
ing, and contracting. Only $5 per year, 52 issues. 

Fill in coupon and mail today 


AIR CONDITIONING & REFRIGERATION NEWS 
450 West Fort Street, Detroit 26, Michigan 


Gentlemen: Send the NEWS for one year. 
[] $5 enclosed [] Bill me [] Bill the company 


RATES for “Positions Wanted” $5.00 
per insertion. Limit 50 words. 10¢ per 
word over 50. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


DO YOU have a help problem? Let us 
solve yours. Select from our graduates 
the man qualified to handle your work. 
We have men available for all parts of 
the country, who have completed 34 weeks 
of practical shop refrigeration and some 
who have also completed our practical 
advanced training course in air condition- 
ing. Many are very well qualified. THE 
ST. LOUIS SCHOOL FOR ELECTRICITY 
AND REFRIGERATION, INC., 6767 
Southwest Avenue, St. Louis 17, Missouri. 


SERVICE ENGINEER in all types of air 
conditioning, including steam, commercial 
and domestic refrigeration. Capable of 
designing for my own jobs. Hold elec- 
trical contractors license. Age 48. Desire 
position with air conditioning manufac- 
turer. Will go anywhere. BOX 3237, Air 
Conditioning & Refrigeration News. 


A SS se smut 


MANUFACTURERS REPRESENTATIVE 
—Established sales engineer, desires di- 
rect factory representation on East Coast 
of well known line of refrigeration, air- 
conditioning, and allied products. Has 
own showroom and office facilities. Am 
favorably and well known in industry 
with many personal contacts among con- 
tracting dealers and distributors. BOX 
3239, Air Conditioning & Refrigeration 
News. ; 


POSITIONS AVAILABLE 


SALES MANAGER wanted: Old estab- 
lished commercial refrigeration contractor 
located in Detroit, Michigan, wants capa- 
ble man thoroughly experienced in Am- 
monia and ‘‘Freon’’ applications to take 
charge of sales. Exceptional opportunity 
for man who can qualify. Write giving 
full details of education, experience and 
personal data. BOX 3221, Air Condition- 
ing & Refrigeration News. 


FIELD SERVICE engineer: San Fran- 
cisco, California, Bay area has a refriger- 
ation service man we need for a field 
service engineer to cover entire west coast 
and nearby territory. Here’s one of those 
positions you seek but seldom find. A 
real opportunity to prove your ability in 
leadership, enthusiasm for accomplishing 
your objectives, and stability. We are one 
of the oldest and largest manufacturers 
of food store refrigeration equipment. A 
promotion created this vacancy. Write 
full detailed particulars, giving back- 
ground and experience, with references, 
in first letter, with picture of yourself. 
Salary and expenses. BOX 3225, Air Con- 
ditioning & Refrigeration News. 


FIELD SERVICE engineer is required in 
the Chicago and Milwaukee area and 
surrounding territory to fill vacancy 
created by promotion. Here is an oppor- 
tunity for an aggressive refrigeration 


service man to elevate himself to a posi- ~ 


tion for better opportunity in the future. 
Old established food store fixture manu- 
facturer well entrenched in the industry, 
with highest credit rating. Write all 
details of your background, experience, 
and give references in first letter, with 
picture of yourself. Salary and expenses. 
BOX 3226, Air Conditioning & Refrigera- 
tion News. 


SALES MANAGERS wanted by commer- 
cial-refrigerator manufacturer. Several 
districts open for competent sales man- 
agers who can establish new sales outlets 
and work with dealers already estab- 
lished. Long-established manufacturer 
with excellent reputation and complete 
line of commercial refrigerators for self- 
service stores. Excellent opportunity for 
men with general knowledge of commer- 
cial-refrigerator business. Write giving 
full details of background and experience. 
Our present men know of these openings. 
BOX 3235, Air Conditioning & Refrigera- 
tion News. 


AIR CONDITIONING and refrigeration 
engineer with practical experience. Ex- 
tended program offers excellent oppor- 
tunity. Give full particulars, advising 
salary expected. BOX 3238, Air Condi- 
tioning & Refrigeration News. 


WANTED: EXPERIENCED man 0of 
proven record, sales and training sales- 
men, for long time covered Iowa territory, 
who can advance himself to branch man- 
ager and higher positions, with firm of 
long standing, manufacturing commercial 
refrigeration fixtures. Describe yourself 
fully, family, past employment, and earn- 
ings. Write BOX 3241, Air Conditioning 
& Refrigeration News. 


EQUIPMENT WANTED 
WANTED—COMPRESSORS % H.P. and 
up, expansion valves and other supply 
items—Immediate action. Reply BOX 3233, 
Air Conditioning & Refrigeration News. 


EQUIPMENT FOR SALE 
REFRIGERATOR DOORS. 3/6” by 6/6” 


Jamison-York double batten auto close’ 


doors complete with removable track 
heads for 72” track. 1%” corkboard in- 
sulation. Brand new. $95 each. Freight 
prepaid in U.S. BIMEL CO., Cincinnati, 
Ohio. 


DEHYDRATORS—American Injector Co. 
model 116-4 silica gel filled, 6%” long 
over-all, 13%4¢” diameter, % SAE connec- 
tions. One dollar each. 90 cents in 10 lots, 
85 cents in 25 lots, 80 cents in lots of 
fifty or more. FRANK P. FOLEY, INC., 
564 Walton Ave., New York 51, N. Y. 


ALUMINUM ICE cube trays, most popu- 
lar size 444” x 114” x 134”. Heavy gauge, 
pure aluminum, complete with grid, 
cents each. Immediate shipment 
quantity. FRANK P. FOLEY, INC., 564 
Walton Ave., New York, N. Y. 


including blowers, Thermobank, solenoid, 


BRAND NEW Kramer Trenton Thermo- 
banks: #TV75 complete—including blower, 
Thermobank, solenoid, Tork clock, heat 
exchanger, strainer, $95,63 ea. #TV103 
complete—including blower, Thermobank, 
less solenoid, Tork clock, heat exchanger, 
strainer, $99.40 ea. Comb. #07 complete— 


Tork clock, heat exchanger, strainer, 
$175.00 ea. Comb. #1 complete—including 
blowers, Thermobank, less solenoid, Tork 
clock, heat exchanger, strainer, $158.03 ea. 
Universal units—heavy duty, complete 
with Ranco pressure controls: 25FS 4 
H.P. air cooled, $53.20 ea. 50FS % H.P. 
air cooled, $76.80 ea. 75FS % H.P. air 
cooled, $99.50 ea. 100FS 1 H.P. air cooled, 
$141.30 ea. W50FS % H.P. water cooled, 
$94.60 ea. W75FS % H.P. water cooled, 
$119.00 ea. W150FS 1% H.P. water cooled, 
$173.00 ea. Penn water regulating valves— 
series 246: 246P03 %” I.P.T. thread body, 
$3.00 ea. 246P06NH %” I.P.T. thread 
body, $6.00 ea. 246P08 1” I.P.T. thread 
body, $7.00 ea. 246P08NH 1” I.P.T. thread 
body, $8.00 ea. Water regulating valves: 
2” FPT Perfection water regulating valve, 
$10.00 ea. 2%” FPT Perfection water 
regulating valve, $20.00 ea. 3” FPT 
Simoniz water regulating valve, $35.00 ea. 
3” FPT Perfection water regulating valve, 
$25.00 ea. Electric motors, single phase: 
% H.P. Fairbanks-Morse, 110/220, 60 c, 
$26.87. % H.P. Wagner, 110/220, 60 c, 
$26.87. 1 H.P. Wagner, 110/220, 60 ec, 
$40.19. 1 H.P. Delco, 110/220, 60 c, $40.19. 
1 H.P. Westinghouse, 220, 60 c, $40.19. 
1 H.P. Holtzer-Cabot, 115/230, 60 c, $40.19. 
1% H.P. Century, 110/220, 60 c, $52.80. 
1% H.P. Wagner, 110/220, 60 c, $52.80. 
1% H.P. Wagner, 110/220, 50 c, $39.52. 
2 H.P. Century, 110/220, 60 c, $59.12. 2 
H.P. Wagner, 110/220, 60 c, $59.12. 2 H.P. 
Wagner, 110/220, 60 c, $59.12. 2 H.P. 
Wagner, 208/416, 60 c, $59.12. 3 H.P. Cen- 
tury, 110/220, 60 c, $85.63. 3 H.P. Wagner, 
110/220, 60 c, $85.63. 3 H.P. G.E., 110/220, 
60 c, $85.63. Universal hermetic unit: 
S13L-1 % H.P. low temperature, $49.50. 
Tecumseh compressor bodies, 2300 % H.P., 
twin cylinder, complete with flywheel and 
service valves, $18.50. Electric motors—3 
phase: % H.P. Wagner, 220-v, 50/60 c, 
$24.44. 3, H.P. Wagner vertical, 380-v, 60 
c, $24.44. 3% H.P. Ideal vertical, 220/440-v, 
60 c, $24.44. H.P. Century vertical, 
220/440-v, 50/60 c, $24.44. 1 H.P. Century, 
220/440-v, 50 c, $40.19. 1% H.P. Wagner, 
220/440-v, 50/60 c, $39.52. 1% H.P. General 
Electric, 220/440-v, 50/60 c, $39.52. 1% 
H.P. Century, 220/440-v, 50/60 c, $39.52. 
1% H.P. Fairbanks-Morse, 220/440-v, 50/60 
c, $39.52. 1% H.P. Century, 220/440-v, 
50/60 c, $39.52. 2 H.P. Century, 110/220-v, 
60 c, $47.77. 2 H.P. Wagner, 110/220-v, 
60 c, $47.77. 2 H.P. Century, 220/440-v, 
50/60 c, $47.77. 2 H.P. Fairbanks-Morse, 
220/440-v, 50/60 c, $47.77. 3 H.P. Century, 
220/440-v, 60 c, $51.09. 3 H. P. Wagner, 
220/440-v, 60 c, $51.09. 3 H.P. General 
Electric, 220/440-v, 50/60 c, $51.09. 3 H.P. 
Century, 220/-440-v, 50/60 c, $51.09. 3 H.P. 
Wagner, 220/440-v, 50/60 c, $51.09. 5 H.P. 
Wagener, 440-v, 50 c, $60.85. 5 H. P. Wag- 
ner, 208-v, 60 c, $60.85. 5 H.P. Wagner, 
220/440-v, 50/60 c, $60.85. 5 H.P. General 
Electric, 220/440-v, 50/60 c, $60.85. 5 H.P. 
Century, 208/416-v, 60 c, $60.85. 7% H.P. 
Wagner, 220/440-v, 50/60 c, $79.79. 7% 
H.P. Century, 208/416-v, 50 c, $79.79. 10 
H.P. General Electric, 380-v, 50 c, $101.01. 
10 H.P. General Electric, 220/440-v, 50 c, 
$101.01. 10 H.P. Wagner, 220/440, 50/60 c, 
$101.61. 10 H.P. Fairbanks-Morse, 220/440- 
v, 50/60 c, $101.61. 15 H.P. Century, 
220/440-v, 50/60 -c, $121.14. 15 H.P. Gen- 
eral Electric, 220/440-v, 50/60 c, $121.14. 
Cutler-Hammer magnetic starter, 50% 
lower than jobber quotations: CH9584H283, 
size 0, $7.50. CH9584H285, 0, $7.50. CH- 
9584H295, 0, $7.50. CH9584H330, size 1, 
$8.00. CH9584H331, 1, $8.00. CH9584H335, 
1, $8.50. CH9584H347, 1, $8.00. CH9584H- 
517, 1%, $9.00. CH9584H518, 1%, $9.00. 
CH9586H1293, 0, $8.00. CH9586H1705, 1, 
$8.50. CH9586H1706, 1, $8.50. Low pres- 
sure controls: type PH—20” V. 40# range 
5-30# differential 10-26# setting, Cutler- 
Hammer, $2.95. Alco solenoid valves: 
Model R-11, 110V-60 cycle, 14% FPT, $15.00. 
R-11, 208V-60 cycle, 14% FPT, $15.00. R-11, 
220V-60 cycle, 14% FPT, $15.00. R-11, 440V- 
60 cycle, 14 FPT, $15.00. R-61, 440V-60 
cycle, 1% FPT, $15.00. R-61, 208V-60 cycle, 
1% FPT, $16.00. R-21, 220V-60 cycle, 1% 
FPT, $16.00. R-21 208V-60 cycle, 2” FPT, 
$20.00. R-21, 220V-60 cycle, 2” FPT, $20.00. 
R-11, 208V-60 cycle, 154” tubing, $15.00. 
R-11, 220V-60 cycle 1544” O.D., $15.00. R-61, 
208V-60 cycle, 15%” O.D., $15.00. R-61, 
440V-60 cycle 1%” O.D., $15.00. R-21, 
208V-60 cycle, 2%” O.D., $30.00. R-21, 
220V-60 cycle, 2%” O.D., $30.00. Penn low 
pressure control: 3P3 20” vac. to 50 Ibs. 
press., min. 5 lbs. to max. 40 Ibs., 4” 
female I.P.T., close high, open low, $4.00. 
Equipped with monel bellows corrugation 
housed in steel cup. Special! 1 H.P. air 
cooled condenser, 4 row, $8.00. Approx. 
size, height 14”—length 24”—depth 34”. 
American Injector oil separators: #400S 
36” inlet, %” outlet, $5.00. Allen & Brad- 
ley magnetic starter: AB#709, type 1, 1% 
H.P., 220V, 3 phase, 50 c, $7.50. AB#709, 
type 1, 7% H.P., 440V, 3 phase, 60 c, $10.00. 
Send for free folder. All materials are 
new, shipped F.O.B. N. Y. No order too 
small. Don’t wait send your order now. 
TRACO INDUSTRIAL CORPORATION, 
Dept. A, 455 Eleventh Ave., New York 18, 
N. Y. BRyant 9-1324. 


HOME FREEZERS are going fast—4 cu. 
ft.—price is still $30.00—a real buy. Out- 
side measurements 27” x 25” x 34” deep. 
Top has 3” insulation, rest 4”. Inside 


measurements 19” x 17'4”—inside depth 
16”. Finished baked white enamel—less 


compressor. valve, drier & tubes. GEN- 
ERAL REFRIGERATOR CO., 856 No. 
Broad St., Philadelphia, Pa. ST. 7-2240 
and 2241. 


BRAND NEW Chrysler Airtemp condens- 
ing units, open type, air-cooled, complete 
with control: 144 H.P., model B-25A, $59.00 
ea.; 44 H.P., model B-33A, $69.00 ea.; % 
H.P., model B-50A, $89.00 ea.; % H.P., 
model B-75A, $109.00 ea.; 1 H.P., model 
B-100, $139.00 ea. Prices are net, FOB 
NYC—subject to prior sale. Please accom- 
pany orders with deposits; balance s/d 
or COD. GENERAL REFRIGERATORS 
CORPORATION, 678 Broadway, New 
York 12, N. Y. 


8” SUPERFREEZER DOORS—$110.00. All 
new 2’6” x 6’ Jamison or Butcher Boy. 
Right or left hand swing. ROCK WOOL 
INSULATION COMPANY, 250° Stuart 
Street, Boston, Mass. 


TYPHOON AIR conditioning units—3 ton, 
single phase, in original crates while they 
last—$690.00 F.O.B. St. Louis. HENRY 
WEIS JR., INC., 1919-21 Washington Ave- 
nue, St. Louis 3, Missouri. 


TWO 6? x 6? compressors with 50 h.p. 
motor. Reduced starter and evaporative 
condenser all mounted on a heavy steel 
frame for portability. Used short period. 
Only $4000. P. O. BOX 6006, Houston, 
Texas. 


BUSINESS OPPORTUNITIES 


REFRIGERATION BUSINESS for sale in 
large midwestern city. Ideally located for 
new and used, wholesale and retail. In- 
cludes exclusive distributorship in two 
leading commercial lines, service business, 
office and shop equipment. Ample floor 
space, long lease with low rent. Total 
fixed overhead is less than that of a small 
retail outlet. Goodwill has been built 
with several years of A-1 service and con- 
stant direct mail and newspaper advertis- 
ing. Full price only $5,000.00 without 
merchandise, or merchandise inventoried 
at cost if desired. Have interests on West 
coast reason for selling. Will sell modern 
home in fine residential section also if 
desired. BOX 3228, Air Conditioning & 
Refrigeration News. 


SOUTHERN CALIFORNIA — For = sale: 
Established refrigeration and air condi- 
tioning sales and _ service business in 
thriving community of 100,000 population 
in Los Angeles area. Desirable commer- 
cial refrigeration clientele. Favorable 
potential for air conditioning sales. BOX 
3229, Air Conditioning & Refrigeration 
News. 


FOR SALE: Installation and service de- 
partment of oldest established refrigera- 
tion house in Pittsburgh, Pa. Will divide 
service and installation department from 
sales department retaining name of firm. 
We sell them, you install, maintain serv- 
ice. Divide overhead which is_ small. 
Excellent opportunity. Small capital re- 
quired. Write BOX 3230, Air Conditioning 
& Refrigeration News. 


FOR SALE: Refrigeration sales and serv- 
ice business, well established service ter- 
ritory of over one million ‘in Bay area, 
valuable northern California distributor- 
ship, authorized service, commercial and 
marine accounts. Shop fully equipped, 
two service trucks, lease on _ building. 
Sacrifice at $15,000 cash. BOX 3236, Air 
Conditioning & Refrigeration News. 


FOR SALE: Established commercial re- 
frigeration sales and service business in 
southern Wisconsin. Distributor’s fran- 
chise. New stucco building, equipment, 
truck and shop facilities. Excellent loca- 
tion. Lovely display room. BOX 3240, 
Air Conditioning & Refrigeration News. 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment in 
fall term classes starting September 13 and 
October 25. Fully GI approved courses 
in air conditioning, refrigeration, heating, 
ventilating, sheet metal layout, heat pump 
engineering. Write for free information. 
DETROIT AIR CONDITIONING INSTI- 
TUTE, Dept. D, 4125 Grand River, De- 
troit 8, Michigan. 


MISCELLANEOUS 


ATTENTION CONTRACTORS—Dealers— 
Servicemen. Norge sealed units remanu- 
factured and exchanged. Immediate de- 
livery from stock. 1 year guarantee. 
Write for prices and shipping instruc- 
tions. MODERN REFRIGERATION CO.. 
INC., 12541 E. McNichols Road, Detroit 5, 
Michigan. 


AVOID TROUBLE. Be safe with licensed 
commercial refrigeration fixture movers. 
We are licensed under Michigan Public 
Service Commission to or from any place 
in Michigan, with hydraulic lift trucks. 
Van service for store fixtures, furniture. 
FRANK H. CASS CO., 6041 Van Dyke, 
Detroit, Michigan. WA. 1-0853. 


DISTRICT 
REPRESENTATIVE 


Manufacturer of Condensing Units 
has opening for representative in 
southeast United States. Prefer 
man who lives in and knows the 
Southeast. Attractive proposition 
in a now producing territory for 
the right man. Box 3234, Air Con- 
ditioning & Refrigeration News. 


SWIFT 


PULLEYS AND 
_ FAN BLADES — 


INDUSTRIAL & VARIABLE SPEED PULLEYS 


SWIFT MANUFACTURING CO 


1455 E. NINE MILE ROAD 


- HAZEL PARK, MIC 


SC 
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FREEZER DEALER FIELD 
CROWDED, IT’S REVEALED 


Powell Refrigeration 
516 E. Colby 
Whitehall, Mich. 
Editor: 

The enclosed clipping (‘Buffalo 
Food Stores Begin Freezer Sale’’) 
inspired this doubtful poetry. How- 
ever, I refer to this as the straw that 
did you know what. 


Everybody wants to “get into the 
act”— 

Grocer, druggist, dairy, frozen food 
pack— L 

Co-Op, direct selling, and the man 
“Who has a friend’— 

It’s beginning to get me in my weary 
end— 

This dirge the refrigeration dealer 
chants— 

The poor sap is going to lose his 
pants— 

BUT, a few crumbs of service may 
come my way— 

Or else my family won’t eat today— 

The grub on the front line is the 
“forgotten man’— 

Without protection he’s an 
ran’— 

Like ‘“49ers,’’ armed with a “Tum’’— 

To cure our ulcers, ‘‘California, here 
we come.” 


“also 


With ulcers on my ulcers, I remain, 
A. F. POWELL 


FIRM SEEKS PRODUCER 
FOR PACKAGE KITCHEN 


The Invisible Kitchens, Inc. 
122 S. Michigan Ave. 
Chicago, Il. 

Editor: 

We have a complete compact 
kitchen unit, all metal, ready for 
manufacture, and thought one of the 
firms listed in the directory would 
be interested in the manufacturing 
of them. 

There is to be a refrigerator in- 
cluded in the kitchen unit, which will 
resemble a large console cabinet when 
closed. It is especially made to set 
out in small homes, apartments, 
cabins, etc. The units will include 
gas or electric burners and an elec- 
tric roaster. 

It is our thought a firm in the 
refrigeration field or sheet metal 
fabrication would be interested. 


H. H. BRYAN 


OPINIONS MAY DIFFER, 


BUT ‘DOPE’ MAKES SENSE 


International Correspondence School 
Scranton, Pa. 
Editor: 

I could not resist this opportunity 
of writing to you. Your column, 
“Inside Dope,” is one of the frankest 
statements of common sense that it 
has been my good fortune to read. 
I do not agree with you all of the 
time but that is only natural. 


HUGH ARCHBALD, JR., Principal 
School of Steam and 
Marine Engineering 


SCHELLENBERG DOES WELL 
ON NO MATTER WHAT JOB 


Allen Supply Co. 
1001-1007 Eighteenth St. 
Altoona, Pa. 

Editor: 

Praise is never too late, I am told. 
Your book “One Foot in the Door,” 
of which I have a first edition, auto- 


graphed copy, was a potent shot in 
the arm to some of us peddlers who 
have (almost) lost the knack of 
competitive selling. 

I particularly enjoyed your recent 
article on our mutual friend, Art 
Schellenberg, whom I now see only 
at All-Industry Shows, assuming he 
will continue to attend. Like you, 
I would not be surprised at any- 
thing he might tackle, and share 
your confidence in him to do a super- 
lative job, whatever it might be. 

You may recall that before the 
War I worked as a valve peddler for 
Art (and Dick Dawson) at Alco 
Valve Co., and after the War for 
Dick at Henry Valve Co. I resigned 
in the fall of 1947 and with Joe Hipps 
as silent partner, (we) opened a 
jobbing house here in _ Altoona, 
Eastern Refrigeration Supply Co., as 
a branch, really, of Joe’s store in 
Greensburg of the same name. As 
of May 1, 1949, I purchased Joe 
Hipps’ interest and now operate as a 
proprietorship under the trade name 
Allen Supply Co., entirely inde- 
pendent. 

CHARLES C. ALLEN, 
Proprietor 
P.S.: Keep on with those “eye-open- 
ing” editorials; you are so right so 
often, in our humble opinion. 


“GREAT LIFE’ IS WELL 
TIMED SELLING BOOK 


Remington Air Conditioning Co. 
Cortland, N. W. 
Editor: 

The other day I observed in the 
office of the head of a large business 
a sign reading “Timing Is Every- 
thing.” I feel that your timing in 
bringing out the new book, “It’s a 
Great Life,” was perfect. Certainly 
this is an ideal time to do something 
about selling more people on a career 
of salesmanship—and you have done 
s. 

My compliments on a good job. 

HERBERT L. LAUBE, 
President 


EVERY LIBRARY NEEDS 
COPY OF ‘GREAT LIFE’ 


Deepfreeze Division 
North Chicago, Il. 
Editor: 

I believe you have written an ex- 
ceptionally fine book for the retail 
salesman and for anyone who is 
thinking of becoming a salesman. 

This book should be included in 
every salesman’s library. It is much 
more interesting and easier to read 
than the usual book on salesmanship. 

Many compliments to you for an 
excellent book. “ 

R. V. NEWBELL, © 
Advertising Manager 


CONDITIONS WARRANT 
BOOK ON SALESMANSHIP 


Electric Institute of Boston 
80 Boylston St. 
Boston, Mass. 


Editor: 

Just received a copy of your latest 
“It’s a Great Life.” I was surprised 
as well as pleased to find your re- 
ference to the Electric Institute of 
Boston in the first paragraph of your 
preface. 

I hope your book sells well for it 
is certainly much needed in these 
days. 

JOHN G. WADDELL, 
Managing Director 


Whipped Cream Specialties Case 


Food Conditioner Keeps 


Temp. Between 30 & 35° « 


DENVER—One of the most spa- 
cious refrigerated bakery display 
cases in use in the Rocky Mountain 
area is aiding William Allingham, 
owner of the Mary Ann Bakeries 
here, in successful promotion of 
whipped cream specialties, sharp- 
frozen baked goods, and other prod- 
ucts. 

The big refrigerated case, unlike 
the usual refrigerated self-serve unit, 
is 6 ft. long, 5 ft. high, and 3% ft. 
deep. It is located at the rear of 
the bakery, immediately facing the 
front entrance, and thus prominent, 
quickly notifies incoming customers 
that the Mary Ann Bakery is a “‘spe- 
cialist’” in whipped cream products, 
frozen baked goods, etc. 

The case was installed for Alling- 
ham by a Denver refrigeration or- 
ganization, with a “food conditioner” 
coil keeping the interior at a cool 
temperature between 30° and 35° F., 
according to thermostat settings. The 
30-odd pans of whipped cream prod- 
ucts, such as whipped cream cakes, 
pies, eclairs, and cream puffs which 
fill up the interior are set on perfor- 
ated, white-enameled shelves, which 
permit adequate circulation of chilled 
air through the interior, while main- 
taining a supersanitary appearance. 

Interior of the case is hard-sur- 


’ faced throughout, for ease of clean- 


ing, and two “cold light” extended 
lighting units provide strong illumi- 
nation, without heat. 


Herman Nelson Announces 
Appointments of Chicago 
Branch, Regional Mgrs. 


MOLINE, Ill. — Herman Nelson 
Corp. here, manufacturer of heating 
and ventilating products, has an- 
nounced the appointments of C. A. 
Pickett as Chicago regional sales 
manager and Lester D. Linehan as 
manager of the Chicago branch office. 

Pickett will supervise sales activi- 
ties in the Detroit, Saginaw, Grand 
Rapids, Indianapolis, Milwaukee, St. 
Louis, and Chicago sales territories. 

He became associated with the firm 
in 1920 as representative in Kansas 
City. Later he served as manager of 
the sales office in St. Louis, and since 
1937 has been manager of the Chi- 
cago branch sales office. 

Linehan has had 20 years’ experi- 
ence in the heating industry and was 
for many years with Peoples Gas, 
Light & Coke Co., Chicago. More 
recently, he was Chicago branch 
manager for Penn Electric Switch 


Co. 


replace it 


right with Kanto... ; 


s 


Eliminate costly call-backs with 
Type 0-91 “ALL-WEATHER” CONTROL 


Servicemen rely on the precision 
workmanship and _ trouble-free 
qualities of Ranco Replacement 
Controls for installations § in 
coolers, display cases, florist 
boxes, and similar temperature 


Rance Ine. 


COLUMBUS 1, OHIO 


range fixtures. 
expensive 
right with Ranco! 
Ranco wholesaler to show you the 
complete line of Ranco Replace- 
ment Controls today. 


Save time, delay, 
call-backs—replace it 
Ask your 


World's Largest Manufacturers of 
Refrigeration Controls . . . more 
than 20,000,000 controls in use 


specialists in refrigeration 

@ dependability 

@ greater customer satisfaction 
@ more Ranco controls in use 
@ less stock to carry 

® more profit to you 


“~~. 


Loft Candy Shops Air Cooled 


NEW YORK CITY—AIll Loft 
Candy subway shops were recently 
air conditioned with 5-ton Chrysler 
Airtemp units to maintain tempera- 
tures of 74° F. in the selling areas 
and 71° F. in the stockroom. 


Detroit’s “All-Industry’ 
Picnic Will Be July 31 


DETROIT—An “all-industry” pic- 
nic for refrigeration and air condi- 
tioning men and their families in the 
Detroit area will be held starting at 
10 a.m. Sunday, July 31, under the 
sponsorship of the Refrigeration Con- 
tractors Association of Detroit, with 
the cooperation of refrigeration parts 
and supplies wholesalers. 

The picnic will be held at the 
Beverly Gardens Picnic Grounds, 13 
Mile Rd. west of Van Dyke, in 
Warren Township. Charles J. Purdue 
of Detroit Cooperative Refrigeration 
is chairman of the affair, and Alex 
S. McGhie of McGhie Refrigeration 
Service is vice chairman. 


In the Mary Ann Bakeries, Denver, this 

refrigerated case for whipped cream 

specialties and frozen baked goods 
holds temperatures of 30°-35°. 


Y 


MODEL CT-42 
REMOTE OR 
SELF-CONTAINED 


JORDON Ia SENSATIONAL 


COUNTER-TOP DISPLAY CASE 


ww ainda 


8 


Every Feature a Selling Punch! | 


q 


* Oversize MICARTA TOP with ticket moulding. 
* Triple-glazed THERMOPANE display front. 
Full length PORCELAIN mezzanine shelf. 

Full length FLUORESCENT lighting. 

Insulation 25% HEAVIER than average. 
ALL-WELDED STEEL construction. 


Two sliding GLASS REAR DOORS-—each 24” x 30”, mounted 
in hard rubber frames. 


EXTRA SERVICE LIGHT in service section. 


RUST PROOFED TRIPLE PLATED floor racks and display 
sections. 


Convenient ELECTRIC CONNECTIONS for scale or slicer. 
Super-de luxe, multiple coat AUTO-BODY FINISH. 

Listed and Approved by UNDERWRITER’S LABORATORIES. 
Remote type models have TUBING BROUGHT TO EXTERIOR 
OF CASE WITH VALVE ATTACHED. 

Self-contained models equipped with SEALED UNIT with 
5 YEAR WARRANTY. 


Delivery schedule PROMPT. We are in full production on 
this model now. 


+ + ++ HH HH HHH HH 


Dimensions: REMOTE MODEL — 73” Long. 42” High. 3314” Deep. 
WITH COUNTER EXTENSION—100'2" Long. 42” High. (Housing 
36” High). 


AMERICA'S MODERN COMPLETE LINE 


JORDON REFRIGERATOR CO. 
et Factory and Sales Division . 
_ 58th Street and Grays Avenue 
Philadelphia 43, Pa. 
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5 Local Rses Chapters 
Form Missouri Assn., 
Petition for State Charter 


KANSAS CITY, Mo.—Five chap- 
ters of the Refrigeration Service En- 
gineers Society have petitioned for 
a state association charter in the 
name of the Missouri Association, 
RSES, according to Cecil R. Visger, 
newly-elected president of the group. 

The are the Jefferson City (central 
Missouri), Joplin, Springfield, St. 
Joseph (Pony Express), and Kansas 
City chapters. 

The association has adopted a con- 
stitution and elected the following 
officers, in addition to Visger: M. F. 
Champieux, Springfield, vice presi- 
dent; Don A. Daso, Jefferson City, 
secretary and educational director; 
E. F. Schultze, St. Joseph, treasurer; 
and William J. Bicknell, Pittsburgh, 
Kan., sergeant-at-arms. 

Visger said plans are under way to 
hold a state educational meeting at 
the Robideaux hotel in St. Joseph 
Oct. 15 and 16. H. E. Young of St. 
Joseph has been appointed meeting 
chairman. 


1950 Market Dates Avoid 
Post-Holiday Openings 


CHICAGO — “Definite” dates set 
for the 1950 Chicago Home Furnish- 
ings Markets will avoid post-holiday 
openings, which have long plagued 
both buyers and manufacturers. 

Market dates confirmed for 1950 
during sessions at the recently held 
Summer Market will be Jan. 9-20, 
and June 19-29. 

Arrangements have been made 
with hotels for accommodations, so 
that no change in plans is antici- 
pated. The dates were to have been 
switched from post-holiday openings 
this year, but hotel men said that they 
couldn’t supply rooms at the time of 
the new dates. 


Winsor Gets Baker Line 


SOUTH WINDHAM, Me.—Baker 
Refrigeration Corp. here has an- 


Made Gen. Sales Mor. 


ed 


JOHN K. KNIGHTON 


* * * 


Servel Appointments - - 


(Concluded from Page 1, Column 4) 


dent, according to Louis Ruthenburg, 
president of Servel. 

John K.*Knighton, who has been 
assistant vice president in charge of 
sales and sales manager for more 
than six months, will become general 
sales manager, reporting directly to 
the management and assuming full 
responsibility for all sales functions 
of household refrigerator, air condi- 
tioner, water heater, and export 
sales—sales promotion, advertising, 
and sales research. 

Jones in his new position will 
serve in an advisory capacity with 
respect to sales and other functions 
of the business. 

Jones came to Servel in 1933 as a 
district sales manager in Texas. He 
served in this capacity for a short 
time, later being named the com- 
pany’s regional manager in that area. 
He came to Evansville as general 
sales manager. In 1936 he was made 
vice president in charge of sales. 

Knighton joined Servel as man- 
ager of the all-year air conditioning 
division in 1939. He served in this 
capacity all during the company’s 


Dr. Mills Names Firms Helping Build 
His Radiant Heated-Cooled House 


CINCINNATI—With the start of 
construction for his experimental 
residence to field test his ideas on 
reflective radiant conditioning, in- 
volving cooling as well as heating, 
Dr. C. A. Mills, professor of experi- 
mental medicine in the College of 
Medicine, University of Cincinnati, 
has announced the names of firms 
and individuals cooperating with 
him. 

Among the firms cooperating are 
Frigidaire Div. of General Motors, 
General Electric Co., Minneapolis- 
Honeywell Regulator Co., and Ameri- 
ean, Air Filter Co. 

The experimental house, deliber- 
ately lacking conventional air condi- 
tioning, furnace, and insulation, will 
be a one-floor, flat-roof residence 
sitting on a concrete slab. 

It is situated on a hill which drops 
abruptly several hundred feet to the 
south of the city’s downtown or 
basin area and to the west of the 
Millcreek Valley industrial and rail- 
road area. — . 

Garage and rooms for storage and 
mechanical equipment will be under 
the bedroom end of the house, using 
an abandoned end-of-the-line street- 
car turn-around cut as the driveway 
approach. 

Various features will be furnished 
as indicated by the following firms: 
Pease Woodwork Co., Cincinnati, the 
house structure; Frigidaire Div., 
General Motors Corp., the radiant 
cooling system and all kitchen and 
service equipment; Reynolds Metals 
Co., decorative foil wall coverings, 
foil roofing, aluminum’ windows, 


screens, liners, flashings, and other 
aluminum products; Nye-Wait Co., 
Auburn, N. Y., living-dining room 
wall-to-wall nylon carpeting; Goodall 
Co., New York City, especially woven 
heat-reflective window draperies; 
American Air Filter Co., through the 
Helpburn Engineering Co., Cincinnati, 
electric air-filter unit with the B. & J. 
Jacobs Co., Inc., Cincinnati, making 
the installation; Cincinnati Gas & 
Electric Co., in consultation with 
General Electric Co. research engi- 
neers, heating and lighting; Stewart 
Iron Works Co., Inc., Covington, Ky., 
aluminum and iron fencing to enclose 
the property; Armstrong Cork Co., 
Lancaster, Pa., through Schramm & 
Pugh, Inc., Cincinnati, all floors ex- 
cept dining-living room and baths; 
Cambridge Tile Co., Cincinnati, bath 
tiling; W. A. Natorp Co., Cincinnati, 
landscaping; A. Andler & Sons Co., 
Cincinnati, sheet metal work; Colo- 
nial Premier Co., Chicago, lamps; 
and Minneapolis-Honeywell Regula- 
tor Co., Minneapolis, temperature 
controls. 

J. R. Porter, Foster, Ohio, elec- 
tronics engineer and Dr. Mills’ son- 
in-law, designed heating and cooling 
controls for each room. 

The Mossman Construction Co., 
Cincinnati, has the general contract. 

Although Dr. Mills and the four 
architects are members of the uni- 
versity faculty, the project, field- 
testing Dr. Mills’ earlier university 
research on reflective radiant condi- 
tioning, has no official connection 
with the University of Cincinnati or 
its Research Foundation. 


Westinghouse ‘No’ Stops 
Negotiations with Urw 


PITTSBURGH — Negotiations _be- 
tween the Westinghouse Electric 
Corp. and the United Electrical 
Workers, CIO, over the union’s de- 
mands for increased wages, pensions, 
and other benefits were recessed in- 
definitely last week after the com- 
pany formally turned down the de- 
mands. 

James J. Matles, organization di- 
rector for the electrical workers’ 
union, made the announcement and 
added that the union negotiators will 
report to the membership after vaca- 
tion schedules are over. It will be up 
to the union to call for further ne- 
gotiations, it was indicated. 

The union’s demands are similar to 
those made to the General Electric 
Co. and rejected by that firm. They 
cover a raise in pay, shorter work 
week, pensions, and health benefits 
that would amount to an increase of 
$500 per year for each worker. 


G-E Promotes Curlee 
To Assist Koester 


BRIDGEPORT, Conn. — Neil J. 
Curlee has been named assistant 
manager of manufacturing engineer- 
ing for the General Electric Co.’s 
Appliance & Merchandising Depart- 
ment, E. R. Koester, manager of 
manufacturing engineering, has said. 

Curlee joined General Electric at 
Schenectady, N. Y., in 1928 as a 
student engineer and came to Bridge- 
port six years later as a methods 
man. He was most recently assistant 
manager of planning for the dept. 


AIR CONDITIONING 


ia 4 


nounced the appointment of Stanley 
T. Winsor, Providence, R. -I., as a development of this new product. In BUSH Heavy Duty ys 
distributor of its “Freon” and am- 1947 he was promoted to manager Floor Type Cooler sti 
monia refrigeration and air condi- of sales, and in March of 1949 he is built in two sections for | 
tioning equipment. was named assistant vice president. quick, easy installation. ac 
Standard floor type units in sw 
= + e « e capacities of 10 to 35 tons. fle 
Carrier May Acquire Citrus Juicer Firm-- pe 
su) 
Fr 


(Concluded from Page 1, Column 4) 


has made and sold large stainless 
steel vessels for farm and dairy use, 
including refrigerated storage tanks 
and insulated tank truck bodies. 
The new concentrator, which re- 
tains vitamins and flavor by inducing 


retention of vitamin and flavor con- 
stituents. 

“However, the flexibility of the 
concentrator is such that it may be 
applied to concentration or evapora- 
tion processes requiring substantially 
higher temperatures or extremely low 


evaporation in a high vacuum, with- temperatures. 
out employing heat, also can be used “The safety features of the new 
in concentrating a number of liquids concentrator are particularly inter- 
, other than citrus juices, Wampler esting. Low-pressure equipment is ys 
said. Extensive marketing plans are used throughout. Live steam can be BUSH Heavy Dut abl 
now being developed, he added, and applied for both sterilization and Y y pre 
the process will be made available Cleanup; and the refrigeration cycle Ceiling Type Cooler up 
not only on the Pacific Coast, but employs refrigerants that are non- is the last word in scientific am 
throughout the United States. inflammable, non-toxic, and _ non- design and efficient opera- fro 
“For a number of months Carrier explosive. tion. Standard ceiling units en 
Corp. has been interested in the Primary power for the concentra in capacities of 5 to 25 tons. ve 
concentrator development work done [tor may be electricity, steam, or , beni 
by C. E. Howard & Co.,” Wampler diesel. Thus it is suitable for prac- cas 
said. “In fact, Carrier collaborated tically all plant requirements.” of | 
with the Howard concern in bringing Upon the organization of C. E. iTS e A RTS ane 
into operation the first concentrator Howard Corp., Harry W. Smith, for- eee = 
of the new type to be installed. merly connected with Electric Steel ine 
“This installation was made for Foundry Co., will be named the oper- live 
Real Gold Citrus Products, the pro- ating head. George N. Lilygren, vice C 
cessing division of ‘Mutual Orange president of Carrier, will be presi- sims hdl 
Distributors at Anaheim, Calif., and dent; C. E. Howard, Sr., vice presi- the 
is producing orange juice concen- dent; James A. McLaughlin, secre- to ft 
trates. This has created wide com- tary; and W. L. Yerkes, treasurer. A 
ment throughout the citrus industry.” Associated with the new concern vidi 
The following comments regarding Will also be C. E. Howard, Jr., self 
the new development was made by Herschel Howard, and Fred J. Stever, BUSH i livit 
E. J. Kelly, designer of the concen- each of whom has long been active USH Evaporative 
. trator, who will be chief engineer' of in the Howard enterprise. With the e Condensers B. 
5 the new corporation: exception of Lilygren, all of those are supplied in capacities of ™ 
“The new concentrator provides named are residents of southern 5 to 40 tons... with continu- Oo 
substantial reductions in owning and California. ous tubing . . . centrifugal cour 
operating costs due to several unique It is expected that the new corpo- pumps . .. fibreglass _elimina- mov 
design features. Utilizing high ation will start doing business as tor sections (20 to 40 tons). Mai 
vacuum technique in conjunction such within the next 30 days. Mean- . som 
with a conventional refrigeration While the existing partnership will old 
cycle, the material being concen- continue operations as heretofore. Look for the BUSH Trade Mark onthe air *™ the | 
trated in a continuous process pro- itioni See oy, , " . Reft 
Wee ts dae Saat fos ts J A 5 Ii ; k prtecergier units you buy - - your guarantee of Write Dept. C-3 for éeen 
tek _of teu, the elteiatien |- A. Sullivan Takes Sales sound engineering, expert design, superior con- Conditioning Units. a 
equipment is used merely to transfer p . . struction and finest materials. Get acquainted Oct 
heat. ost with Jack & Heintz with the BUSH Factory Representative in your as : 
“As applied to citrus juice concen- territory ... he’s a good man to know. ca 
tration, as well as to other concen- CLEVELAND—Jack & Heintz Afte 
tration processes, the temperature of Precision Industries, Inc., here, has real 
ms the material being concentrated is announced the appointment of John deci 
x never above that at which it enters A. Sullivan, formerly sales manager Verr 
£: the process, the final temperature in of the home appliance division of Sebs 
case of citrus juice being 50° F. This General Mills, as sales manager of barn 
is of the utmost importance in the its merchandising department. Buy te Best: le Rest Bush (Cor 
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